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The safest and handiest spool 
of barbed wire you ever used. 
Protects hands and clothing 
when handling. 


J&L Safety-Grip Handle lies 
flat when stacking. No humps 
to interfere in piling spools. 


Fast Turnover — Quick Profits 


...with J&L 


Extra Features Mean 
Added Sales 


* &, When you carry J] &L Barbed Wire 
... Woven Wire Fence. . . Nails 
and Staples... you are sure of de- 
mand that moves these items off 
your shelves in short order. 


J&L Barbed Wire . . . with the special 
Safety-Grip Spool at no extra cost... isa 
favorite. The wire is heavily galvanized and 
made of high quality steel by Jones & Laughlin 
... maker of quality iron and steel products 
since 1850. 


J&L Barbed Wire on the Safety-Grip Spool 
has maximum sales appeal and “pick-up” 
value because of the ease and safety with 
which it is handled and used . . . and your 








Wire Products 


customers get higher quality barbed wire. It 
has the durability to give long dependable 
service. Customers like these added features 
and prove it by buying. 

Other high quality J&L Wire Products 

. . woven wire fence, nails and staples... 
are equally good profit items. Your customers 
get complete satisfaction with these better 
quality products, because of the extra strength 
and durability that quality steel gives them. ae 


For fast turnover ... quick profits ... stock NK 
J&L Wire Products. Feature the Safety-Grip 
Spool. Your sales and profits climb. See your 
J&L distributor today. 


| 
This J&L book will boost your Sales k 


“Low Cost Protection for Stock and Crops” will YMA i {i}. 


help you sell more J & L Barbed Wire and J & L Sis We IE ih 


Fence. A sufficient quantity of these books, carrying We 


your imprint, will be supplied through your jobber MH Wer. ih! 


for distribution to your customer. \S 
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YALE JUNIOR 
PADLOCK No. 255 


(No. 255% with chain) 


1% inch case of die 
cast metal with blue 
lacquer finish; ward- 
ed mechanism; inch 
Cadmium plated 
steel shackle with 
1%46 inch clearance. 


Suggested ¢ 
retail price 2 5 


All of the security that can be built 
into a lock to retail at so moderate 
a price is presented in this new YALE 
JUNIOR PADLOCK No. 255. Where 
maximum security is not required— 
where its function is to give privacy 
and keep out the curious—it has an 





















extensive and varied range of utility. 
This new padlock with its blue lac- 
quered case and cadmium finish 
shackle is extremely attractive. You 
will find it a fast selling item and— 
“The Name YALE Helps Make the 
Sale”, as hardware dealers know. 


Get in a quantity of these new and highly salable locks to round out 
your line of YALE PADLOCKS. Call your jobber or write to us direct. 
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The whole country’s 
Make real money this fall by 

















FOUR PERFECT REASONS FOR INSISTING ON GENUINE RUBBERSET! 


IMPORTED BRISTLES. Only the finest Chinese bristles 

go into Rubberset Paint Brushes. Skillful blending of these 
bristles by Rubberset’s trained craftsmen makes them hold more 
paint and spread it more quickly and smoothly. 


PERMANENT SETTINGS. Bristles of all Rubberset 
Brushes are set by the famous Rubberset Process, the most- 
imitated setting process in the world. They can’t pull out be- 
cause they are permanently gripped in hard, vulcanized rubber. 


A 


FERRULES THAT FIT. Rubberset Paint Brushes have sub- 

stantial, nickel-plated ferrules. Rubber and leather are avail- 
able in many models. Rubberset ferrules are carefully fitted onto 
the handles, assuring a solid brush throughout. 


4 BALANCED HANDLES. Rubberset handles are shaped to fit 
the hand and their perfect balance makes the painter’s job less 
tiring and difficult. Rubberset makes its own handles—controls the 
entire brushmaking process—assures prompt deliveries. 
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painting up! 
Pushing the Brushes 
the Painters Want! 


PUSH RUBBERSET! 


This is a real boom year for dealers who carry 
genuine Rubberset Paint Brushes—and the 
boom’s not stopping along with the warm 
weather! Advance orders prove there'll be 
heavy activity in the painting profession all 
through the autumn. Dealers who push the 
entire Rubberset line—who display Rubberset 
and talk it up to their customers — will make 
their 1937 “paint brush profit season” one of 
the longest ever! 


All year-round, Rubberset advertises to 
painters and decorators . . . advertises in full 
pages in the best of the painters’ magazines. 
And Rubberset’s advertising is timely — 
straightforward — convincing. Every month, 
it’s “selling” more and more painters on Rub- 
berset’s provable superiority. It’s “educating” 
your best and steadiest customers to the big 
difference between genuine Rubberset Paint 
Brushes and run-of-the-mill “set-in-rubber” 
or “vulcanized-in-rubber” brands. Paint and 


hardware dealers can see for themselves that 
the trend is all towards Rubberset. 


QUALITY MATERIALS 
WORKMANSHIP 


Rubberset Brushes give better service. They 
hold more paint and spread it more quickly 
and evenly. Rubberset’s finer quality bristles 
are the key to this difference —they’re real 
Chinese bristles—springy, strong and durable. 
They can’t pull out because they’re set by the 
famous Rubberset Process. And Rubberset 
Brushes are balanced throughout — balanced 
for efficient painting with less strain and ef- 
fort on the part of the user. 


Order Rubberset’s new popular-priced wall 
brush assortment. Order Rubberset’s brand- 
new and super-condensed line of. brushes for 
every occasion. Check on the rest of your 
Rubberset stock. Send for new Rubberset win- 
dow streamer. Share in big fall brush profits! 


Genuine 


RUBBERSET PAINT BRUSHES 
Sell-on-Sight 


(tRaDE MARK) 
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Toate) CABINET HARDWARE 


Balanced Assortments 






Free Display ! 
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A VERY SMALL INVESTMENT 


ASSORTMENT “A” puts you into this profitable active line—modern, chromium-plated 
Steel and Brass cabinet hardware—including the ten best selling items of the hun- 
*Y_ Doz. 1299 CM (Steel) ‘a Bes. - on te 8 : 
ts Der ‘are cu ‘Bras z wiste en ite dreds made by Stanley! The handsome metal display stand is 
2 Brass) a supplied free with each assortment. 
Ye Doz. 4472 CM (Brass) Ye Doz. 1566 CM (Steel) _ j 
Weight 9 Lbs. Order one or both of these high quality, well balanced assort- 
ments from rj ! i 
ASsORTMENT “3 / ; your jobber to-day! The ready sale for these items 
All Brass will surprise you! 
"Y_ Doz. 1299% CM Vp Doz. 4299 CM 
ieee imesee- 
He Dez. 4470 CM 1” Vz Doz. 1565/4 CM 114” THE STANLEY WORKS 
Y, Doz. 4472 CM Ye Doz. 1566% CM 


Weight 9 Lbs. 


New Britain, Connecticut (STANLEY 


FREE BOOKLETS—“Modern Kitchen Hardware” 


B82—order a supply for circulation to those who 
come in your store. 


Quanties listed include samples mounted 
on display stand, 

*In the assortments only, strikes are fur- 
nished for both lipped and flush doors. 
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¢¢¢ PENNIES OR DOLLARS 5: 
Which are Your Can Opener Profits 7 


FAR OUTSELLS 


CHEAPER OPENERS 


Pays Up To 5 Times 
The Profit Per Sale 


AND EACH ONE SOLD HELPS TO 
SELL OTHER DAZEY DEVICES 


Formerly SPEEDO 


F course, it’s necessary to carry can 
openers in every price range. There 
will alwayszbe price byyers. -But—like A. W. Fair- 

child and mipany, whose letter is reproduced in part above, 
scores of dealers now know that very little effort behind DAZEY 
De Luxe will give them dollars in profits on can opener sales 
where they make pennies on cheaper devices. Not only does 
DAZEY De Luxe far outsell cheaper makes by a wide margin 
but it also makes several times the profit per sale. The wisdom of 
pushing DAZEY De Luxe in preference to any smaller unit of 
sale is, therefore, self-evident. 


And here’s another excellent reason for putting real sales 
effort behind DAZEY De Luxe. A surprisingly high percentage 
of all you sell will, in turn, sell others of the DAZEY KITCHEN 
AIDS listed on the right. The handy wall bracket in which all 
are used is an ever present reminder of the other devices your 
customer saw when she bought her can opener. Stock the com- 
plete DAZEY line, therefore, and you will not only increase can 
opener profits but will enjoy additional profits from the other 
items. Consult your jobber for further facts or write direct. 


DAZEY CHURN & MFG. CO. 


4301 WARNE AVE., Dept. L-12, ST. LOUIS, MO. 
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DAZEY Senior 
Can Opener—$1.49* 
Effectively meets com- 
petition of openers 
rey nt under 

AZEY uxe—an 






a value. 


.. DAZEY Junior 
Can Opener—78c.* 
Customers accept it in 
preference to cheaper 
devices almost every 
time when advantages 
are pointed out. 


DAZEY Speedo 
Super-JUICER 
$1.89* 





Customers see the su- 
periority of this juicer 
almost at a glance. 
Handsome appearance 
and reasonable price 
make sales easy. 


DAZEY SHARPIT 
$1.58* 


Biggest selling 
household _sharp- 
ener — patented 
construction as- 
sures long life at 
full efficiency. 


*Prices slightly higher West of the Rockies. 


























Beauty of Finishes \— 
Smartness of Designs 
Wide assortment of Styles 











HE actual hardware creates ready sales through 

its quality appearance alone. It is stoutly built 
of the finest materials and is further enhanced by 
beautiful, lustrous finishes. 


These are the three dominant reasons why both 
the dealer and his trade are so thoroughly sold on 
the merits of 


Natienal 


CABINET DOOR SETS 


Your trade too will be sure to appreciate the simple 
and friction-free manipulation of this hardware, 
which will give a fine finishing touch of craftsman- 
ship to every cabinet installation. 





No. 715 





We invite your early request for full information 
regarding the complete popular National line. 


National Builders’ Hard- 
ware is sold direct to the 
retail dealer—a policy 
that promotes quality, 
service and direct selling 
cooperation. 


No. 7O5R No. 705S 
Cabinet Door Latch Cabinet Door Latch No. 719R 


NATIONAL MANUFACTURING COMPANY 


STERLING, ILLINOIS 
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SCALE-CRAFT 
MODEL TRAINS 
AND 
ACCESSORIES 


wi, S222 


YOUR REGULAR 
MERCHANDISE 


MOR THAN A NEW SALES BUILDER 






ro A WHOLE NEW CLASS OF CUSTOMERS! 


HERE’S THE REASON! Scale-craft model 
railroad systems are not mere playthings. 
Model railroading is an absorbing, educa- 
tional hobby for men and older boys— indeed, 
for the whole family. The fascination of build- 
ing perfectly scaled replicas of America’s 
most famous trains, developing systems on 
which to run them, is claiming new enthusias- 
tic followers every day in the year. 


How can this benefit you? 


Model railroaders, once they become ab- 
sorbed, steadily expand their systems. They 
add new cars, new track—and for these thev 
need new accessories, new tools. 


Thus with Scale Model kits and equipment, 


you can bring a whole new class of customers 
to your store, professional men, and others, 
who ordinarily have little occasion for com- 
ing in. And the sale of Scale Model equip- 
ment will help the sale of your regular mer- 
chandise. Model railroading develops in a 
new class of people the habit of working with 
their hands, working with tools, every ley in 
the year. 


TAKE ADVANTAGE OF THE EXTRA 
PROFIT THIS MEANS. 


Send the coupon below for a complete, hand- 
somely illustrated, descriptive catalog, with the 
story of model railroading, to the main office at 
1516 So. Wabash Ave., Chicago, or to any of the 
branch sales offices listed below. 


A display of Scale-Craft model trains and equipment on your counter or in 
your window will bring amazingly quick results, and build year-round sales 


1516 So. Wabash Ave. 
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: James J. BACKER a -. re 

: Pacific Northwest Branch Sales Office California Branch Sales Offices _ 

: 109-111 Bell St., Seattle, Wash. 1406 S. Grand Ave., Los Angeles, Calif. Name——— 

3 _— ana : 

: Southern Fe mee ee gy Office 26 Ninth St., San Francisco, Calif. Name of Business- 

4 1616 K St., N. W., Washington, D. C Add 

3 A. J. Voix Sacer Exvectricay Surrry Co. ress— eee 

$ Middle Atlantic Branch Sales Office New England Branch Sales Office c nate 
$ 440 Bloomfield Ave., Montclair, N. J. 201 Congress St., Boston, Mass. ity. _Sta 





eeeccece eeccee 





AUGUST 26, 1937 








RIVETS may be small in size —but 
their job is a BIG one—recommend 


and sell the BEST 





The BEST tubular rivets cost so little that it ceases 
to be a worthwhile economy to gamble with their 


quality. A saving in cost usually means a sacrifice in 


efficiency! Rivets made by TUBULAR RIVET & 
STUD COMPANY are true to gauge, thoroughly 
dependable and 100% usable. TR &S RIVETS are 


made to standard — not to a price. It's to your own 
advantage to recommend and sell only the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON + + + MASSACHUSETTS 





Southern Rep. Western Coast Rep. 
CAVERT AND LIPSCOMB T. ©. DE LOACH 

Nashville, Tenn. Postal Telegraph Bidg. 

Dalias, Texas San Francisco, Cal. 
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HERE’S OUR POLICY WITH PAINTERS: 


GIVE EM WHAT THEY WANT 


- Master Painters Said: ‘BUILD US THIS BRUSH” 


’ Superkleen Featherweight Wall Brush Has Been Acclaimed 
< The ‘‘All-American’’ in National Voting ! 


HEN PAINTERS wrote to us about 


the No. 5022 ‘‘ Featherweight” 

they used their choicest superlatives— 
Yankee business acumen brought 
words of praise from New England — 


the splendid built-in balance and un- 
usual light weight of the No. 5022! 
America’s painters asked for this 
brush—America’s painters endorsed 
it! Thousands prefer it—you will, too! 


‘*Fewer dips per gallon 
feature appreciated by 
our men.”’ 

**Kind to the wrist,’’ 
said a Middle West 
contractor, applauding 


FEATHERWEIGHT WALL BRUSH 


No. 5022 





30” MORE 
EACH CONTACT 


wy SUPERKLEEN 
at's the pe Fiared construction 
means 30% fewer “taps” are requ 
to stipple a given surface. ee 
Easy Grip handle makes o yoy 
easy to hold — abolishes han se 
CHANELCAST SETTING (register 
assures long life. 


SUPERKLEEN STIPPLER J =: 


PROTECT YOUR INVESTMENT IN 
KALSOMINE BRUSHES 


INTERSTOLDUSthat kalsominebrushes This kalsomine brush will keep its waist- 
actually go to pieces before the bristle line—you’ll never see it develop a bulge and 

is worn down. SUPERKLFEN’S engineers startshedding its bristles. That’sreallyim- 
developed a new type ofconstruction which portant. Forwhen bulgesdevelopin ferrule, 
assures long life because greatest strength the setting breaks! Handle of finest un- 
is placed at points of greatest stress. finished wood. Order your supply today. 


ALL BRUSHES ILLUSTRATED ON THIS PAGE CAN BE 
OBTAINED THROUGH YOUR REGULAR PAINT DEALER 


SUPEBBLEEN BRUSHES 


SMITH STREET, BROOKLYN, N. Y. 
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For Boys 
and Girls 


The Center of Attraction 


Wherever Union Hardware Roller Skates are well dis- 
played, they are the center of attraction. Their pleasing 
lines command attention. Their superior features win 
skaters right over to them. Their sturdy construction 
makes customers say: “That’s the kind of roller skates 
I want”. That is why 


UNION HARDWARE 


BALL-BEARING EXTENSION 
ROLLER SKATES 


create sales and hold customers. They are profitable 
skates for dealers to handle and are always sold at popu- 
lar prices. They contribute to smooth, easy skating and 
lasting happiness for every skater. 


Made in patterns for boys and girls, men, women and 
children of all ages. Known and used for over 75 years. 
The name Union Hardware is a “Buy-Word” when 
millions of satisfied users want NEW roller skates. 
Think what this REPEAT business means to you, 
Mr. Hardware Dealer. 


Send for Catalog No. 15 which describes complete line. 


Your Jobber Will Supply You 


HARDWARE COMPANY 
aw EWE Gwe ow 


sod-4-11 \ ich col Putozol <1 <p 


NEW YORK OFFICE IS|' CHAMBERS STREET 
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THE SPECTACULAR NEW 
DEVELOPMENT WITH REAL 


SALES PUNCH! 


WHAM! Sentinel’s 1938 Line has hit the radio 
market like a ton of bricks. All over the country, on 
farms, in cities, they’re talking about and buying 
RAD-O-FONE, the most spectacular radio develop- 
ment since the invention of the vacuum tube. It’s 
got more real sales punch than any feature you’ve 
ever had—an absolute knock-out—a feature that 
you can really demonstrate—that’s tangible— 
something that you can talk, can show, can SELL! 

It lifts Sentinel clear out of the “entertainment 
only”? class—and makes it a valuable household 
and commercial utiljty. 

But Sentinel has more than just RAD-O-FONE. 
This smashing new line is packed with features— 
features like the New Sentinel Automatic Tuning 
Dial, an instant hit! It’s complete with 110 Volt 
A.C. models and 2, 6, and 32 volt Farm models. It’s 
sensibly priced with leaders at $19.99 and $24.95, 
sensational values, and really outstanding de luxe 


11-Tube models for as little as $99.95. 


Go to town with Sentinel this year. 
Get on the Band Wagon—mail the 
coupon for complete information today! 


MAIL THIS COUPON NOW! 


SENTINEL RADIO CORPORATION 
2222 Diversey Pkwy., Dept. HAA, Chicago, III. 


Please send me complete information on the 1938 
Sentinel Line. 
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HERE’S one of the fastest selling items in the retail 
hardware trade . . . ball bearing casters that roll in any 
direction quietly, smoothly and without effort. 
MERCHANTS MAKE MONEY WITH "ACME" CASTERS 

Every customer is a logical prospect for “acme” Ball 
Bearing Casters. All you have to do is demonstrate. . . 
roll an “acme” along the counter or in the palm of your 
hand and the sale is made. Stock “Aacmes” and roll up 


profits. 
THe ScHAatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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Which Classification 
Are You Interested I? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable sales accounts—or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section’ of 


Hardware Age. 


Your advertisement in this section will put you in touch 




















BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 





with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 
the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 
Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 
A.B.C.—Charter Member—aA.B.P. Inc. 
14 HARDWARE AGE 


POSITIONS WANTED 
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“COMPARED with our old register,” 
says John T. Oleksak, proprietor of 
the Belmont Hardware Co., Spring- 
field, Mass., “our new National Cash 
Register is like a streamlined car after 
a horse and buggy! It has proved so 
valuable to our business that it earned 
its purchase price long ago. 

“One of its most valuable features 
is that it certifies charge slips with 
printed, unchangeable figures. We 
give one copy to the customer when 
the sale is made, file the second for 
our permanent record, and send the 
originals to the customer with a 


AUGUST 26, 1937 


‘It's like a streamlined car after 


a horse and buggy! 





monthly statement that shows the 
total only. With this system, our bill- 
ing takes exactly one-third the time 
formerly required! 

“We are also saving time and pre- 
venting costly errors with the reg- 
ister’s adding feature, which is used 
to itemize and total both cash and 
charge slips—and to add all slips at 
the end of the month.” 


|“ 








When your records are made and 
kept with such a modern National 
System, you know they are complete 
and accurate. There’s no chance for 


undisclosed leaks and losses due to 


carelessness. Have our representative 
show you how a modern National 


System can save you time and money. 


DAYTON, 
Typewriting-Bookkeeping Machines . 
Analysis Machines 


Cash Registers ~ 
* Posting Machines ° 


Bank-Bookkeeping we 
Postage Meter Machines 


Check-Writing and Signing Machines . Accounting Machine Desks ° Correct Posture Chair 
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SALES RESULT WHENEVER 
CLERKS ARE ENTHUSIASTIC! 


ND clerks, hard boiled or otherwise, grow en- 
thusiastic over the genuine Russell Jennings 
Auger Bit simply because they can say so much 
about it that really appeals to customers. If you 
are not familiar with what makes this bit the “yard- 
stick” by which thousands of craftsmen and ama- 
teurs measure bit quality, then— 


These Points Will Interest You 


A special high carbon steel for long edge life. 
Hand-sharpened spurs and extension lips for clean 
cutting. Throat shaped for ample chip clearance. 
Sharp, sturdy feed screw, that grips the wood and 
pulls the bit after it! Micrometrically accurate cir- 
cumference, correctly tapered to avoid “binding.” 
And—every bit tested in tough hickory before 
leaving the factory! 


Your Jobber Can Supply You 


GENUINE 





AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 
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THE PADLOCK THAT 
“ATTRACTS” SALES 





No. 04856 


In this handsome Eagle Pin Tumbler Extruded 
Metal Padlock, customers see something they 
like and are willing to pay for. Result—a 
better than ordinary sale and a relatively 
larger profit to you. 


No. 04856 is made of Extruded Metal and 
fitted with Genuine Pin Tumbler lockwork. 
Also has a hardened, cadmium plated shackle. 
Made in six sizes from one inch to two inches 
inclusive. 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets CabinetLocks | Machine Screws 


EAGLE Bex co 


26 Warren Street -: w YO 


Branch Offices: 


521 Commerce St. 179 N. Franklin St. 
Philadelphia, Pa. Chicago, Ill. 


Works at Terryville, Conn. 


114 Bedford St. 
Boston, Mass. 
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To our friends in the trade it’s an old familiar tune...“’makes varnish vanish, makes 
old floors new”... yet, in seven lucky words, it tells the stirring story of Double X. 
A story that, year in and year out, has been hammered home to America’s public 
through outstanding national advertising. A story that has convinced Mrs. John Citizen 
that she, too, can be an expert floor refinisher...in one-third the time and at trifling 
cost! For all she needs is a can of this white magic which you sell her for 75c; a pail of 


boiling water; a mop or brush; and a bit of steel wool. As a smart merchant you'll 
hitch your store to this story...and stay hitched! D O U B LE X 
Schalk Chemical Co.,Los Angeles and Chicago. 
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Makes Sales Easier | 


The world-wide reputation of Briggs & Stratton 
4.cycle gasoline motors has an important in- 
fluence on your sales ... People everywhere know 
of these famous motors and of the unusually long and 
trouble free service they render. When they see one 
of these rugged, reliable motors, they feel that the 
entire unit must be dependable .. . Briggs & Stratton 
4-cycle ‘gasoline motors drive over 90% of all makes 
of farm washing machines. They also power most small 
pumps, small tractors, lawn mowers and an endless va- 
riety of other motor driven farm tools. Insist on Briggs 
& Stratton motors on all the equipment you handle 

and you will find larger sales—great- 

er profits. Power by Briggs & Stratton, 

makes any equipment easier to sell. 


BRIGGS & STRATTON CORP. 


MILWAUKEE, WISCONSIN, U. S. A. 
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BRIGGS & STRATTON] 


MILWAUKEE,WIS.U.S.A. 





GASOLINE 
MOTORS 
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Published Every 
Other Thursday 


239 WEST 39TH STREET NEW YORK, N. Y. 


Established 1855, succeeding and embodying “Hardware” of New York; “Stoves 
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GOLD Band line. Pure black horse hair. Sizes: No. 212-12” 
... No. 214-14”... No. 216-16”... No. 218-18”... No. 219-24” 
... No. 220-36”. Length of stock—2%”. 








SILVER Band line. Pure black horse hair. Sizes: No. 
514-14”... No. 516-16”... No. 518-18”... No. 519-24”. 
Length of stock — 25g”. 








RED Band line. Mixed black horse hair and Tampico 
fibre. Sizes: No. 222-12”... No. 22414”...No. 226-16”... 
No. 228-18”... No. 229-24”. Length of stock—2%”. 








BLUE Band line. Selected black Tampico fibre. Sizes: 
No. 855-12”... No. 856-14”... No. 857-16”... No. 858-18” 
...-No. 859-24”. Length of stock — 2%”. 








GREEN Band line. Selected black Tampico fibre center. 
Black horse hair casing. Sizes: No. 866-14”... No. 867-16” 
... No. 868-18”... No. 870-24”. Length of stock —2%”. 








SSBORE ’ 
The raised color bands on the black solid blocks (Patent 
D99109) gives Osborn Floor Brushes the EYE APPEAL 
Tn Os80RN MANUFACTURING LOMPANY that captures sales... Ask your jobber about these 
Sales Offices: New York — Detroit —Chicago—San Francisco brushes and the attractive display stand illustrated at left. 
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CIO and AFL:- 


Last month I spent two days 
in Washington, D. C., as one of 
twelve members of a business pa- 
per editors’ committee. Half of 
our time was spent with the top 
executives of both CIO and AFL. 
These were “off the record” con- 
ferences, meaning that no names 
nor direct quotations are permis- 
sible. So I give you impressions 
only, on the official labor organ- 
ization situation. Briefly I would 
say: 1—Labor leaders dislike the 
delay incident to the Hours- 
Wages Bill discussions. They fear 
a minimum wage of more than 40 
cents per hour and/or a smaller 
maximum than 40 hours per 
week. For if government steps in 
and obtains better hours and 
wages the function and lure of 
union membership is sadly ruined. 
They are also a little skittish 
about the government control that 
unavoidably comes with govern- 
ment aid. 2—The bitterness be- 
tween AFL and CIO is increasing 
and the breech is a long way from 
being at the “healing point.” The 
exchange of left-hand compli- 
ments when either body speaks 
oi the other is most eloquent and 
rivalry is keener all the time. 
3—Both labor groups will fight 
any attempt to force incorpora- 
tion of unions or other legislative 
steps that would tend toward forc- 
ing customary legal, moral, finan- 
cial, civil and criminal responsi- 
bility on unions. 4—Both labor 
groups are dissatisfied with what 
might be termed “White House 
Progress” on behalf of labor. 5— 
That both groups are obtaining 
sizable financial help and will in- 
crease their importance politically 
and economically and that both 
have excessive self-esteem, and 
self-confidence in their intra-labor 
and anti-employer fights. 6— 
That bitterness toward business 
leaders is more marked than is 
generally realized and that leaders 
in both major labor groups have 
great eloquence, dramatic ability 
and long term plans for their 
own growth. 


CONGRESS:-— 
The second half of our Wash- 


ington committee work included 
informal chats with several key 
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members of the Senate. Here 
again [ may not quote directly 
nor mention names. I gather the 
very definite impression that 
party lines were very badly bro- 
ken over the Supreme Court pack- 
ing bill and that these lines have 
remained broken and will novi 
easily be mended. Opposition to 
what Senators freely describe as 
“attempt to force one man control 
with resulting outlandish and cost- 
ly bureaucracy” is growing 
among Democratic members of 
the Senate, particularly old- 
timers with reported substantial 
backing in their own states. Grow- 
ing and more outspoken resent- 
ment toward arbitrary, dictatorial 
and uneconomic policies cloaked 
in so-called “must” legislation 
from the Administration is quite 
pronounced. On the other side 
of the ledger there continues, of 
course, a sizable group of Sena- 
tors who are pro-New Deal with- 
out any equivocation and whose 
equally outspoken support of the 
White House is just as marked. 
But I sense the tendency toward 
further opposition and toward a 
more militant attitude from those 
who oppose the encroachment of 
the executive branch of the legis- 
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lative and judicial branches of 
our system of government. 


A NEW BOSS:-— 


A good friend of mine has held 
several important executive posi- 
tions during the past twenty 
years. In that time he has been 
associated with four or five major 
companies in an important part 
of the hardware industry. He 
showed a remarkable flexibility, 
adjusting himself and his sales 
talents to the whims and policies 
of each new group of employers. 
Often the changes were drastic 
but always my friend seemed to 
shift jobs with a minimum of 
friction and each time he made a 
business change he improved his 
own income, and each change 
was made voluntarily. For the 
first time in his career this sales 
manager has been asked to re- 
sign. He has done so and leaves 
early next month, resigning the 
one connection he has held the 
longest and where he has unques- 
tionably made his best sales rec- 
ord to date. He was asked to re- 
sign because he could not or 
would not adjust himself and his 
methods to a new set of policies 
(and perhaps some of them only 
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keeps them under control... 


Ranger the greatest racing yacht of all time 
sails on famous Columbian Manila Cordage! 
She used it in the elimination trials. She used 
it in the cup races. She uses it now. 

It is significant that the major part of all her 
sailing ropes, the lines that do the active work, 
are Columbian. 

Columbian Cordage meets every test of the 
seamanship that keeps the Grand Old Mug 
safe on American shores. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 
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whims) pursued by a new group 
of owners who acquired control 
of this firm. 


PARADOXICAL:— 


This case interests me greatly. 
A successful man adjusts himself 
readily to a new firm’s policies on 
five occasions yet fails or refuses 
to adjust himself to a change in 
management. This particular man 
has already obtained a new con- 
nection which looks very attrac- 
tive. He starts on his new job in 
a few weeks. The policies of his 
new prospective employer are in 
almost complete conflict with his 
own selling ideas and practices. 
Yet I predict his success and his 
complete harmony in a reason- 
ably short period of time. Think 
this over and you will recall 
many such instances in the ex- 
periences of your business ac- 
quaintances. Changes in manage- 
ment are inevitable developments 
in most business fields. Each 
change is sure to bring new poli- 
cies, new methods and new view- 
points. Generally speaking, even 
the executives musi adjust them- 
selves and their thinking to these 
changes, or else ———. Certainly, 
a man competent to respect and 
cheerfully adjust himself to the 
policies of a new firm could as 
easily harmonize with changes in- 
cident to a change in ownership 
and/or management. 


PACKAGING:-— 


On several occasions I have 
commented on the careless way 
some manufacturers package their 
wares. A visit to any wholesale 
or retail warehouse discloses too 
many broken or torn wrappings 
and a complete lack of careful 
color or design planning. Spon- 
sored by the publication, Modern 
Packaging, the Institute of Mod- 
ern Packaging recently completed 
a very thorough and highly in- 
formative survey of hardware 
packaging. The results from this 
impartial study are somewhat 
shocking. Hardware packaging 
methods are severely indicted, de- 
clared antiquated, obsolete, in- 
adequate, unattractive, etc. With 
few notable exceptions, hard- 
ware packaging designs were 
found out of tune with the prog- 
ress in this direction developed in 
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other fields. Lack of sufficient 
strength for the weight of hard- 
ware was one of several basic 
weaknesses disclosed. This survey 
in complete detail is reported and 
illustrated in the July and August 
issues of Modern Packaging, New 
York City. It is far from flatter- 
ing to our industry, but does pre- 
sent some stimulating thoughts on 
the subject. A summary and a 
few examples developed in this 
study are published in this issue 
of Harpware Ace. Our readers 
are urged to pay heed to this 
summary and to take a more ac- 
tive interest in demanding ade- 
quate and more attractive packag- 


ing. 


BENEFITS:— 
The benefits of adequate pack- 


aging are obvious—cost of han- 
dling, ease of storing and 
transporting and orderliness of 
stock. A crying need exists for 
more attractive packages with in- 
formative, compelling labels and 
appropriate color schemes in the 
hardware field. Attractive pack- 
ages help sell goods, enhance 
display values and encourage re- 
tail sales forces to push the goods. 
We all like nice things instinc- 
tively. Good packages are like 
good clothes. They develop sales. 


JOBS:- 


Despite the marked improve- 
ment in the hardware business, 
there continues to be a shortage 
of steady jobs for many thor- 
oughly competent salesmen. I 
know of many good men who 
cannot get located. Among these 
are some men who held major 
sales executive posts a few years 
ago. Age bars some of these men 
from getting a fresh start, but the 
greatest obstacle in too many 
cases is a form of foolish pride 
nurtured by irrelevant reminis- 
cence of “things as they were.” 
One such man wrote me a sad 
letter last month. It is a sad let- 
ter because he still does not real- 
ize that he must compromise on 
salary ideas and take less attrac- 
tive work than he has enjoyed in 
the past. He has been “out of 
work” for more than five years. 
In that time he has rejected three 
fair offers that others equally as 
competent grabbed very eagerly. 


The three men who took these 
jobs have regained, in part, their 
former status financially. One of 
the three is doing particularly 
well and should equal, if not pass, 
his former high point. 


A NEW START:-— 


I am not advocating lower sal- 
ary standards, but I am seriously 
urging those out of jobs to face 
facts and current conditions, par- 
ticularly those who have been un- 
employed for several years. It is 
not a “defeatist” attitude to start 
over again with a good house 
where extraordinary talents will 
be recognized and compensation 
adjusted. But it is highly futile 
to hold out against prospective 
employers whose immediate of- 
fers are not up to a former, but 
now forgotten, par. In the hard- 
ware business today, as in every 
other field, the depression era 
took its toll. Good men had to 
make new starts, often in strange 
lines. But as always the cream 
rises to the top and I can cite a 
great many encouraging and even 
inspiring examples of men who 
did start over again and who have 
regained part if not all of their 
former progress. I fear that my 
friend has eliminated himself 
from the contest by seeking only 
the kind of compensation he once 
enjoyed. There are too few such 
jobs available even in the most 
hectic days of prosperity. I am 
confident that he could connect at 
a fair income, if he would take 
it. I am equally confident that 
with a good house he would make 
progress and find happiness in 
working again and that in rea- 
sonable time his financial picture 
would improve. He would be self- 
supporting again and could stop 
the steady drain on his diminish- 
ing resources. But his letter 
was very stubborn. I hope 
he reads this and I hope that 
others similarly placed will do 
the same and that they weigh the 
logic of this argument against 
what they now mistakenly believe 
is good business strategy. A man, 
even in a mediocre job, who is 
actually connected always looks 
more desirable to the prospective 
employer than does the man who 
is out of work and depends upon 
a past. however glorious, record 
as his entrée. 
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Selling the 
Finish and other 
Hardware... 


CHAPTER EIGHT 


Preliminary 


OW that you are ready to 
sell Builders’ Hardware, 
how shall you go about 


it to get your prospects? The 
answer to that question varies 
with the size of the town or city 
in which you operate, but some 
of the following suggestions will, 
I am sure, fit your case wherever 
you are located. 

Know every architect and 
builder in your community. Make 
it a practice to call upon them 
regularly. Many manufacturers 
send building reports of all con- 
struction contemplated in your 
locality and many times it pays 
to subscribe to such services your- 
self. 

Keep your eyes open for every 
new building construction started 
while out on your business calls, 
even on a Sunday drive for plea- 
sure. Watch the building reports 
in your newspaper. These are in- 
expensive ways of getting pros- 
pects for the builders’ hardware 
you are out to sell. 

When calling on an architect 
you have quite a different prob- 
lem from that of calling on the 
contractor. The architect is strict- 
ly a professional man. He is the 
owner’s representative. It is his 
duty to see that the house is prop- 
erly and harmoniously designed, 
that the proper materials are spec- 
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At this stage of the building progress you can sell building paper, nails, 
steel cellar sash, sash weights, pulleys, cord or chain, roofing, shingles, 
roofing nails, etc., besides the regular bill of builders’ hardware. Watch 
every opportunity for making additional sales. 


ified, suitable for the owner and 
in good taste. As the owner’s rep- 
resentative it is his duty to see 
that the materials specified are 
actually put into the building. 
In my long experience working 
with the architectural profession 
I can remember only two cases 
where an architect ever intimated 
he wanted a commission on the 
sale of the hardware. Such a 
practice is plain graft. The archi- 
tect is paid by the owner to rep- 
resent his interests. A commission 
to him therefore is unthinkable. 


The Architect’s Favor 


Perhaps when you first start 
out and you find an architect pre- 
fers to place his business with 
your competitor you may feel the 





architect is unfair, receiving 
money or having some other rea- 


son for not giving you a fair 
break. Such is not the case, the ex- 
ceptions are so few as to be prac- 
tically nil. The reason the archi- 
tect favors your competitor is be- 
cause he has confidence in him, a 
confidence you, in some fair way, 
must win. Consider the architect’s 
viewpoint. Builders’ hardware is 
about 1 per cent of the value of 
his job, but if the hardware isn’t 
right it often causes him 10 per 
cent of his troubles on the job. 
When he finds a builders’ hard- 
ware man who can eliminate this 
10 per cent trouble, he naturally 
favors that man, and honestly so, 
in the interest of the owner, the 
contractor and himself. Your job 
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therefore is to gain the same con- 
fidence of the architect that your 
competitor now has. Call regu- 
larly but not to the point of bore- 
dom. Whenever you have some- 
thing new, show it to him. Offer 
to be of service. 

The architect generally follows 
one of two procedures on the fin- 
ish hardware, either making an 
allowance or specifying what shall 
be used. In either case you can 
render service while the archi- 
tect is drawing his specifications. 
If he is making an allowance, 
offer to figure roughly an allow- 
ance price adequate to furnish 
the building. If he is specifying 
the hardware in the general speci- 
fications, offer to write the specifi- 
cations for him. Architects will 
usually freely admit they are not 
posted on builders’ hardware and 
that they get a builders’ hardware 
man to write the specifications 
for them. 


Do A Job 


When you get the opportunity 
to render this service to the archi- 
tect, do an honest, fair, clean job 
of it. Make that specification so 
that your competitor can figure it 
and know what is required. Ar- 
chitects will respect you and fight 
for you to get the job if you have 
been above board in writing the 
specifications. The confidence 
placed in you by the architect 
demands that you do the best kind 
of a job you can, for, when the 
specification is incorporated in the 
rest of the specifications, it is the 
architect’s specification, not yours. 

When calling on the contractor 
the situation is somewhat different. 
The contractor wants to buy the 
hardware as cheaply as he can, 
granted that, at the same time, he 
wants to live up to the architect’s 
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Hundreds Have Sent 
for this Blueprint | 


fact that from all parts of the country Hardware Age has 

had requests for the blueprint for the modest home, used 
as an example in the articles by Adon H. Brownell. Every 
mail brings additional requests which are being filled imme- 
diately from our supply. 


Ki: interest in Builders’ Hardware is indicated by the 


Training in builders’ hardware is no longer a matter for 
casual consideration—it is a “must.” The men who are deep 
in the study of these articles are well on their way to com- 

- petent handling of builders’ hardware business and the wise 
hardware merchant will follow their example. 


Send a three cent stamp to cover mailing of this blueprint i 
today. Get started before it is too late to study the accepted 1 
method of selling builders’ hardware and cooperating with 
architects, contractors and owners. 


| | 
HARDWARE AGE EDITORIAL DEPARTMENT | 
239 West 39th Street, New York City | 


Published in Hardware Age, May 20th, 1937. As pages 28A, 28B, 
28C and 28D. 
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specification. He may only con- 
sider price but, particularly if 
he is an experienced man, he 
knows that the cheapest price is 
not always the cheapest in the 
long run. As has been pointed 
out in previous chapters, carpen- 
ters’ time is valuable, the builders’ 
hardware man who renders uni- 
formly the better service often gets 
the busines even though his price 
may be higher. 

The contractor purchases the 
hardware if it is part of the gen- 
eral specification for him to do so. 

The more common practice, 
though, is for an allowance to be 
made and the hardware purchased 
by either the architect or the owner. 

It’s a wise plan to find out who 
really is going to place the order. 

On the matter of building re- 
ports—It does not pay to spend 
much time chasing up_ those 
marked “contemplated.” Wait un- 
til the architect is selected, then 
call on him offering your services 
as suggested in this _ chapter. 
When the contract is actually let 
is the time for you to really get 
busy. Once you know who the 
contractor is you should be John- 
ny-on-the-Spot. 

In an early chapter I said 
“Builders’ hardware is the foun- 
dation of a good hardware busi- 
ness.” Watch now your opportu- 
nity to prove this statement. The 


contractor may not yet be ready 
to talk about the finish hardware, 
you may not even be able to 
land that contract, perhaps be- 
cause of an architect’s favoring a 
competitor or because of the own- 
er’s preference for someone else, 
but the contractor has so much 
other business to place that it will 
pay you to call regularly and 
often. The excavation starts and 
he needs shovels and wheelbar- 
rows. The forms are started re- 
quiring nails, screws and bolts. 
When the frame-work goes up he 
needs building paper and some 
more nails and steel cellar sash. 
He will need sash weights, sash 
pulley, sash cord or chain when 
the window frames go in. When 
the roof is put on you may find 
it profitable to carry a line of 
roofing, shingles, etc. At least 
you can sell the roofing nails. 
Do not overlook this: Make 
yourself acquainted with the me- 
chanics on every job. They need 
tools and your store has tools to 
sell, so isn’t it natural that you 
should sell them their tools when 
you are on the job. This means 
more “plus” business for you. 
Many a mechanic becomes a 
contractor, so never overlook a 
man because he isn’t the boss on 
the job—he may be some day 
and you will be glad you knew 


him when perhaps you only sold 
him a 6-ft. rule he wanted. 

Often in the bath room, steel 
medicine cabinets are installed. 
Get a line of these, only a sample 
line, but sell them. 

More and more built-in kitchen 
cabinets are being used. You can 
get an agency and sell these from 
a catalog or sample. Why 
shouldn’t you? If it is fair for 
the lumber dealer to sell many 
items formerly secured from the 
hardware dealer then turn about 
is fair play. Sell all the sash 
cabinets and kindred items you 
can. You do not need to carry in 
stock many of these profitable 
items. Overhead garage doors.are 
another good item. 

The house is to be painted. See 
the painting contractor, as he will 
need putty, brushes, paints, enam- 
els and varnishes. 

Therefore, you can see that 
builders’ hardware really is the 
foundation of a good hardware 
business. Sell all the rough hard- 
ware and kindred items you can 
but constantly keep in mind the 
finish hardware. The man who 
sells that usually has the inside 
track with the owner, architect. 
contractor and_ sub-contractor 
alike. That is the foundation of 
a good hardware business. 

Next Chapter—Selling the Fin- 
ish Hardware. 





Air-Conditioning Pays 


HAT air-conditioning has defi- 

nite plus results on sales and 

store traffic was recently deter- 
mined by a survey among twenty 
department stores ranging in size 
from medium volume to the “mam- 
moth” range. The survey conducted 
by the Dry Goods Economist was 
inspired by an agreement, a short 
while ago, of merchants in Omaha, 
Neb., not to install air-conditioning 
during 1937 on the grounds that it 
does not pay a profit on the invest- 
ment; does not increase volume, and 
the cost and maintenance reach an 
undesirable figure. 

The pre-holiday season not being 
the best time to ask questions of 
merchants, 11 of the 20 stores in 
which installations had had sufficient 
time to prove themselves, replied. 
Though this number is too small a 
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sample to be conclusive, the returns 
were so in favor of air-conditioning 
as to carry appreciable weight. 

The evidence is that installations 
noticeably increase customer traffic; 
increases in sales volume are defi- 
nitely attributable to it; merchandise 
stocks are noticeably cleaner; air- 
conditioning makes it easier to draw 
a high type of employment appli- 
cant; employees’ health record is 
improved; the average sale is higher 
because customers stay longer in the 
comfortable store, and the extra vol- 
ume gained through air-conditioning 
is sufficient to indicate that the in- 
stallations are paying their way. 

Although five of seven stores said 
that air-conditioning’s extra volume 
indicated that it is paying its way, 
there is another definite plus beyond 
that. Merchandise stocks are clean- 


Its Way 


er, thereby lessening markdowns; 
employees are healthier, thereby 
lessening time off for illness, and 
causing higher efficiency when on 
the job; that a better type of em- 
ployment applicant is obtained, and 
that, though increased volume alone 
covers air-conditioning cost, the 
record could be made even more fa- 
vorable by a proper charge for its 
advertising value. 

Another plus for installations is 
that if merchandise is cleaner with 
air-conditioning, obviously the body 
of the store is cleaner, and the cost 
of housekeeping is reduced. Simi- 
larly it is fair to assume that keep- 
ing regular employees more steadily 
on the job is more satisfactory in 
selling, and cheaper in pay roll dol- 
lars. 
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Bad Debts Cost Hardware Stores 
Nearly Three Million Dollars Annually 


By FERNLEY G. FAWCETT and WALTER MITCHELL, Jr.* 


URING 1936, the retailers 
D in the United States 

charged off as uncollecti- 
ble about $200,000,000 worth of 
accounts receivable. In _ other 
words, the nation’s retail trade 
suffered bad debt losses amount- 
ing to approximately one-half. per 
cent of total sales or one per cent 
of credit sales. This estimate is 
based on the experiences of 3,900 
retailers in 13 selected trades 
participating in the 1937 Dun & 
Bradstreet Retail Survey, based 
on 1936 figures. 

As is shown by the accompany- 
ing table (Fig. 1), the estimated 
bad debt losses of hardware stores 
during last year were nearly three 
million dollars, equivalent to 0.6 
per cent of total sales, and 1.2 
per cent of combined open credit 
and installment sales. Of the total 
net sales of hardware stores stud- 
ied, 49 per cent were for cash; 42 
per cent were on open credit 
terms, and 9 per cent were on in- 
stallment terms. 

No statistics are needed to 
prove that a decrease in bad debts 
is an increase in profit if it can 
be accomplished without loss of 
potential sales volume, without 
weeding out good customers along 
with the bad. Well-managed re- 
tail stores are doing just that. 
The comparison shown in the ac- 
companying table, with losses 
computed as a_ percentage of 
credit sales only (Fig. 1), seems 
fairly conclusive. The 1,000 
stores which reported to the 
United States Department of Com- 
merce in its 1935 annual Retail 
Credit Survey are of much larger 
than average size and thus of bet- 





*Abstract of an article, entitled “‘Re- 
tail Credit and Bad Debt Losses,” 
published in the May, 1937, issue of 
Dun’s Review. 
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ter than average management. 
They are situated in eighty-eight 
cities, the majority being in cities 
of more than 100,000 people, 
while the Dun & Bradstreet sam- 
ple (Fig. 2) represents more near- 
ly the average size of retail store 
and is spread over small towns 
and rural areas. 

In only three out of eight com- 
parable trades do the typical bad 
debt losses of the large stores men- 
tioned above run to a higher per- 
centage than the losses of the 
broad sample of all sizes of stores 
reporting in the latter survey. 
Those three trades are significant. 


Hardware Store Losses 


The first case is that of automo- 
bile dealers, where the difference 
between 0.5 per cent and 0.7 per 


cent of sales lost in bad debts is 
not important, considering prob- 
able irregularities in accounting 
practice and the limits to the ac- 
curacy of statistical averages. Sec- 
ond is furniture, where the large 
city stores are regularly the most 
heavily committed to installment 
selling, frequently at prices set 
to cover the inevitable repossession 
costs and bad debt losses of easy 
credit granting or so-called “bo- 
rax” merchandising (average sales 
of $537,000 can be achieved only 
by a group of large city stores). 
Third is hardware and the cause 
certain. However, city 
stores in this trade ordinarily en- 
gage more heavily in installment 
selling of household equipment, 
and in supplying contractors with 
builders’ hardware, than the small 
town stores. These are items in 
which bad debts might be ex- 
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Dun & Brapstreet survey losses are computed against credit and installment: sales. 


percentages represent weighted averages jor credit and installment concerns combined. 
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Department of Commerce loss 





IMPORTANCE 





® Average weighted by Sales from 1935 Census. 


Net Sales 
1935 
Census 
Kinp oF STORE (Millions of 
Dollars) 
Grocery and Meat Stores........... $4,150 
MI MIDs Cadac arecansaeesiae 2,203 
Be GOO ID. 0. oc ccc scans 528 
Country General Stores........; nas 1,110 
Men's and Boys’ Clothing Stores... . 516 
Women's Ready-to-Wear Shops. .... 795 
CN a5 aa a nk dans ches ema 511 
ETE CSCC Te 1,968 
Motor Vehicle Dealers............. 3,847 
UI CII cas. addacclesincads 695 
Lumber and Building Supply, Dealers} 86 
Lumber and Millwork Dealers _~ 
PRMCUWONG GOMES. 56 vc sccscces 467 
PRs SS NR ioais kh eancenckats $17,657 


pected to run higher than on a 
general hardware volume. 

Last but not least is the fact 
that many of the retailers report- 
ing to the Department of Com- 
merce have participated for sev- 
eral years in that survey. It has 
constituted an educational course 
which is doubtless reflected by the 
competency of their credit man- 
agement. In _ addition,  three- 
fourths of the merchants in that 
group use local credit bureaus or 
credit agency information as a 
guide in granting credit, while 
such information is not by any 
means as generally used among 
the run of retailers. 

An example of the use of credit 
bureaus as an aid in reducing 
bad debt losses among hardware 
stores is set forth in a study en- 
titled “National Credit Survey,” 
Part III, which was published 
several years ago by the United 
States Department of Commerce. 
Of 521 hardware stores analyzed, 
73.1 per cent made use of credit 
bureaus. The average loss of 
those using this service was 1.1 
per cent of credit sales, while 
those concerns not using this ser- 
vice reported average bad debt 
losses of 2.0 per cent of credit 


sales. Average losses on install- 
ment sales by concerns using 


credit bureaus were 1.0 per cent 
as compared with 1.4 per cent for 
other concerns. The retail mer- 
chants in this group who went 
still farther, and supplemented 
credit bureau information with an 
investigation of their own, made 
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Importance of Trades 











contrasts appear in other lines of 
trade. 


Accounting Practices 


Lack of uniformity in account- 
ing practice, though not likely to 
cause any major error in these 
figures, should be kept in mind in 
the study of the tables. It should 
also be remembered that even the 
voluntary random sample of stores 
reporting to Dun & Bradstreet 
represents better than average 
management. Approximately 77 
per cent of them operated at a 
profit during 1936, and therefore 
set a safer goal at which to aim 
than results of management below 
average ability. 


Losses Analyzed 
Whereas the dollar total of bad 


debt losses is greatest in the large 
trades which also do a consider- 
able proportion of credit business, 
the losses expressed as_percent- 
ages of credit sales are frequently 
larger in trades not heavily com- 
mitted to credit selling as shown 
in the table in Fig. 2. This con- 
trast offers still another demon- 
stration of the fact that a retailer 


or Retrait Trapes 1n Sapte, Usuat Terms oF Sate, AND Bap Dest Losses 


Analysis of Dun & Brapstreet’s Samp:e 








competent credit investigation and 
be equipped to use the service he 
buys, if his credit selling losses 
are to be held to a minimum. 

When the loss ratio for every 
individual trade is weighted ac- 
cording to the total sales of that 
trade shown in the census, the re- 
sulting average for the thirteen 
prominent trades analyzed is 0.9 
per cent of credit sales. 

From the figures and contrasts 
already available and discussed 
above, it is possible to hazard a 
guess as to what could be accom- 
plished if retailers generally were 
to build their credit and collection 
facilities even part way up to the 
standard set by successful trades 
and the well-managed stores. In 
several trades the lower loss ratio 
revealed among the large and 
successful stores by the Depart: 
ment of Commerce Survey serves 
as a goal for other retail credit 
men. It can be conservatively esti- 
mated that such an improvement 
in the functioning of our retail 
credit machinery could save Amer- 
ican retailers $25,000,000 a year 


in these few trades alone. 








The Miller-Tydings Bill has been signed by 


President Roosevelt. See page 44, this issue. 
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Estimated Per Cent 
Per Cent Annual Number Bad Debt Losses 
Total Bad Debt of 7——Per Cent of Total Net Sales, to 
Retail Loss Concerns Open On — ~ 
Business CAillions of in For Credit Installment Total Credit 
1935 Dollars) Sample Cash Terms Terms Sale: Sales t 
12.5 $20.7 525 49 51 0.5 1.0 
6.7 11.0 132 53 47 ; 0.5 I. 
1.6 2.6 291 2 26 2 0.5 ,° 
3-4 7.8 591 56 41 3 0.7 1.6 
1.5 3-6 195 61 35 4 0.7 1.8 
2.4 4.0 176 58 37 5 0.5 1.2 
1.5 2.0 206 79 2L 0.4 1.9 
5-9 7-9 625 64 33 3 0.4 1.0 
11.6 11.6 336 36 18 46 0.3 0.5 
2.1 7.0 244 21 21 58 1.0 1.3 
§ 158 23 70 7 83 1.7 
34 95 U go 28 68 4 0.9 1.3 
1.4 2.8 318 49 42 9 0.6 1.2 
53-2 $90.6 3,887 46 33 21 0.9* 
t+ Combined open credit and installment volume. 
even better showings. Similar must be aware of the value of 
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AGRICULTURAL IMPLEMENTS ARE 
FED IN THE DUTCH EAST INDIES / 
THE HOE OR SPADE /$ HELD 
IN THE ARMS WHILE CORK MEAL 
/$ SPRINKLED OK IT TO MAKE 

CROPS ABLIMDAKT 


FORKS AND 
TUMBLERS, EATING 
ANID DRINKING 
\MPLEMENTS SO FAMILIAR 
TO AMERICANS 
AND EUROPEANS, 
ARE NOT USED IN 
JAPAN 
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SOLDIERS IN THE DAYS OF RICHARD I 
OF ENGLAND USED THEIR HELMETS 
FOR COOKING UTENSILS,/ 
POT-SHAPED 1h SIZE THE HEADGEAR 
WAS WELL SLUTED FOR COOKING. THE 
GREASE LEFT /k).THE POT” WAS ALSO 
CONSDEREP GOOD FOR THE HA/R 
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BICYCLES THAT GLOW ARE NOW 
THE STYLE IN GERMANY, 
PHOSPHORESCEMT PAINT /§ APPLIED 
70 THE BICYCLE TO MAKE /T VISIBLE 
FOR LOG LISTAKCES 
WHEX ALITO HEADLAMPS 
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A departmentized Konsum store in 
a large country town. 





A hardware store in the old section 
of Stockholm. It was founded back 
in the dim days when Swedish kings 
and their armies were swashbuck- 
ling across the face of Europe. 





A Jarnhandel Affair (Swedish hard- 
ware store). 


Below: Interior of modern Swedish 
hardware store. 








Tinware and farm goods laid out on the town square in Sweden on market 
day. (All photos by the author.) 


Sweden is News 


By HENRY C. LIND 


(Part Two) 


HE Konsum, or Swedish 
consumer cooperative, is 
not a growth of the hour 
but is rooted far back in the last 
century, following the precepts of 
the early Rochdale cooperatives. 
It is well to be aware that Sweden 
is a nation of but 6,250,000 people 
and that cooperation is close to 
the national Scandinavian char- 
acter for almost every activity of 
the people is in some way asso- 
ciated into groups seeking eco- 
nomic betterment. 

Although it seems evident that 
the cooperatives are unconnected 
with politics, their growth was 
stimulated with the ascendancy of 
democratic socialism in Sweden. 
Their most rapid development, 
followed the establishment of a 


Central Wholesale Agency in the 
early 1900's. 

Economic analysis reveals that 
the Konsum exists as almost pure 
socialism within a_ capitalistic 
nation. It claims tax equality with 
private business and its purpose 
is to eliminate private profits exist- 
ing between producer and con- 
sumer. 

In structure it is composed of 
several hundred local consumer 
societies, owning and operating 
retail stores in their respective 
districts. These societies are mem- 
bers of the Central Wholesale 
Agency, which functions as a 
buyer and distributor. Its activi- 
ties, however, extend to the oper- 
ation of an imposing list of co- 
operatively owned factories, and a 
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. publishing house and issues week- 


ly, having the largest circulation 
in Sweden. An architects’ office 
supplies designs for new stores, 
remodeling and housing, and for 
labels and packages. 

The entire framework of the 
Konsum is considered to be demo- 
cratically entrenched in the indi- 
vidual membership of the local 
societies. The individual joins his 
local consumer society through 
purchase of stock, payment for 
which is usually deferred over a 
time period. In many instances 
actual payment is made from the 
yearly 3 per cent rebate on pur- 
chases. The rebate to Konsum 
trade usually applies on the in- 
dividual’s deferred stock pay- 
ments. 


Cooperative Congress 


The members number about 
550,000 and with their families 
comprise about one-third of the 
total population. Annual meetings 
of the local societies elect, officers, 
discuss policies, and management 
within their districts. By progres- 
sive representation, individuals are 
elected and instructed at the an- 
nual meeting of the wholesale cen- 
tral, where plans are outlined for 
the restriction or enlargement of 
cooperative activities. The tone of 
this congress guides the elected di- 
rectors and the managers, who are 
responsible to the directors. 

A commodity of wide demand 
is carefully studied by the group. 
If considered economically advan- 
tageous, plans are laid for its 
product and distribution, thus 
bringing about a slow assimila- 
tion of various industries. When 
and where possible, the coopera- 
tives attempt to undersell com- 
petition, usually on goods manu- 
factured in Konsum plants. 

The Konsum operates 4000 re- 
tail stores, ranging from a huge, 
modernistic department store in 
Stockholm to small retail stores 
in outlying districts. Although in 
between there are stores of various 
size and excellence, there is no 
chain store standardization of de- 
sign, but rather a competition in 
design and interiors, tending to- 
ward spotless sanitation and effec- 
tive display. The shops may spe- 
cialize in groceries or meats or 
bakery products or may operate 
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‘under a departmentalized plan. 
The larger rural communities have 
Konsum centers with detached 
stores, handling specific articles. 

From this brief view of co- 
operative activities, it is apparent 
that private trade in Sweden is 
faced with a powerful opponent. 
National chains in the United 
States are severe competition for 
the independent dealer but the 
Konsum has economic and social 
advantages to which the American 
chain store can never aspire. 

The wholesale and retail food- 
stuff trades in past years have 
failed to defeat Konsum growth 
by using purely defensive tactics. 
Attempts in earlier days to shut 
off sources of supply only re- 
sulted in the Konsum taking an 
aggressive stand by the establish- 
ment of cooperative production. 
Spectacular price wars followed 
but the subsequent lower prices 
added to Konsum prestige. 

The Konsum is a tremendous 
factor as a balance wheel for in- 
dustry. The constant spectre of 
even greater expansion causes all 
private industry to hew close to 
the line of fair prices and effici- 
ency. Cooperative tactics have 
built a large debt-free cash reserve. 
As this surplus continues to grow, 
some of the inherent evils of ac- 
cumulated money, seeking outlets, 
may have within it seeds of 
trouble. That can be answered 
only in the future. For the pres- 
ent, surplus cash enables research, 
modernization, and consumer’s 
economic education projects 
thrive. 


Konsum and the Farmer 


An interesting sidelight is pre- 
sented by occasional farm opinion. 
The Konsum is consumer coopera- 
tive. The organized farmer is pro- 
ducer cooperative. The two have 
opposing economic philosophies, 
with the Konsum driving a hard 
bargain from the farmer, who 
needs must realize the highest 
rather that the lowest possible 
prices. This has brought about 
watchful waiting on the part of 
the farm population rather than 
whole-hearted acceptance of the 
Konsum. 

Although it is popularly be- 
lieved that the Swedish indepen- 
dent is on the wane, the actual 





facts are that the Konsum accounts 
for about only 10 per cent of the 
total retail volume; in foodstuffs, 
15 per cent. In the greater Stock- 
holm area, the percentage rises to 
25 per cent for foods. When it is 
recalled that possibly one-third of 
the total population is represented 
in Konsum membership and that 
the Konsum accounts for only 10 
per cent of the total volume, it is 
apparent that all members do not 
buy from the Konsum. 
Cooperative inroads into hard- 
ware sales have been negligible. 
Rural areas have added stocks of 
hardware but usually limited to 
household needs. Some few have 
diversified general hardware lines 
and by canvassing the farm trade 
directly, the Konsum attempts to 
sell implements, fencing, etc., at 
prices slightly under the market. 





A modern stream-lined gasoline rail 

coach used for short line traffic. 

Much of the Swedish main line rail 
system is electrified. 





All over Sweden, store fronts are ex- 

periencing “face lifting” moderniza- 

tion. This store specializes in wall 
papers. 


Below: Ultra modern stores and dis- 

play windows in a sub-surface shop 

located beneath a _ bush ‘street 
“clover-leaf” in Stockholm. 
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it is said that the wholesale Kon- 
sum is attempting to break through 
the hardware trade’s protective 
agreements with manufacturers, 
but thus far the retail hardware 
trade has successfully held its de- 
fenses and is in a comparatively 
enviable position. 

Konsum attempts to break into 
the paint industry by purchase of 
a leading manufacturer, resulted 
in the manufacturer practically 
selling control of his plant to his 
dealers. Although clothing and 
almost all other lines are touched 
by the Konsum, the real competi- 
tion revolves about foodstuffs. 
The food trades, however, are lay- 
ing foundations for fighting co- 
operatives with cooperation in 
their own range. 


Wholesalers 


Wholesalers often aid in estab- 
lishing voluntary chains of inde- 
pendents and retailers, in instances 
have successfully organized their 
own jobbing houses. Several gro- 
cery wholesalers own their own 


retail chains and “wholesale 
blocks” for buying and coordi- 
d 5 


nated management have made an 
appearance. 

The various retail groups have 
names such as “Blue Window 
Stores,” “Hansa Stores,” or “SV 
Stores.” One of the largest whole- 
sale-retail groups has a member- 
ship of 1150 independents. Their 
sales turnover is rated at least 20 
per cent of the Konsum total. They 
equal and often better the Konsum 
at its price policies and since their 
plans may call for entry into pro- 
ductive industry, it is indicative 
that cooperation is not a monopoly 
of any one group. 

If the independent retailers have 
lagged behind the Konsum, they 
are now actively applying reme- 
dies by extending delivery service 
and rendering liberal stated credit 
terms, neither of which is a part 
of the Konsum plan of cash and 
carry. The go-getter spirit, the im- 
maculate shops, enticing display, 
the suggestive advertising by the 
Konsum, has lifted the retailers 
from the lethargy of yesterdav 
into the necessary pace of present- 
day merchandising. Store fronts 
throughout Sweden are going 
through face lifting processes. All 
the gadgets of modernistic design 
are being used in the race for at- 
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tractiveness. Yet it is doubtful if 
the individual independent can 
hope to equal Konsum interiors 
without some cooperative means 
of financing. 

Private manufacturers, even the 
semi-monopolistic combines are 
also heeding the warning of the 
Konsum. They have retrenched 
and rationalized margins. They 
have been forced to revolutionary 
viewpoints, admittedly under 
threat, but nevertheless of immea- 
surable value to the independent 
dealer. Private industry and re- 
tailing has been forced into a co- 
operation, of which the beginnings 
alone have been seen. 

While comparisons — between 
American and Swedish industry 
are hard to establish, parallels in 
government are more difficult. The 
Swedish government is in busi- 
ness through long established 
precedent. There is no sharp 
dividing line between state and 
private initiative. 

Since early in railroad history, 
the state has operated the strategic 
and long distance lines. Today it 
is electrifying and operating them 
with profit. Yet over half the total 
mileage is operated and owned by 
local and interconnecting lines. 
The state electric power system 
competes in excellence with large 
power companies, power being at 
least partly pooled. Combined 
posts, passenger, and mail bus 
routes have long been operated. 
The state rail lines run bus routes 
as do private companies. The 
state has financial interests in min- 
ing and forest industries, even 
when operated as private corpora- 
tions. Income to the state is also 
derived from the liquor partner- 
ship. Sugar corporations are 
limited by state observance. Gaso- 
line and oil is submitted to limited 
regulation. Tobacco is a 100 per 
cent state monoply in manufactur- 
ing and the state telephone and 
telegraph system is said to be 
Europe’s best. 


The first of these articles 
appeared in Hardware 
Age for Aug. 12. This is 
the second and conclud- 
ing installment. 








In September, 1936, Sweden 
experienced the turmoil of na- 
tional elections, which are held 
every four years. The Social 
Democratic (Labor Party)  re- 
signed in May in a political move 
to lay its policies before the elec- 
torate in the coming election. The 
issues revolved about increased 
national defense, social security 
legislations, and an extension of 
state monopolies to include motor 
fuels and oils, coffee, brewery 
products, certain export products, 
and motor truck traffic. 

The Social Democrats scored a 
decisive victory, gaining a com- 
plete majority in the lower cham- 
ber of parliament. In the past, the 
Farmers’ Party, could exercise a 
balance of power and force com- 
promises between the left wing 
representatives. With this influ- 
ence gone, it appears that only the 
lesser influence of the upper par- 
liamentary house stands in the 
way of further state rationalization 
and further penetration into busi- 
ness. 


An Example 


Nevertheless Sweden has its 
practical economists, who warn 
that complete rationalization must 
find the nation prepared to sup- 
port the innumberable hosts dis- 
posed of work and trade by the 
fulfilled efficiencies of economic 
planning. Prophecy is dangerous, 
often ridiculous, yet we in the 
United States have in Sweden an 
example, which may in the course 
of internal events present 
parallels. 

It appears that private retail- 
ing, aligned with its natural allies, 
can fight effectively against the 
Konsum. Against the monopoly of 
the state, there is only submission. 
The Swedish situation makes it 
clear that savings to the consumer 
are not realized over the retail 
counters. Retrenchments, savings, 
efficiencies, all have been made by 
Konsum or private cooperators in 
producing and wholesaling. Here 
is a powerful lesson that the inde- 
pendent dealer is as economic an 
unit in distribution as any meth- 
od yet devised. Sweden has no 
illusions as to Utopia. It realizes 
only too well that old Swedish 
maxim, “The golden middle way 
—is hard to find.” 
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Part of the 52 employees of The Bakersfield Hardware Co. The men kneeling in the front row are the refrigerator 
and air-conditioning service men. They are, left to right: Charles Roberts, Harold Baker, Ralph Andrews, head of 
service department, Glenn Seibert, Bill Van Brink, Roy Shannon, Frank Lamond, Joe Smith, Eno Mattison, LeRoy 
Holley, Bud Fisher and Rudolph Fujon. Rear row, left to right Jack Williams, Bill Sapp, Ben Hennegen, manager 
of the Homeware department, Glen Piland, Alice Gadberry, George B. Croome partner, Ame Hahhagan, Celina Walls, 
Lloyd Allen, manager of the Sporting Goods department, Frances St. Clair, S. A. Hodges, Esther Greenstreet, 
Beulah Parish. Edwin Haley, manager of the Paint department, Margaret Caffee, Richard F. Harlow partner, Bruce 
Stone, Herbert Harris, Marvin Hicks, Fisk Harlow, Bob Reynolds, Harold Linn, Glenn Ware, manager tool depart- 
ment, and Sam Smith. 





Developing Sport Goods Business 








(i REESE 


ESCA, 


Through Sports Promotion 


fix Bakersfield Hardware 
Co., Bakersfield, Calif., has, 
for the past few years done 
a sporting goods business, the 
volume of which is equalled by 
few hardware stores in the coun- 
try, regardless of the size of the 
trading area. Up until a few years 
ago it handled quite an ordinary 
volume. The present owners of 
the business, R. F. Harlow and 
George B. Croome, attribute this 
gain to the fact that they engaged 
the services of an all ’round man 
who knows the sporting goods 
thoroughly and then promoting 
the various sports sales aggres- 
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California hardware firm 
puts competent man, who 
can organize, in charge 
of department. 


sively. Lloyd Allen, former part 
owner of the Palo Alto Hardware 
Co. and more recently director of 
sales promotion with the Wilson 
Sporting Goods Co., is in charge 
of this department. 

Bakersfield has a_ population 
of some 25,000 and about 15,000 


more in the surrounding territory, 


making a trading area embrac- 
ing 40,000 people. In spite of the 
fact that Los Angeles and San 
Francisco offer competition, the 
Bakersfield store sold more than 
a thousand dozen top grade tennis 
balls last year. Through Mr. 
Allen’s efforts, nine soft ball 
leagues have been organized right 
in Bakersfield. In all there are 
110 regularly equipped soft ball 
teams in the city, all using bats, 
balls, uniforms, and the other 
items required for the game. 
In the beginning of the soft ball 
vogue, players wore no uniforms, 
(Continued on page 84) 
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Ancient Locks 
and Keys 


Charles Courtney, New 
York, exhibits collection 
dating from 400 B.C. to 


1860. 


HARLES COURTNEY, 
C world famed locksmith, 

whose permanent exhibi- 
tion of historical locks in his 
Rockefeller Center, New York 
City shop, has created interest 
throughout the country, recently 
held a special exhibit of a collec- 
tion of keys and locks tracing 
their development from about 400 
B.C. to 1860. Although he knew 
he would not have sufficient room 
for a permanent exhibition, Mr. 
Courtney fulfilled an ambition, 
he has had for many years, of 
bringing to this country the most 


Here's a hand-made German 
Gothic chest lock of a type used 
chiefly in cathedrals and dating 
from 1440. 
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ancient and representative lock 
and key collection of the old 
world. Following an exhibit of 


CHARLES COURTNEY 


two weeks’ duration, Mr. Courtney 
sold this collection of keys, locks 
and lock parts. 

The Courtney window display 
illustrated here combines the 
Rothschild collection of keys un- 
earthed from the ruins of old 
Pompeii by the excavators, Fio- 
relli and Ruggiero; the lock col- 
lection of the late Franz Josef 
of Austria and the personal col- 
lection of Herr Andreas Dillinger, 
who for years had been lock and 
key collector for the Techniches 
Museum of Vienna. When Mr. 
Courtney exhibited the Dillinger 


collection it was the first public 
showing of these historical locks 
and keys since 1876 when the So- 
ciety of Arts & Metals showed 
them at a special exhibit in Lon- 
don, England. With the display 
Mr. Courtney included a sign used 
for the 1876 exhibition of the col- 
lection. The signs reads, “Special 
Exhibit of Keys and Locks. Four 
hundred years before Christ until 
1860. Collection of Herr Andreas 
Dillinger, Vienna.” 

One particularly interesting fea- 
ture of the exhibit is the fact that 


This Roman Wooden Trigger Lock 
comes from the period just prior to 
the time when metal locks, particu- 
larly those made of iron, were de- 
veloped. Mr. Courtney says of this 
lock, “The whole make-up of the 
Roman lock proves clearly that it 
evolved from the ancient wooden 
lock. The essential improvement 
was brought about by the use of the 
spring which pressed the small pegs 
into the notches of the bolt, making 
it more difficult to raise them. More 
pressure had to be applied to lift 
these bolts, so it was found neces- 
sary to later construct metal keys 
for these locks.” 
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If keys or locks could talk, any of these dozens of keys, locks and lock parts, exhibited by the Rocke- 
feller Center shop of Courtney's Locks, Inc., could tell some interesting and even startling things about the 





ages in which they were painstakingly made and about the hands through which some of them have passed. 
Briefly, the available data on the keys, lock parts and locks exhibited on the panels in the front part of the 
window display may be divided into twelve sections. The first of the two panels, shown at an angle, in the 
center of the window, exhibits keys made between 1500 and 1600 and collected from various sections of 
Europe, while the one to the right of it shows the “most modern” keys of the collection—English Renais- 
sance keys dating from 1780 to 1860. The four rows of panels in the second row from left to right show: (1) 
Roman lock parts from about 400 B.C. to 500 A.D.; (2) German Gothic and Flemish Renaissance keys from 
1450 to 1700; (3) English, French and Austrian keys made and first used between 1100 and 1500 and (4) 
Roman, Persian and Egyptian keys from 400 B.C. to 500 A.D. The four panels directly in back of the plate 
glass, left to right are: (1) Roman and Greek keys from 300 B.C. to 500 A.D.; (2) 8th to 10th Century Arabian, 
Moorish and Roman keys; (3) Roman Ring keys, etc., dating from 200 B.C. to 400 A.D. and (4) Roman and 


Egyptian keys dating from 400 B.C. 


no two keys are alike. The evolu- 
tion of the present day key is 
clearly portrayed by this collec- 
tion. Earlier keys were in the 
form of rings and have since been 
straightened and otherwise 
changed to their present day form. 

Three of the outstanding items 
in the collection, as individually 
pictured in these pages are: a 
Persian lock used by Darius III 
in 336 B.C.; a German Gothic 
chest lock from the year 1440 and 
a Roman Trigger Lock. 

Although the collections, which 
Mr. Courtney sold to Yale & 
Towne Mfg. Co., Stamford, Conn., 
were only on display at Rocke- 
feller Center for a limited time, 
much of the world-famed _per- 
sonal collection of Charles Court- 
ney continues to be on exhibit in 
the Concourse underneath the In- 
ternational Bldg. Some of Mr. 


AUGUST 26, 1937 









—! 


This beautiful example of a fine 
inlaid wooden lock has successfully 
stood the ravages of time. It is a 
Persian lock used by Darius III about 
336 B.C. 


Courtney's adventures were out- 
lined in an article published in 
HarpwareE AcE, Dec. 3, 1936, to- 
gether with an outline of some of 
the highlights of his permanent 
exhibit at Rockefeller Center. 
The hardwareman, who is visit- 
ing New York City, will be miss- 


ing one of the hardware “sights” 


of the metropolis if he fails to 
see Mr. Courtney’s collection at 
his Rockefeller Center branch. To 
many” folks the lock collection of 
Mr. Courtney is interesting chief- 
ly as an historical exhibit. Mr. 
Courtney security in 
locks. To his customers—whether 
they make expensive or limited 
purchases—his advice is, “When 
you buy a lock you are not buy- 


stresses 


ing the metal in it, you are buy- 
ing the security which is pro- 
vided by that lock.” 

Since the article which ap- 
peared in Harpware AGE last 
year was published Mr. Courtney 
has made a number of trips to 
far away points to open stubborn 
locks so that their owners could 
have easy access to their property 
and still have that 
which he considers such a neces- 


“security” 


sary part of his service. 





OME from vacations and 
H thinking of new appoint- 
ments for the home, are 
your customers, ready to be at- 
tracted to your autumn window 
displays. Taking the units of the 
HarpwareE AGE_ interchangeable 
display fixtures as a basis for the 
arrangements we here present two 
windows for the hardware store's 
display. 
Appetites will be sharper for 
their having had a healthful sum- 
mer and so let us consider first 








the kitchen window. Warm cream 
colored enamel on the table and 
chairs will go a long way toward 
introducing the color note so de- 





STYLE 








¢C 


















































(@ 
(oS 


for me ITCHENS 








Home Refurbishing Should 


sirable in cool weather colors. A 
tan card for the poster, lettered 
in brown will further the sugges- 
tion of cozy kitchens. This win- 
dow is simply constructed and by 
virtue of that quality is appeal- 
ing from the standpoint of neat- 
The small cards are also 
desirable in tan and brown to 
carry out the color scheme. A few 
of the old reliable autumn leaves, 
chrysanthemums, or other autumn 
flowers are permissible as fur- 
ther decoration for this window. 


ness. 
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id | be Suggested in Fall Windows 


\ Going to the other window we 
1 move by easy stages, through the 
related items such as toasters, 
waffle irons, etc., to lamps and 
y clocks used in other parts of the 


In the second window the floor 
might advantageously be draped 
with a piece of suitable fabric to 





home. Here the fixtures suggest 
style and modernity. Color can 
) be a bit more elaborate in this 
> window and richer browns, the 
; mahogany clock and the colorful 
, lamp shade will help here. The 
] bright metal of the utility items 
will snap up the picture and catch 
the eyes of passersby. 





Ree 








4 


\l!7 


4 Whew : “Hayy YASS 


WITH NEW, QUALITY 


ELECTRICAL 
EQUIPMENT 











AUGUST 26, 1937 











enhance the “quality” appeal of 
the merchandise. Too much 
drapery and background are un- 
necessary, however, in such a 
window. The merchandise shown 
has outstanding eye appeal and 
practically speaks for itself. The 
addition of anything that is not 
absolutely essential will tend to 


| create a confusing impression on 
| the eye of the passerby. 


It’s a 
good point to bear in mind with 
windows featuring this particular 
type of goods. 
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Bundle-packs of faucets in the bins 
at the wholesaler’s. The principle 
function of these packages is to hold 
the contents together and keep them 
free from dust. Labels are used only 
for purposes of identification. These 
packages are already falling apart. 
What condition will they be in when 
they come to the retailer's store? 





The present wooden container for a 
five-drill assortment. 


Below is the new metal-end, flat- 
oval fibre can designed for the iden- 
tical assortment by Sefton Fibre Can 
Co., St. Louis, with photographic 
label in red and black by Wurzburg 
Brothers, Memphis, Tenn. New shape 
saves 38 per cent cubic area and 69 
per cent in weight. Cost approxi- 
mately $3 less per thousand. 








Loose-end display cartons going to 
pieces at the wholesaler’s. Loose- 
end construction in this instance is 
almost a guarantee of decay. Paper 
sleeves and better board would help. 


66 ERHAPS no other ‘billion 
Pisce industry serving 
the retail consumer pre- 

sents so great a difference between 
the packaging standards that ac- 
tually exist in the trade and those 
that might exist were the best 
modern practices followed. True. 
there are many exceptions—pack- 
ages and displays and even whole 
lines that would stand up to those 
in any other industry in product 
protection, display value, utility, 
construction, design, etc. But 
these outstanding packages lit- 
erally ‘stand out’ above a welter 
of poorly conceived and poorly 
designed substitutes for packages 
in a field where the general level 
is many years behind the times.” 
This statement, in brief, repre- 
sents the findings developed by a 
survey of the hardware industry 
conducted by the Institute of 
Package Research of Modern 
Packaging for the purpose of de- 
termining practices and trends in 
respect to package and display 
utilization. The result of the In- 
stitute’s findings were published 








The redesigned Dic-A-Doo package 
is shown at the right—the old pack- 
age at the left. Which do you prefer? 


in the July and August issues of 
Modern Packaging. The first ar- 
ticle discussed the present status 
of hardware packaging while the 
second was devoted to display 
preferences of hardware retailers. 

Each article was based on an 
independent investigation. Ques- 
tionnaires were sent in each in- 
stance to 1000 hardware dealers 
whose names were selected at ran- 
dom from the subscription lists 
of Harpware Ace. Dealers con- 
tacted were located in Maine, Ver- 
mont, New Hampshire, Massachu- 
setts, New York, Pennsylvania 
and Maryland. The questionnaire 
on the present status of hardware 
packaging brought in 220 an- 
swers (22 per cent) while that 
on the display preferences of 
dealers elicited 250 answers (25 
per cent) giving a representative 
opinion of a good cross-section 
of the trade. 

The packaging survey disclosed 
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PACKAGING 


several important facts. The first 
of these was that there was “an 
unusual ‘backwardness’ in the 
utilization by manufacturers of 
modern packaging and merchan- 


dising methods. as exemplified by 








AANe 
wise? 





Fuse carton design by Paul Res- 
singer which economizes space and 
has better sales and display value 
than the old type carton below. Cost 
is practically identical. 





Below—a redesigned gardening tool 
container that is a sales asset and a 
protection for the merchandise. 
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failure of packages even to serve 
as a carrier and a protection for 
the product.” This deficiency, 
however, was offset by the exis- 
tence of a strong demand among 
the dealers contacted for modern- 
ization of packaged merchandise 
as well as the packing of a num- 
ber of items now delivered in 
bulk. It was also discovered that 
many of the best hardware pack- 
ages are being used by manufac- 
turers who sell through other 
outlets,, the inevitable deduction 
being that there is a more acute 
demand for better packing and 
display in other fields. 





Examination is made easy when a 
firm adopts folding carton displays 
and shipping containers like these. 


In order to obtain a picture of 


packaging conditions as they exist 
in the hardware business today, 
investigators of the Institute of 


Package Research visited the 
Masback Hardware Co., New 


York City hardware wholesalers. 
What they encountered in the way 
of obsolete packaging and ship- 
ping methods could in no way 
be regarded as the fault of the 
Masback Hardware Com pany. 
The blame for faulty methods re- 
poses on the doorsteps of many 
of the manufacturing firms. 






The Carborundum Company pack- 
ages its sandpaper in this drawer 
type, metal-edged container. Much 
better than the old telescope box. 


Take, for example, the case of 
meat choppers. Several brands 
were found to be packed in fairly 
sturdy cartons, properly labeled 
for brand and type identification.” 
Others were completely unpack- 
aged, identified only by means 
of a tied-on tag with the various 
accessories threaded on a piece of 
cord which was tied to the main 
section. Danger of breakage or 


loss of essential parts was always 
in evidence. 

Mail boxes were found to be in 
what might be termed three 
stages of packaging. Some were 

(Continued on page 74) 





This self-feeding carton for weather 
stripping permits inspection, protects 
the product and has display value. 
An improvement on the old type be- 
low which exposes the merchandise. 











What Is 


RGANIZATION of the Fed- 
eral Reserve System is such 
that responsibility is partly 

centralized and partly decentral- 
ized. Certain general responsibili- 
lies are entrusted to the board of 
governors in Washington and to 
the Federal Open Market Commit- 
tee: regional responsibilities are 
entrusted to the twelve federal re- 
serve banks. This does not signify 
a sharp division of responsibility, 
however, for there is close coop- 
eration between the board and the 
federal reserve banks. 

The system now comprises 6400 
member banks. These include 
about 5400 national banks and 
about 1000 member state banks. 
Although member banks constitute 
less than half the total number of 
banks, they do about two-thirds of 
the total banking business of all 
banks in the country. 

Prior to the establishment of the 
system an outstanding weakness 
of our banking was the lack of 
satisfactory facilities for reserves. 
The panic of 1907 was largely due 
to this condition. The reserve 
needs of banks all over the country 
converged on a relatively few large 
banks in the money centers, but 
these banks were not always pre- 
pared to meet such a situation. 
The federal reserve banks, how- 
ever, not being organized or oper- 
ated for profit, and having been 
legally endowed with specific 
powers for the purpose, are under 
no such limitation. They are ex- 
pected to do what the city corre- 
spondents could not be expected 
to do, that is, maintain themselves 
in readiness at all times to replen- 
ish member banks’ reserves by the 





* Reprinted from the Savings Bank 
Journal by special permission 
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the Federal Reserve 


System ? 


By M. S. SZYMCZAK * 


Member, Board of Governors 


rediscount of paper and the pur- 
chase of securities offered by the 
member banks from their port- 
folios. 

Ordinarily, the rediscounts were 
limited to certain classes of paper, 
for it was the purpose of the orig- 
inal federal reserve act to encour- 
age banks to make commercial 
loans. The act definitely discrimi- 
nated in favor of such loans by 
limiting the paper eligible for dis- 
count (in the words of the act) to 
“notes, drafts, and bills of ex- 
change issued or drawn for agri- 
cultural, industrial or commercial 
purposes.” This paper, moreover, 
had to mature in three months or 
less from the time of discount, 
with the exception of agricultural 
paper, which might mature in six 
months. 


Paper 


This limitation did not, in fact, 
result in an abundance of such 
paper in the portfolios of banks; 
on the contrary, such paper, for 
many years, has shown a tendency 
to occupy a relatively small place 
among bank assets. In 1929 it 
amounted to about 12 per cent of 
loans and investments of member 
banks. At the end of last year it 
was less than 8 per cent. This re- 
flects the fact that banks, instead 
of specializing in any one type of 
credit, have dealt in all kinds of 
credit—long term as well as short 
—according to requirements of 
their communities. The result has 
been to limit the power which it 
originally was intended that the 
reserve banks should have of dis- 
counting for member banks which 
wished to replenish their reserves. 

The banking act of 1935 sought 


to correct this condition by an 





amendment authorizing the federal 
reserve banks to make advances to 
member banks for not to exceed 
four months on any security sat- 
isfactory to the reserve banks. 

In recent years conditions have 
been such that the reserve banks 
have had relatively little occasion 
to lend to member banks. But 
there are two other services that 
are always active. These are the 
services of currency supply and 
domestic exchange. I need not re- 
mind you how important it is that 
currency and coin be always avail- 
able in adequate volume and 
checks and similar items be col- 
lected and cleared as expeditiously 
as possible. Currency and coin are 
used in only about 10 per cent of 
the volume of payments we make 
as a people; checks are used in the 
other 90 per cent of payments. 

Next I wish to mention a federal 
reserve bank function whose ex- 
istence and importance frequently 
are overlooked. The federal re- 
serve act provides that the federal 
reserve banks, “when required by 
the Secretary of the Treasury, shall 
act as fiscal agents of the United 
States.” 

The transactions involved in 
servicing government securities are 
of great importance; they comprise 
receiving applications for new is- 
sues, delivery of securities to sub- 
scribers, exchanging securities of 
different denominations, meeting 
maturities, and paying interest. 

In addition, the system makes 
it possible to influence national 
credit conditions. This can be 
done by discounts, open market 
operations, direct action, changes 
in reserve requirements, and by 
margin requirements. 

Rates of discount, under terms 
of the federal reserve act, must be 
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‘established from time to time by 
each federal reserve bank, subject 
to review by the board of gover- 
nors. The banking act of 1935 
added the requirement that such 
rates shall be established “every 
fourteen days, or oftener if deemed 
necessary by the board.” 

At the time of passage of the 
federal reserve act it was the ex- 
pectation that banks would bor- 
row at the federal reserve banks 
as a regular thing, since the rate 
they could charge customers would 
be higher than the rate they would 
have to pay. Assuming this readi- 
ness of banks to borrow, the rate 
of discount would, of course, in- 
fluence them very positively; they 
would be encouraged to borrow by 
low rates and deterred from bor- 
rowing by high rates. But, in fact, 
bankers do not follow such a prin- 
ciple. They are reluctant to bor- 
row and, as a rule, will do so only 
when they must to maintain their 
reserves. The fact that the rate is 
high or low is not sufficient of 
itself to determine their action. 
Instead, the rate of discount is 
mainly significant as an index of 
the cost of money. It is not usually 
a very effective means. 


Open Market Operations 


It must be obvious that the 
power of a federal reserve bank to 
grant credit at predetermined rates 
of discount and interest can be 
exercised only when credit is asked 
for. If the reserve bank has no 
other means of credit control than 
the power to discount the paper of 
member banks at given rates, or to 
refuse to discount, it would have 
to wait passively until individual 
member banks decided that they 
would like to borrow. Then only 
would it have opportunity to act. 
As a consequence of the need of 
meeting the Federal Reserve Sys- 
tem’s responsibilities more posi- 
tively, two other means of credit 
control have been developed — 
open market operations and direct 
action. 

Open market operations consist 
of the purchase and sale by the 
reserve banks of certain classes of 
securities, mainly government obli- 
gations, to increase or decrease the 
supply of credit available in the 
money market as a whole. By sell- 
ing securities the reserve banks 
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withdraw funds from the market 


and less credit becomes available. 
The reason is that in the process 
of paying for securities sold the 
reserves of member banks become 
diminished, because every payment 
means a debit sooner or later to 
some member bank’s reserve ac- 
count. And as a member bank’s 
reserves decline toward the legal 
minimum it is less able to make 
extensions of credit. 

On the other hand, by purchas- 
ing securities the reserve banks 
place funds into the market and 
more credit becomes available; be- 
cause the funds which are released 
in payment flow directly or indi- 
rectly into the reserve accounts of 
the member banks and enlarge 
them. And as reserves expand, 
they are in position to extend more 
and more credit. 

In principle, therefore, the re- 
serve banks can increase or de- 
crease the funds available for 
lending by local banks, as they buy 
or sell securities. Of course, there 
are in practice many limitations on 
the effectiveness of open market 
operations, but their tendency is to 
enable the federal reserve banks to 
take corrective action with respect 
to abnormal credit conditions on 
their own initiative. 

Powers of the reserve banks to 
buy and sell securities in the open 
market were granted in general 
terms in the original federal re- 
serve act, and at the time were nol 
generally considered to be of very 
great importance. The first opera- 
tions were carried on by the fed- 
eral reserve banks independently 
of one another, but it soon was 
found that action would have to be 
coordinated; otherwise the banks 
would buy or sell in competition, 
and follow different, and perhaps 
conflicting, policies. To avoid this, 
a committee was formed for the 
purpose of directing the opera- 
tions. For some time purchases 
had been made with the idea of 
providing income to meet ex- 
penses, but it eventually was re- 
alized that such an objective was 
in conflict with that of moderating 
a given condition of the money 
market, and must, therefore, be 
subordinated or even abandoned. 

The banking act of 1933 gave 
specific recognition to open mar- 
ket operations as a system matter 


and established a Federal Open 
Market Committee of twelve mem- 
bers, one representing each federal 
reserve bank, to take the place of 
the former non-statutory commit- 
tee. At the same time the law 
adopted substantially the statement 
of purpose which already had gov- 
erned open market operations. 
This was to the effect that they be 
conducted “with a view to accom- 
modating commerce and business 
and with regard to their bearing 
upon the general credit situation 
of the country.” 

The banking act of 1935 made 
a further change by providing that 
the Federal Open Market Commit- 
tee should comprise the members 
of the board of governors of the 
Federal Reserve System and five 
representatives chosen by the 
twelve federal reserve banks. The 
law also makes the decisions of 
this committee obligatory upon the 
federal reserve banks. 

I also mentioned direct action 
as a means of credit control. Di- 
rect action means efforts by the 
federal reserve banks or the board 
to discourage credit policies of 
given member banks in given cir- 
cumstances. 


Credit Control 


Recent legislation has _ estab- 
lished two other new forms of 
general credit control which pre- 
viously did not exist. The first is 
the power given the board to 
change reserve requirements. This 
power first was given the board in 
1933, under limitations which later 
were removed by the banking act 
of 1935. The board now is author- 
ized to change the reserve require- 
ments “in order to prevent in- 
jurious credit expansion or con- 
traction,” but it is not permitted 
to lower them below the original 
requirements nor increase them to 
more than twice those require- 
ments. Under this authority the 
board now has taken action twice 
to increase the requirements, the 
first increase August 15, last, and 
the second effective in part the first 
of March and in part the first of 
May of this year. On the basis of 
excess reserves that had accumu- 
lated, almost entirely as a result 
of imports of gold, the possibility 

(Continued on page 79) 
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Legally Speaking — 


Social Security Taxes 


OW that the Federal Social 
| \ Security Act has been up- 

held by the United States 
Supreme Court, the Bureau of In- 
ternal Revenue will doubtless be 
kept busy making administrative 
rulings on various applications of 
the Act to different employment 
situations. Already it has been 
ruled that supper money paid to 
employees working overtime is 
not wages and therefore not sub- 
ject to the Social Security tax. 
Similarly, premiums paid by an 
employer on a sick benefit insur- 
ance policy covering his employees 
are not taxable as wages. 

Where an employee uses his 
own car or other equipment on 
his job, the compensation he re- 
ceives is, strictly speaking, partly 
wages and partly rental of the car 
or other equipment. Only the part 
paid as wages is taxable for Social 
Security purposes. The Bureau of 
Internal Revenue says that either 
a reasonable division of the money 
into wages and rental may be made 
in the contract of employment or, 
if not, the money may be divided 
on the basis of the prevailing wage 
scale in the locality for the type 
of service rendered by the em- 
ployee, and the prevailing rental 
value of similar equipment. 

Business men who send out 
work to be done by people work- 
ing in their own homes on a piece 
work basis are considered em- 
ployers of these workers, and So- 
cial Security taxes are payable on 
their compensation. 


Be Careful of Your Name 


Even though your name is your 
own, better be careful how you 
use it in business. 
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A drugstore in a distant city 
operating under a name similar to 
that of a famous department store 
in New York was restrained from 
further use of the name as unfair 
competition. (R. H. Macy and 
Company vs. Macy’s Drug Store. 
84 Federal Reporter, second ser- 
ies, 387.) 

In the hat industry the use of a 
label on hats and boxes with the 
name Steven L. Stetson was held 
to be an infringement of the trade- 
mark Stetson. (John B. Stetson 
Company vs. Steven L. Stetson, 
85 Federal Reporter, second ser- 
ies, 586.) 


Labor Relations 


Even under the sweeping favor- 
able opinion of the United States 
Supreme Court, the Wagner Labor 
Relations Act is applicable only 
to businesses operating in inter- 
state commerce or affecting inter- 
state commerce. This means that 
local businesses having no con- 
nection with interstate commerce, 
such as ordinary retail stores, are 
not subject to the provisions of 
this Act. 

But that’s only half the story! 
Pennsylvania has already passed 
a State Labor Relations Act vir- 
tually duplicating the Wagner Act. 
Other States will doubtless follow 
this plan with a result that local 
businesses will find their labor 
relations regulated under State 
Acts just as labor relations of in- 
terstate businesses are regulated by 
the Wagner Act. Collective bar- 
gaining, of course, is the outstand- 
ing feature of the Wagner Act. 


Hidden Danger 

While an employee is supposed 
to see any hazards in his work 
apparent on ordinary observation. 
he, of course, cannot protect him- 
self against dangers in the work 
which are not apparent to him. It 
is the duty of an employer, says 
a recent court decision, to warn 
his employee of non-apparent dan- 
ger attending the work. It is also 
true that this duty does not extend 
to warning the employee of danger 
which the employer does not know 
and could not anticipate by the 
exercise of reasonable care. 

This decision refers to situa- 
tions where, aside from workmen’s 
compensation acts, an injured em- 
ployee could sue his employer for 
damages. (Madison vs. Phillip’s 
Petroleum Company, 88 Federal 
Reporter, second series, 515). 


Income Tax 


Here’s a case where one tax 
helps to kill another. Employers 
paying contributions under State 
unemployment insurance laws may 
deduct those contributions for 
Federal income tax purposes, ac- 
cording to good legal opinion. 
Likewise, employees who have 
made contributions under State 
unemployment insurance  pians 
may deduct those contributions in 
their Federal income tax returns. 


Conditional Sale 


Buying or selling on conditional 
sale contracts raises some difficult 
questions when installment pay- 
ments are not met. Recently a 
seller of equipment on a condi- 
tional sale contract sued to re- 
cover the equipment because, after 
making the down payment, the 
buyer failed to keep up the in- 

(Continued on page 81) 
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HE DeVore Hardware Co., 

Nortolk, Neb., is looking for- 

ward to an active spring and 
summer business this year for L. V. 
DeVore has turned his store into a 
shopper’s paradise. Mr. DeVore be- 
lieves that the American people are 
rapidly becoming shoppers and 
hunters who prefer to roam about 
a store and inspect its merchandise 
at their will and so he is giving 
them unlimited opportunities to give 
their shopping instincts free play. 

The store has been entirely mod- 
ernized and departmentalized and 
each display table, counter, and 
shelf has been so arranged that the 
customer has unobstructed passage 
throughout the entire store. Each 
item is openly displayed so that it 
invites inspection. ; 

The store room is 23 feet wide by 
100 feet long with aisles running un- 
interruptedly the entire length. 
Originally 80 feet of wall cases with 
all-glass fronts lined both sides of 
the room, and flat top tables and 
glass show cases were used for dis- 
plays. 

Now all the wall cases are open 
and the shelves graduated in width 
and depth in pyramid form. The 
backs of these cases are lined with 
light colored crash and the shelves 
vainted black. The tops of the cases 
are skirted with a six-inch drop 
moulding behind which are electric 
lights spaced at intervals of four 
feet with an independent switch for 
each two sections. 

All tables along the one side are 
30 inches wide and six feet long, set 
back to back with a table as long 
as the two are wide, at either end. 
On these tables, step-ups, lined 
with green oil cloth, have been built. 
These are divided into smaller com- 
partments by glass banding. 

Smaller and narrower tables are 
used for the display of store specials 
or such lines as Mr. DeVore wishes 
to feature. Other tables are de- 
voted exclusively to one line of mer- 
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AStore Rebuilt for Customer Convenience 


se 


Wide aisles invite customers to roam 


Se ore 


a 


2: 





about the DeVore Hardware Store. 


Norfolk, Neb. 


chandise such as electrical equip- 
ment, tools. kitchen utensils, sport- 
ing goods and etc. This same idea 
of individual displays is also car- 
ried out in the arrangement of the 
wall cases. 

Towards the rear of the store sep- 


arated from the hardware depart 
ment only by an attractive simple 
sign is the china, glassware, and 
pottery departments. Here are 
shewn glassware lines such as 
Heisey, Fostoria, Liby, and Marion; 


(Continued on page 73) 





Open displays and clear aisles permit close inspection of items in the DeVore 
store 
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President Signs Miller-Tydings Bill F 


Carried as D.C. Tax Bill Rider 


Protests Method of Forcing Measure Through but Signs on August 18, 1937. New 


make any contract or engage in 


Law Relaxes Anti-Trust Laws Permitting Resale Price Agreements on Trade- | any combination or conspiracy 
Marked Goods. Supplements Fair Trade Laws Existing in 42 States. May En- | hereby de clared to be illegal 
courage Similar Law in Other Six States. shall be deemed guilty of a mis- 
demeanor, and, on conviction 
thereof. shall be punished by 


(Washington 


Bureau of Hardware Age) 


The Miller-Tydings resale price maintenance bill, attached 
as a rider to a District of Columbia tax measure, was signed 
on Aug. 18 by President Roosevelt. 

Describing the rider as weakening the anti-trust laws, the 
President said the occasion marked the first time in his admin- 
istration that Congress had followed the “vicious habit” of 


attaching a “wholly unrelated” 


bill to a tax or appropriation 


straints and monopolies,” ap- 
1890. is amended 
to read as follows: 


“SECTION 1. 


proved July 2, 


Every contract 


| combination in the form of trust 


or otherwise, or conspiracy in 


restraint of trade or commerce 


among the several States. or with 





fine not exceeding $5,000 or by 
imprisonment not exceeding one 
year, or by both said punish- 
ments, in the discretion of the 
court.” 


J. B. MONTGOMERY, JR.. 
GOES TO EMPIRE 


The Presid 1 the bill despite hi . | foreign nations, is hereby de- 
me asure. 1e resi¢ ent approvec the vill despite nis oposi- | clared to be illegal: Provided, Joseph B. Montgomery, Jr.. 
tion to the Miller-Tydings measure voiced last April on the | That nothing herein contained | heretofore identified with the 


grounds it would increase costs to consumers. 

“The present hazard of undue advances in prices. with 
a resultant rise in the cost of living, makes it most untimely 
to legalize any competitive or marketing practice calculated to 
facilitate increases in the cost of numerous and important ar- 


ticles which American householders and consumers generally 
buy,” the President said in his letter to Congress in April. 


shall render illegal, contracts or 
agreements prescribing minimum 


| prices of the resale of a commod- 


| container 


ity which bears, or the label or 
of which bears, the 
trade mark, brand, or name ol 
the producer or distributor of 
such commodity and which is in 


| 
| 


The letter followed on the | bill had been overcome when the | free and open competition with 
heels of objections to the bill | Senate passed his amendment | Commodities of the same general | 
made by the Federal Trade Com-| which prohibited horizontal | class produced or distributed by 
mission. For these reasons the | agreements—combinations be- | Others, when contracts or agree | 
bill was generally considered as | tween manufacturers, between | ments of that description are | 
dead until Senator Tydings, | wholesalers or between retailers. | lawful as applied to intrastate | 
Democrat, of Maryland, maneu- | etc. transactions, under any statute, | 
vered to attach it as a rider to | His view. however. was chal- | law or public policy now or 


the D.C. tax measure. 

The Miller-Tydings act will re- | 
lax the anti-trust laws to the ex- 
tent of permitting contracts pre- 
scribing minimum prices for the 
resale of trade-marked articles 
or those bearing the name of the 
manufacturer or distributor and 
has been described by Tydings 





lenged by Representative Celler, 
Democrat, of New York, a mem- 
ber of the House Judiciary Com- 
mittee, who said the Justice De- 


partment had not approved the | 


amendment except as to wording. 

In the Senate, Senator King, 
Democrat, of Utah, was the sole 
objector to the Tydings’ rider. 


hereafter in effect in any State. 
Territory, or the District of Co 
tumbia in which such resale is 
to be made, or to which the com 
modity is to be transported for 
such resale, and the making ol 
such contracts or agreements 
shall not be an unfair method of 
competition under section 5, as 


sheet and strip sales department 
of the Bethlehem Steel Corp., 
Bethlehem, Pa., has been made 
vice-president in charge of sale- 





J. B. MONTGOMERY 


as a move “to strengthen the | There were no objections raised amended ont aapgremanted, of | of the Empire Sheet & Tin Plate 

anti-trust laws” by giving the against the bill in the House. | ‘Re Act entitled “An Act to ee Co., Mansfield, Ohio. He has 

small business man the same | (eller. a few tins sn it pen 8 Federal Trade Commis-| had a long experience in the 

privileges which large firms have pene the “ee t i th sion, to define its powers and | steel industry, having started 

heretofore enjoyed. — Feed anes the | duties, and for other purposes,” | with the Richmond Structural 
As amended in the Senate, the ee ee ants - CONSUEREE, approved Sept. 26, 1914: Pro-| Steel Co. in 1914. For two years 

act will allow vertical agree- | : ; vided further, That the preced- | he was sales representative of the 

ments—manufacturers may am, I Technically known as “Title 8, ing proviso shall not make law-| former Carnegie Steel Co. in 

tract with retailers or with whole- | An Amendment to the District | ful any contract or agreement, | Southern territory. Thereafter 

salers or jobbers, etc. Such | of Columbia Revenue Act of providing for the establishment | for a period of 15 years he was 

agreements, according to Tyd- | 1937,” the text of the “rider” or | or maintenance of minimum re- | associated with the Berger Mfg. 

ings, will be limited to articles | Miller-Tydings Law is as fol-| sale prices on any commodity | Co., Canton, a subsidiary of the 

subjected to full and open com: | lows: herein involved, between manu- | Republic Steel Corp., in various 

petition in the forty-two states| pex7 OF MILLER-TYDINGS | {@cturers, or between producers, | positions, including sales mana- 

which now permit such agree- | LAW | or between wholesalers, or be- | ger, general manager and _ vice- 

ments. He forecasts that the | (33) TITLE VIII—AMENDMENT | tween brokers, or between fac- | president. Following his connec- 

other states will enact similar | FO TES ANTETRUST LAWS | tors, or between retailers, or | tion with the Berger company, 

laws soon. Section 1 of the Act entitled | between persons, firms, or corpo-| Mr. Montgomery was genera! 
Tydings insisted that the Ad- |“An Act to protect trade and | rations in competition with each | manager of the Youngstown is 

ministration’s objections to his! commerce against unlawful re-| other. Every person who shall | Pressed Steel Co. 
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price-fixing bill.” 
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HARDWARE GOLF ASSN. TO HAVE TOURNEY | 
AT EXCELSIOR SPRINGS, MO., SEPT. 16-18, 1937 | 


Members of the Hardware 


Golf Association will hold their | 


twelfth annual tournament at the 
Elms Hotel, Excelsior 
Mo.. Sept. 16, 17 and 18, 1937. 
The number of golf entries will 
again be limited to 176 because 
there is but one 18 hole course 
available for the tournament. 
Representatives of firms which 
are members of wholesale hard 
ware, mill supply jobber or hard 
ware manufacturers’ associalions 
are eligible for participation. 
The tournament committee ha: 
announced that it reserves the 
right to limit the number o 
players representing the 
manufacturer to 
the event the total of entries ex 


sane 


ceeds 176, but that jobber en 
tries are not limited as to the 
number of entries from each 
house. 

Although a limit had to be 


set for the number of golf mem- 
berships there is no limit for the 
number of non-golfing member- 
ships. The golf membership fee 
will be $5.00 per person and the 
non-golf membership fee will be 
$3.00 per person. Greens’ fees 
for the three days of play will 
be $2.30, payable in advance at 
the golf club. As in former years 
all fees collected will be used to 
defray expenses and to purchase 
prizes for the players. 

Players and non-players will 





MILLER TO MANAGE SALES 
FOR KEES MFG. CO. 

Ben H. Miller, has been ap- 

pointed sales manager for the 


F. D. Kees Mfg. Co., Beatrice, 


Neb. He will spend the major 
portion of his time in the terri- 
tory, working with wholesale 
hardware accounts. Harry L. 


Berger, St. Paul, Minn., contin- 
ues as representative in Minne- 
sota, Wisconsin, North Dakota, 
and South Dakota. 


BLOUNT PLOW WORKS 
PROMOTE HAMILTON 

The Blount Plow Works, Evans- 
ville, Ind., have appointed Owen 
E. Hamilton general sales man- 
ager and first vice-president. For 
18 years Mr. Hamilton had been 
manager of the company’s brancli 
at Memphis, Tenn. 
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Springs, | 


two entries, in | 











| torium. 
| lene, Kan., is secretary-treasurer. 


R. A. SUNDVAHL 


be invited to attend a_ buffet 
luncheon, with refreshments and | 
entertainment, on Thursday eve- 
ning, Sept. 16, after 10 o'clock, 
membership fees including the 
supper and beer. 


Room assignments and _ hotel | 
e . . | 
reservations are in charge of 
Phil. Snyder, 6440 Grand Ave., 


Kansas City, Mo. The hotel rate, 


on the American plan, is $6.75 

per day, based on two in a room 

with connecting baths. 
Applications and fees for golf 


| memberships and non-golf mem- 


berships should be mailed to 
R. A. Sundvahl, secretary-trea- 
surer. Mr. Sundvahl’s headquar- 


| ters are located at 321 W. Ran- 


dolph St., Chicago, Il. 


WESTERN ASSN. TO MEET 
JAN. 19 TO 20, 1938 


The Western Retail Implement 
& Hardware Association will hold 


its 49th annual convention and 
exhibition Jan. 18 to 20, 1938, 
inclusive, at Kansas City, Mo. 


Sessions and exposition will be 
held at the new Municipal Audi 
Herbert J. Hodge, Abi- 


WARNER HARDWARE OPENS 
BRANCH STORE 


The Warner Hardware Co.., 
wholesale, 12 S. 6th St., Minne 
apolis, Minn., has opened a new 
branch retail store at 905 West 
Broadway, Minneapolis. John 
Gouius has been transferred to 
the new store. 


A. G. ATTEBURY HEADS AMARILLO PURCHASING DEPT. 


Arnold G. Attebury has been 
appointed head of the purchasing 
department of the Amarillo Hard- 
ware Co., wholesale hardware 
distributors, Amarillo, Tex. Mr. 
Attebury, who succeeded the late 
Hugh Tolleson, joined the com- | 





Soft ball, horseshoe pitching, shuffleboard, wrestling, etc., contributed to the day’s enjoyment. 


pany in 1918. After serving the 
company in office and stock de- 
partments for about four years, 
he became a traveling salesman 
for the house, continuing in that 
capacity until his recent promo- 
tion. 





WARREN TELECHRON HOLDS 
SALES CONFERENCE 


Discussions of new models, 
sales policies and fall advertising 
and promotion formed the basis 
of the annual sales conference of 
Warren Telechron Company, 
manufacturers of synchronous, 
self-starting electric clocks, 
which was held at company head- 
quarters in Ashland, Mass., dur- 
ing the week of July 21. Con- 
ference sessions were headed by 
Gs Dis- 
trict managers in attendance in- 
cluded Guy Cooper, Pacific 
Coast: A. A. West, Chicago: H. 
E. Blackburn, Cleveland; F. B. 
Davis, Atlanta; M. E. Trimble, 
New York, and A. W. Pingree, 
New England. 

During the week end of July 


Davis, vice-president. 


25 the attending district man- 
agers and sales executives en 


joyed a two-day cruise from Bos 
ton to St. John, New Brunswick. 


BUILDERS’ HARDWARE MEN 
TO MEET SEPT 21-23 


J. Harold Dumbell, Samuel 
McKnight Hardware Co., Pitts- 
burgh, Pa., president, National 
Association of Contract Builders’ 
Hardware Distributors, has an- 
nounced that the fourth annual 
exhibit and convention of the 
association will be held Sept. 21- 
23, 1937, inclusive at the Palmer 
House, Chicago, Ill. Offices of 
the association are located at 225 
Federal St.. N. S., Pittsburgh, 


| Pa. 


LP Hern 
lll 

Lindquist Hardware Co., Bridgeport, Conn., recently played host to these folks and other executives and 
employees of the company and their families at a picnic held at Eichner’s Farm, Trumbull, near Bridgeport. 


A soft ball 


team, comprising married men and women, defeated ateam of single folks by the narrow margin of 12 to 11. 
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BETTER SIGHT PICTORIAL 
AVAILABLE FOR DEALERS 


The National Better Light- 
Better Sight Bureau, 420 Lexing- 
ton Ave., New York City, has 
issued the first number of “Better 
Sight Pictorial,” a rotogravure 
supplement for dealer distribu- 
tion. Illustrations show proper 
methods of lighting offices, school 
rooms, ete., together with illus- 
trations of Better Light-Better 
Sight floats, displays, etc. 
of this pictorial imprint are avail- 
able at $15.00 per thousand 
copies, the minimum order which 
will be accepted being 1000 
copies. The dealer’s imprint is 
available for $1.90 per thousand. 

The dealer’s name may be im- 
printed on the front page of the 
supplement. Space is available 
on the back page for a dealer's 
for his company 
name, which can be taken care of 





Copies 





Inessage or 


through his own printer or 
through the National Better 


Light-Better Sight Bureau. 


HOLT IS SECRETARY 
OF ATLANTA ASSN. 


H. Holt, 
Hardware Co., 467 Edgewood 
Ave., N.E., Atlanta, Ga., was | 
elected secretary-treasurer of the 
Atlanta Retail Hardware Asso- | 
ciation, at the August 12 meeting | 
of the association held at the 
Robert Fulton Hotel. Mr. Holt 
has served as acting secretary of 
the association for the past sev- 
eral months. Harry H. Harris, 
Harris Hardware Co., 262 Edge- 
wood Ave., N.E., is president. 


Howard Southern | 


REMINGTON TRANSFERS 
L. E. DAVIS TO GEORGIA 


Lon E.. Davis, veteran travel- 
ing representative for Remington 
Arms Co. Inc., Bridgeport, Conn., 
who covered Florida for Reming- 
ton’s ammunition line for the 
past twelve years, has been trans- 
ferred back to the Georgia terri- 
tory. Mr. Davis, who has many | 
friends throughout Georgia, cov- | 
ered that state for Remington 
for a number of years prior to 
his activity in the Florida terri- 
tory. He will have his head- 
quarters at 1518 Healy Bldg., At- 
lanta, Remington district offices. 


ANIMAL TRAP RELEASES 
SALES MOVIES 


The Animal Trap Co. of 
America, Lititz, Pa., has made a | 
talking moving picture on the 
possibilities and methods of sales 
for steel animal traps. This | 
“Audi-vision” runs for a_ half | 
hour and will be shown by the 
company’s representatives to | 
wholesalers’ buyers, sales man- 
agers, and salesmen, as well as 
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retail dealers. A visual and au- 
dible sales presentation, the film 
covers not only the activity of the 
wholesaler, his salesman, the re- 
tailer, and the trapper, but also 
relates to the activities of game 
commission. Mr. VanCleve of the 
company’s organization, who 
spent 22 years with the Pennsyl- 
vania game commission, plays the 
part of thé game warden in the 
film. 

The company has also prepared 
a booklet listing and illustrating 
its extensive advertising cam- 
paign that will be released in 
trade papers, trapping magazines, 
farm papers and small rural 
newspapers. This booklet repro- 
duces actual advertisements and 
is for the use o f the wholesalers’ 
salesmen. 


LOUISIANA RETAI!. 
ASSN. REORGANIZED 


The Louisiana Retail Hardware 
and Implement Association ha 
been reorganized and _ incorpor- 
ated with A. A. Kussman, a hard- 
ware dealer, 4920 Prytonia St.. 
New Orleans, La., as secretary; 
Francis Voorhies, New Iberia, as 
president and Ed Aime, New 
Orleans and Ralph 


WEBB REJOINS KEYSTONE 
STEEL & WIRE CO. 








| the 


Ortmeyer. | 
| Natchitoches, as vice-presidents. | 


| general 


R. B. Webb has again become | 


associated with the Keystone 


STRATTON-WARREN HONORED BY STEWART-WARNER 





Leslie M. Stratton. Jr. (at right), vice-president of Stratton- 
Memphis, was presented with the 
Stewart-Warner Executives Cup at the annual Stewart-Warner 
Radio Distributors Convention held in the Edgewater Beach 
John Ditzell, Stewart-Warner radio 
sales manager, made the presentation. 

A similar cup is awarded each year for the most outstanding 
sales activity among those distributors who joined the organi- 


Warren Hardware Co., 


Hotel, Chicago, August 5. 


zation during the current year. 


Steel & Wire Co., Peoria, Ll, and 
will represent that company in | 
Montana and part of Wyoming. 
He had covered territories in 
Wisconsin, Minnesota, and Mon- 


| 
| tana, during his previous con. | 
| 


nection with the firm from 1926 
to 1934. 


NASH - KELVINATOR GAINS | 
ELECTROMASTER CONTROL | 


According to a _ recent an- | 
nouncement, Nash - Kelvinator 
Corp., Detroit, Mich., has ac- | 
quired controlling stock interest | 
in Electromaster, Inc., manufac 

turers of electric ranges and | 
water heaters. The transaction 

resulted in Nash-Kelvinator ob- | 
taining more than 55 per cent of | 
Electromaster shares. George W. | 
Mason, president of Nash-Kelvin- | 
ator, is also a director of Electro- | 
master. 


NEW YORK DEALER 
WISHES CATALOGS 


Ben Jaffe, who formerly owned 
New Deal Hardware Co., 
1204 Flatbush Ave., Brooklyn, 
New York, has reentered the 
hardware business at 791 Wash- 
ington Ave., Brooklyn, and will 
conduct his business as Ben’s 
Hardware. Mr. Jaffe would ap- 
preciate receiving catalogs on 
hardware lines, house- 
furnishings, paints, and elec- | 
trical appliances. 











BEATTY WITH AMERICAN 
HARDWARE SUPPLY 


American Hardware Supply 
Company, Pittsburgh, recently 
announced that David L. Beatty 
has become identified with the 





DAVID BEATTY 


has 
hard 


Mr. 
with 


Beatty 
the 


organization. 
been identified 


| ware business for the past 37 


years, 34 of which were with 
J. C. Lindsay Hardware Com 
pany, Pittsburgh. He will look 
after the interests of American 
Hardware Supply Company on 
the road; will contact a number 
of large accounts, and will assist 
the buying deparment in adding 
new merchandise. 


WOOSTER SALES FORCE 
DISCUSSES PLANS 


Merchandising, advertising and 
sales plans for the coming sea- 
son were discussed at a meeting 
of the entire sales staff of the 
Wooster Brush Company which 
was held at company headquar- 
ters in Wooster, Ohio, August 
4-7. The meeting was in charge 
of Cliff Foss, general sales man- 
ager, and Walt Foss, manager of 
sales promotion and advertising. 

SALES FORCES DISCUSS 

SUPERKLEEN FEATURES 

New merchandising features of 
the Superkleen Brush line were 
the subject of discussion at a 
meeting of the combined sales 
organizations of the Devoe & 
Raynolds Company, Inc., of New 
England and Wadsworth, How- 
land Company, Inc., Boston, 
Mass., held recently at the Hotel 
Somerset, Boston. The meeting 
was opened by Renshaw Smith, 
Jr., vice-president and general 
sales manager, and was turned 
over to Arthur Mohrhusen, sale- 
manager of the Superkleen Brush 
division. 

Announcement was made of 
a week’s trip to Bermuda for 
the sales representatives turning 
in the most outstanding sales 
records. 
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i The Finest Forks 
I ever used,” 
says the 
HIRED MAN 








25 7 





os fe oh » 


Two Winners for Full and Winter business. No. 044, True Temper 4 tine long handled Manure Fork. 


@ First, it’s the steel in the head and tines—a new 
special analysis steel created by master steel makers 
and used exclusively in these new TRUE TEMPER 
Forks. This steel is more than 25% stronger and 
tougher than regular fork steel. It is a guarantee that 
TRUE TEMPER Forks will outlast and outwear old 
style forks by that much. 


Second, it’s the new steel tubular ferrule, exclusive to 
TRUE TEMPER quality forks. This tube of steel makes 
the handle 25% stronger at the ferrule, eliminates break- 
age and increases the life of the fork by that much. 
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] R UE # M P E R “The Finest Forks a=) 
FORKS 


*) 25% stronger By 
Tougher y 


FORKS © RAKES * HOES * SHOVELS © AXES © HATCHETS * HAMMERS © SCYTHES © FISHING RODS AND BAITS © GOLF SHAFTS 
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I ever bought,” =) 
says the BOSS 








N>. 510, True Temper Ensilage Fork. Light weight and extra large capacity. 


% Stronger—25% Tougher—25% More Wear—25% 
moti Life—at regular first quality prices. This is the 
story of TRUE TEMPER’S greater fork values. Get all 
these advantages! Here is sales ammunition to win 
you the fork business in your neighborhood. Ask your 
jobber’s salesman to supply you. If he cannot, write 


us for the name of a nearby distributor who can. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools 


CLEVELAND, OHIO 
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RETZLAFF HARDWARE CO. CELEBRATES 
ITS GOLDEN ANNIVERSARY 


which larger additions have since 


This year the Retzlaff Hard- 
been erected until today the firm’s 


ware Co., New Ulm, Minn., is 
celebrating a half century in the | frontage is 50 feet. 
retail hardware business. The Mr. Retzlaff, in 1913, with a 
company was founded in 1887] group of other hardware mer- 
by F. H. Retzlaff, then an immi-| chants, was instrumental in the 
grant young German boy in his| organization of the Hall Hard- 
early twenties, who realized the | ware Co. of Minneapolis, and he 
possibilities in the growing im-| is one of its charter members. 
plement industry. In recognition of his sterling 

After leaving his father’s farm, | qualities, all business organiza- 
fr. Retzlaff spent several years | tions of New Ulm joined in a 
gathering experience and knowl-| special Golden Anniversary edi- 
edge of industry in the manu-| tion of the Brown County Jour- 
facturing plants of Illinois. When | yal, commemorating the fifty-year 
he returned to New Ulm he history of the Retzlaff Hardware. 
founded his business which has Not content to rest there this was 
prospered through fifty years. followed b onal ial di 

: ollowed by a testimonial dinner 
ge onl ng hare orem Mr. Retzlaff by fellow busi- 


. iven 
lots where the first stock of im- | ® a i a ca 
. ss ¥ ; s 
plements stood out in the weath- | "°° , wil , . 
manufacturers. Mr. Retzlaff’s 


er, the office being then only a 


small building. In 1890 when 
the business was housed in a/| the Retzlaff Motor Co., and Wal- 


a stock of hardware was | deman A., who is now in active 
In 1891 the firm erected | charge of the hardware business, 
acted as toastmasters. 





two sons, Armin F., who manages 


store, 
added. 
a small building of its own, to | 


| JAMES MATTIMORE PASSES 
James S. Mattimore, vice-pres- 
ident of the Walworth Co., New 
York, died at the Long Island 
—- Hospital, Brooklyn, on 
Aug. 12, aged 62 years. He was 
treasurer of the Manufacturers’ 
Standardization Society and a di- 
rector of the Valve and Fittings 
Institute and the Eastern Supply 
Association. 


WASHBURN CO. ACQUIRES 
METWOOD CO. LINES 


The Washburn Company, 
Worcester, Mass., and Rockford, 
Ill., manufacturers of the nation- 
ally known Androck line of 
house furnishings and hardware 
specialties, announces the acqui- 
sition of manufacturing and sell- 
ing rights of the Uniform Nut 
Meat Chopper, Metco Food 
Grater, Metco Raisin Cutter and 
other Metco specialties from the 
Metwood Mfg. Co., Rockford, Ill. 

Revolutionary in principle, the 
Uniform Nut Meat Chopper has 
enjoyed increasing sales from 
the moment it was placed on 
the market over five years ago. 
The Metco Food Grater, intro- 
duced two years ago, and the 
Metco Raisin Cutter, now round- 
ing out its first year on the mar- 











ROBERTSON HEADS WATER 
SOFTENER INSTITUTE 


W. Spencer Robertson, presi- 
dent of the Permutit Company, 
New York, was elected president 
of the Water Softener and Fil- 
ter Institute at the recent annual 
meeting of the organization. 
Other officers include Charles F. 
Thomas, vice-president, Roberts 
Filter Manufacturing. Company, 





International 
trea- 
surer, and W. J. Kenney, presi- 


Engel, president, 
Filter Company, Chicago, 


dent, Zeolite Engineering Com- 
pany, Chicago, secretary. 

A report was made by the 
Committee on Research’ and 
Standards on the development of 
standards for Zeolite water soft- 
eners and the committee was in- 
structed to develop standards for 
pressure filters during the ensu- 
ing year. 


Considerable emphasis was 





| made of the fact that water 
softening and filtration equip- 
ment is developing increasing 
importance to dealers in prac- 


tically every state in the Union. 
Dealers were adviced to stress 
the fact to builders that equip 
ment of this type should not be 
regarded as an added expense in 
construction in view of the ulti 
mate saving it brings the home- 
owner in wear and tear on fabric 
and on plumbing maintenance. 





RETAIL CREDIT CONGRESS DETERMINES 
MAXIMUM INSTALLMENT RATES 


L. S. Crowder, managing di- 
rector and treasurer of the Na- 
tional Retail Credit Association, 
1218 Olive St., St. Louis, Mo., in 
The Credit World comments with 
much enthusiasm on the stand- 
ards set for credit terms at the 
recent Spokane, Wash., congress 
of that association. Mr. Crowder 
reports that the department store 
group submitted a resolution fix- 
ing maximum installment terms. 
which was unanimously adopted. 

Terms for electric refrigerators 
were set at 24 months; furniture, 
18 months; radios, 12 months; 
washing machines, 12 months, 
and stoves and ranges, 18 
months. It was also recom- 
mended that in no case should 
terms be lengthened in extending 
and that local 
associations appoint committees, 
the personnel of which should be 
representative of the principal 
lines of business covered by the 
resolution. These committees 
should formulate policies and 
recommend to the retailers of 
each community the adoption of 
such terms as are decided upon. 
“The terms recommended, if ad- 
hered to, will enable the retailers 
to do a more profitable credit 
business. The elimination of 
competition in credit terms is to 


installment credit, 





the interest of the consumer and 
retailer alike. 

Two other resolutions that 
were also unanimously adopted 
read: “That this convention re- 
gards as extremely dangerous the 
tendency to liberalize credit 
terms and particularly the ad- 
vertising of such terms in the 
newspapers, and the policy of 
not requiring a down payment. 
It is recognized that such prac- 
tices lead to continued unprofit- 
able competition which are harm- 
ful to the retailer and the con- 
sumer alike. 

“Therefore, be it resolved that 
this convention goes on record as 
opposing such policies and rec- 
ommends to local and state as- 
sociations that members be urged 
to adopt sound credit policies. 
and that competition be confined 
to merchandise and service.” 

A third resolution read: “That 
this convention recommends a 
more general adoption of a 
carrying charge of one-half of 
one per cent per month on all 
charge accounts not paid within 
60 days from the first of the 
month following purchase, and 
that a reasonable carrying charge 
be added on all types of install- 
ment sales, to the end that this 
policy will eventually become 
universal.” 





ket, have met similar success. Darby, Pa., vice-president; P. N. 
Company officials feel that 
the broad Washburn manufac- 


turing facilities and experience 
together with marketing under 
the Androck trade mark through 
the nation-wide Washburn sales 
organization will write a second 
and even more successful chapter 
in the sales history of these un- 
usual products. Famous in their 
own right, they will comprise an 
interesting new addition. to. the 
extensive line of Androck kitchen 
tools, food strainers, and other 
kitchen specialties that have 
been well known to the hardware 
and house furnishings field for 
over fifty years. 

A. F. West, who formerly di- 
rected Metwood sales, has joined 
the sales department of The Co., wh 1 
Washburn Co. and will be lo- 
cated in the Rockford office. 





Products of the Tennessee Coal, 
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and retail hardware firm, Tuscaloosa, Ala. 
showed steps in the production of steel. 
Iron & Railroad Co. 
Adjoining windows showed other finished steel products. 





Depicting “The Story of Steel,” this display was arranged by the Tennessee Coal, Iron & Railroad Co., 
subsidiary of the United States Steel Corp., and was recently on view in one of the show windows of the Allen & 
INuminated transparencies and oil paintings 
Raw materials used in making steel were shown in the center. 
were displayed on two large revolving pylons. 
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Quality All-Feafure Cases 
for Home and Industrial Trade 


MODERN DESIGN INCREASED PROFIT 


OND passes Stylo! Designed to meen to the OND Fibre Chrome, the hard-wearing constant 
lady buyer — an excellent gift — handy in home, companion of those who must depend on strong 


camp or car. Practical and dependable. Cases are 
seamless brass. Decorated with plastic lacquer in a 
conservative, pleasing modernistic design of great 


beauty. Construction details are otherwise identical 
with No. 2201 described in opposite column. ... Deal 


consists of 6 Spotlights—3 chrome, blue and gray—3 
chrome, maroon and black—with 48 Bond Mono-Cells 
and FREE display. Retail, each complete $1.25. 


white light for safety and efficiency. Improved pre- 
cision- -built 2-in-1 3-position Safety Lock switch pre- 
vents “shorts.” Friction lock in focusing device holds 
’ Candlelite. 2 spare-bulb carriers. Beveled- 
Bgl clear lens. Shock absorbers. Features that get 
a to industrials, etc. Deal consists of 6 No. 2201 
identical Spotlights and 48 No. 102 Bond Mono- 
Cells. FREE display. Retail, each complete $1.25. 


Deal No. 44: Retail value . . $11.10 
Dealer net price for Complete Deal 
Dealer Profit (NOW 35%) . . . 


Deal No. 45: Retail value . . $11.10 
Dealer net price for Complete Deal . . . 7.22 
Dealer Profit (NOW 35%) . . ... . 3.88 
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ELECTRIC CORPORATION 


CHICAGO, ILL SAN FRANCISCO, 


BOND 


CONN om a a 


NEW HAVEN. 
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ERIC F. GILES JOINS 
UNDERHILL, CLINCH 


Eric F. Giles has joined the 
sales staff of Underhill, Clinch & 
Co., wholesale hardware distrib- 
utors, Port Authority Commerce 
Building, New York City, and 
will represent that organization 
in Westchester County, New 
York, and in the state of Con- 
necticut. He is well known to 
the trade and has had experience 





in both the retail and wholesale 
branches of the hardware busi- | 
ness. | 





ERIC F. GILES 


Before going with Underhill, | 
Clinch & Co. he was for four | 
years store manager for G. W. 
Merrell, Larchmont, N. Y. [lis 
previous hardware experience in- 
cluded four years as a traveling 
salesman in Westchester County 
for Masback Hardware Co., Inc.. 
wholesale hardware distributors, 
New York City; four years with 
the Armstrong Hardware Co. and 
three years as a Westchester 
County salesman for Supplee- 
Biddle Hardware Co., wholesale 
hardware distributors, Philadel- 
phia. 


COLT’S PROMOTES FOUR 
OF ITS EXECUTIVES 


Colt’s Patent Fire Arms Manu- 
facturing Company, Hartford, 
Conn., has recently announced 
four important promotions in its 
executive staff. The advance- 
ments are as follows: Frederick 
T. Moore, vice-president, to be 
first vice-president; H. D. Fair- 
weather, treasurer, to vice-presi- 
dent and treasurer; Benjamin F. 
Conner, manager of the plastic 
division, to vice-president in 
charge of the plastics division; 
Dwight G. Phelps, manager of 
the electrical division. to vice- 
president in charge of the elec- 
trical division. 

Mr. Moore has been identified 
with the company for the past 
46 years and is also works man- 





ager and a member of the board 


50 


of directors. Mr. Fairweather 
has been with the company since 
1902 and became treasurer in 
1929. Mr. Conner has been with 
the firm for 12 years and was 
previously president of Conner & 
Lattin, manufacturers of plastic 
products, Newark. N. J. Mr. 
Phelps started with Colt’s in 
1902, became sales manager in 
1921 and was made manager of 
the electrical division in 1929. 


DISPLAY ADVERTISING 
COMPANY FORMED 


A method for establishing the 
controversial medium 
display advertising on the same 
circulation and certified basis of 
other standardized media 
been announced by Point of Sale. 
Inc.. 6 E. 45th St.. New York 
City, a newly organized company 
servicing manufacturers and ad- 


of dealer | 





maintenance and Display Crea- 
tors, Inc., to standardize, create 
and produce display material in 
accordance with dealer accep- 
lance. 


KOLL OPENS DISPLAY ROOM 
IN LOS ANGELES 
Arthur P. Koll has opened a 
display room in the Cooper 
Building, 860 South Los Angeles 
St., Los Angeles. He represents 


| the Hammond Clock Co., Vacu- 


has | 


vertising agencies in the retail | 


| field. This new controlled medi- 


um takes into consideration the 


logical limits which 


bind both | 


the manufacturer and the store | 


operator as set forth in the 
Robinson-Patman Bill. 


form of advertising, Point of 


| Sales believes that the manufac- 


turer will be able to avoid con- 
siderable waste of display mate- 
rial. 

This formula is the result of 
research and preparation by the 
founders of Point of Sale, David 
A. Christianson, for many years 
advertising and merchandisine 
counselor in the retail field, and 
Karl F. Moore, recently head of 
the merchandising division of 
Pictorial Review and Delineator. 
The Ross Federal Research Corp. 
has been appointed to survey and 
check dealer display material and 


With this | 








ARTHUR P. KOLL 


lator coffee maker; Handy Andy 
line; Sterling Glass; Levy Bros. 
florists novelties; Crooksville 
china and Marks and Rosenfeld 
imported china and glass. Mr. 
Koll is well known to the trade 
having been with Hamburger 
and The May Co., Los Angeles. 
for eight years, then with Barker 
Bros. for the past six years in the 
capacity of buyer of lamps, art 
and gift, china. glass, silverware 
and clocks. 





CHARLES LIBRETT OPENS 

BUSINESS FOR HIMSELF 

Charles Librett has opened hi- 
own hardware store at 184 Huge 
not St., New Rochelle, N. Y 
Mr. Librett was previously con- 





CHARLES LIBRETT 


nected with the hardware store 
of A. Librett, Inc., New Rochelle, 
having been general manager of 
that company since 1920. 


HARDWARE MERCHANTS 
TO GOLF SEPT. 21 

George A. Fernley, secretary- 
treasurer, Hardware Merchants’ 
& Manufacturers Association of 
Philadelphia, has announced that 
the outing and golf tournament 
which had been. tentatively 
planned for August at the Lan- 
caster Country Club, Lancaster. 
Pa., will not be held because no 
dates are available. 

The next regular meeting of 
the association will be the golf 
tournament and dinner-meeting 
to be held on Sept. 21. Particu- 
lars regarding the meeting will 
be announced at a later date. 





PITTMAN-ROBERTSON WILDLIFE RESTORATION BILL 
PASSED BY SENATE: OMIT “MINIMUM REQUIREMENTS” CLAUSE 


The Pittman-Roberston wild- 
life restoration bill, under which 
the $3,000,000 collected annually 
by the Government from the sale 
of sporting arms and ammuni- 
tion would finance a _ Federal- 
State conservation program, has 
been passed by the Senate. 

There were virtually no objec- 
tions voiced against the measure. 
Senator Vandenberg, Republican. 
of Michigan, inquired of the 
Senate sponsor, Key Pittman, 
Democrat, of Nevada, if the pur- 
pose of the bill was to divert an 
existing excise tax for a special 
purpose. Pittman answered af- 
firmatively, but pointed out that 
the original intent of the tax was 
for the benefit of the migratory 
bird law enacted by the Con- 
gress. He explained that it was 
passed to enable the Govern- 
ment to carry out its migratory 





bird treaty with Canada. He also 
explained to the Michigan Sen- 
ator that the Treasury Depart- 
ment had reported favorably on 
the bill at the last session. Van- 
denberg raised no further ob- 
jections to the bill. 

Eliminated from the bill be- 
fore passage was the provision 
allowing the Secretary of Agri- 
culture to specify “minimum re- 
quirements” to be met by state 
fish and game departments in or- 
der to be eligible for Federal as- 
sistance. As finally passed the 
bill depends upon the cooperative 
assistance of the Federal Govern- 
ment without the latter laying 
down any hard and fast rules 
that might interfere with existing 
State laws. 

As described by Senator Wal- 
lace H. White, Republican, of 
Maine, the program provided in 





the bill recognizes the necessity 
of adopting definite restorative 
measures; and “restorative mea- 
sures,” he explained, mean mak- 
ing adequate provision for homes 
for our wild animals, for feed- 
ing our wild animals for their 
resting and breeding. 

“T believe the American people 
are in sympathy with the efforts 
of our fish and game associations 
and the efforts of our States,” he 
said. “The people of the country 
will give wholehearted approval 
to the efforts of the Congress to 
stay the wanton destruction of 
our game life which has been 
going on over the years.” 

When passed by the House the 
bill will become effective on July 
1, 1938. The House Agriculture 
Committee is still waiting for a 
report which it requested from 
the Department of Agriculture 
before taking further action. 
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A..J. SATALINE DIRECTS 
CORBIN ADVERTISING 


The appointment of Andrew J. 
Sataline as advertising manager 
for P. & F. Corbin, Corbin Ca- 
binet Lock and Corbin Screw 
Corp., all of New Britain, Conn., 
was recently announced. Mr. 
Sataline joined the Corbin Cab- 








ee 


ANDREW J. SATALINE 


inet Lock Co. advertising de- 
partment in 1917 and was given 
charge of all advertising for that 
division in 1929. He continued 
in that capacity until his recent 
promotion. 


FAULTLESS RANGE MOVES 
TO READING, PA. 


The Faultless Range & Man- 
ufacturing Company, formerly of 
New York City, has recently 
moved to Reading, Pa. The firm 
will be located in the Mt. Penn 
Stove Works building. The Mt. 
Penn company will handle cast- 
ing operations while Faultless 
will do the assembling. Arthur 
G. Vickers is president of Fault- 
less and George R. Racherter is 
vice-president. 





BUYS INTEREST 

C. A. Stewart, manager of the 
Calkins Hardware Co., Ogdens- 
burg, Wis., has purchased the in- 
terests of Mrs. Daisy B. Calkins 
in the store and will operate 
under the name of Stewart Hard- 
ware. 


-ware business in the 











HARDWARE BRIEFS 








ALABAMA 


L. E. Benson has acquired all 
the interests of the heirs in the 
Benson and Co. hardware busi- 
ness, Andalusia, Ala., and is now 
sole owner and manager. 





ARIZONA 


Bush & Son are opening a new 
hardware store in Prima. Arizona. 
with O. P. Bartholomew in charge 
of refrigeration and air-condition- 
ing service. 


CALIFORNIA 


Loren E. Wells and Oscar W. 
Swanson have purchased the 
Economy Hardware store at Mo- 
desto, Calif., from O. S. Car- 
michael and will add an appli- 
ance line. 





Edgar Bros. Co., El Centro, 
Calif., has recently moved its 
main store headquarters from 559 
to 627-629 Main St., the ground 
floor of the Elks Bldg. 





The Kampmann Hardware Co. 
has been opened at Newhall, 
Calif. 


FLORIDA 


George Hamlin and _ Roscoe 
Carver have formed a partnership 
and will enter the retail hard- 
Jordan 
Bldg., Lake City, Fla. 





The Robinson Hardware and 
Supply Co., Largo, Fla., has 
moved into new quarters in the 
former West Coast Garage build. 
ing at the corner of Bay Drive 
and Second St. 


GEORGIA 


R. E. Jarman & Sons, Alma, 
Ga., is discontinuing its business. 





IOWA 
Verne Whitnell moved into his 
new store at Coon Rapids, Iowa, 
recently. 





Clark Dunham has purchased 


the E. W. Children Hardware at 
Dunlap, Iowa. 





The Neff Hardware, Anita, 
Iowa, has moved into a larger 
building. 





E. F. Jacobs, Klemme, Iowa. 
has begun construction on a new 
building for his hardware store. 





The Copple Hardware Co., in 
business for more than 42 years 
at 312 Third St., Des Moines. 
Towa, has moved to larger and 
more modern quarters at 217-219 
Walnut St., giving the company 
the use of three floors and a base- 
ment. New features include a 
line of radios, electric refrigera- 
tors and other household appli- 
ances. 


MINNESOTA 


Edwin Hauger, proprietor of 
the Hauger Hardware store, Mon- 
tevideo, Minn., moved his store 
recently to a new building on 
South First St. 





NORTH CAROLINA 


The Gregg Brothers Hardware 
Co. has opened a_housefurnish- 
ings department in the basement 
of its store in Hendersonville, 
A... 


OHIO 


W. W. Capron, formerly of 
Winchester, Ind., has purchased 
the King Hardware store at Col- 
lege Corner, Ohio. 





PENNSYLVANIA 


Art Weiss, sporting goods and 
hardware dealer at 38 North 
Main St., Wilkes-Barre, Pa., hag 
opened another store at 33 East 
Market St., with a complete line 
of sporting goods in addition to 
stoves, refrigerators and furnaces. 





TENNESSEE 


Speck Bros. Hardware, Living- 
ston, Tenn., have moved their 
store to their new building on 
the north side of the square. 








PROPOSED SIMPLIFIED PRACTICE RECOMMENDATION FOR 


CARRIAGE AND LAG BOLTS BEFORE 


A proposed simplified practice 
recommendation covering stock 
nominal sizes of machine, car- 
riage and lag bolts has been 
mailed to manufacturers, distrib- 
utors and users by the Division 
of Simplified Practice, National 
Bureau of Standards, Depart- 
ment of Commerce, for consider- 
ation and acceptance. 


AUGUST 26, 1937 





This recommendation, which 
was proposed by the American 
Institute of Bolt, Nut and Rivet 
Manufacturers, lists marginal 
items leaning towards stock as 
well as stock items, based on the 
results of a study made by the 
Institute’s Committees on Stand- 
ards and Technical Practices. 

The sifting out of seldom-used 
sizes and concentration of pro- 


MACHINE, 
INDUSTRY FOR ACCEPTANCE 


duction and use upon those items 
in greatest normal demand should 
result in savings all along the 
line, from the manufacturer to 
the user. 

The simplified list of recom- 
mended sizes, if approved by the 
industry, will be promulgated by 
the U. S. Department of Com- 
merce effective from a date to be 
announced later. 








EXECUTIVE ADVANCEMENTS 
ANNOUNCED BY ARMCO 
American Rolling Mill Co., 

Middletown, Ohio, has recently 

appointed G. F. Ahlbrandt and 





H. M. RICHARDS 


W. W. Lewis, assistant vice- 
presidents. H. M. Richards has 
been made manager of the sheet 
and strip sales division. 





TEXAS 


Dayton Hardware Co., Dayton, 
Tex., has recently been organ- 
ized by George R. Langbois to 
deal in hardware, farm imple- 
ments and electrical appliances. 





VIRGINIA 
The Wise Hardware and Fur- 
niture Co., Norton, Va., has 


opened a service department in 
connection with its electrical ap- 
pliance business. The new de- 
partment is under the direction 


of E. W. Stewart. 





WEST VIRGINIA 
The Marshall Hardware Co., 


composed of original employees 
of the old Trimble & Johnson Co. 
store on Jefferson Ave., Mound- 
ville, W. V., is to open a hard- 
ware store at 716 Lafayette Ave., 
that city. 


WISCONSIN 


Audley Stronks and Chris 
Vandenberg, of Stronks’ Hdwe., 
Baldwin, Wis., together with 
John E. Hanson, are opening the 
Hammond Hardware in the Nell 
McCabe Bldg., Hammond, Wis. 


The New Downer Hardware 
store has been opened at 2605 
North Downer Ave., Milwaukee, 
Wis. 





Alt’s Implement & Hardware 
store, Cuba City, Wis., had its 
opening recently in the Hendricks 
Bldg. 
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CHARLES H. WILLIAMS 

Charles H. Williams, 71, eighth 
president of the National Retail 
Hardware Association, died on 
July 3 of a heart ailment. Mr. 
Williams was for some years a 
teacher before entering the hard- 
ware business in Streator, IIl., 
as a salesman in the employ of 
Powers Brothers. In 1892 he 
bought a half interest in the 
company and the name was 
changed to Powers & Williams, 
the firm being incorporated. He 
bought out the Powers’ interest 
in 1904 and continued the busi- 
ness under the same name until 
1911 when it was changed to 
Williams Hardware Co. 





CHARLES H. WILLIAMS 


Mr. Williams was also presi- 
dent of the Streator Drain Tile 
Co. and officer for many years of 
the Western Glass Co., and its 
successor the Mississippi Glass 
Co.; a director of the Union Na- 
tional Bank and the Streator Na- 
tional Bank, and of the Virl C. 
Hill Motor Co.; a proprietor of 
a large warehouse and storage 
business, and an organizer and 
director of the Streator Clothing 
Co. He was also a president for 
two years of the Illinois Retail 
Hardware Association. 

Surviving Mr. Williams are 
four children: Helen J., of New 
York City; Norman B., head of 
the Williams Philco Co., a radio 
distributing firm at Peoria, IIl.; 
Donald R., associated with the 
business in Streator, and Mrs. 
Jessie B. Heenan, of Streator. 





ELI P. MILLER 
Eli P. Miller, 71, hardware 
merchant in Warren, Ind., for 
more than 50 years, passed away 
at his home Aug. 5, following a 
stroke. He leaves his widow and 
three daughters. 





MOSE JACOB FAUSNAUGH 

Mose Jacob Fausnaugh, 76, 
joint owner with his son-in-law, 
William Gearhart, of the Gear- 
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hart Hardware store, 2387 Sulli- 
vant Ave., Columbus, Ohio. He 
leaves his widow and a daughter. 





GEORGE A. BRISTOL 

George A. Bristol, 71, propri- 
etor of a hardware store at Con- 
neaut Harbor, Ohio, for the past 
15 years, died at his home in 
West Springfield, Pa. He had 
operated stores in East Spring- 
field, North Girard, and West 
Springfield. His business at Con- 
neaut Harbor has been sold re- 
cently to H. C. Chapman. His 
widow survives. 





CHARLES I. McDONALD 

Charles I. McDonald, 73, presi- 
dent of the Goshen Churn and 
Ladder Co., Goshen, Ind., passed 
away recently. Mr. McDonald 
was one of the founders of the 
company and had been its presi- 
dent since 1913. He was also a 
city councilman of Goshen. 





PAUL H. SPEAKER 

Paul H. Speaker, 57, vice- 
president of Huey & Philp Hard- 
ware Co., Dallas, Tex., passed 
away Aug. 3. He had been con- 
nected with the hardware concern 
since 1908, having formerly been 
manager of its retail store which 
was discontinued several years 
ago. He had been vice-president 
in charge of the industrial de- 
partment for a number of years. 
His widow, a daughter, and two 
sons, Paul H., Jr., and William 
H., survive. 


R. H. HUSTON 
R. H. Huston, 65, was killed 
July 31 when he fell in the ele- 
vator shaft in his store, the Hus- 
ton Hardware, Corvallis, Ore. His 
widow and a daughter survive. 





O. L. WALKER 
Otis L. Walker, veteran hard- 
ware and lumber dealer of Cas- 
per, Wyo., died recently at the 
age of 54. He leaves his widow 
and three sons, Thaddeus, Rich- 
ard Fenby, and James. 





FRANK E. HALLIDAY 
Frank E. Halliday, Hillsbor- 
ough, N. H., hardware dealer for 
thirty-six years in that commu- 
nity, died recently. He had been 
in retirement for several years 
because of poor health. 





HARRY ALBADOR SMITH 

Harry Albador Smith, 68, Ne- 
vada, Ohio, retail hardware 
dealer, passed away recently at 
his home in that town following 
a year of poor health. He was a 
member of the town council and 
was active in public affairs. 





PECK, STOW & WILCOX CO. HISTORY 
TRACED BACK TO THE YEAR 1785 


Until a recent search for ma- 
terial for a prospectus for gov- 
ernment purposes was made, the 
year 1819 was believed to have 
been the year in which The Peck, 
Stow & Wilcox Co., Southington, 
Conn., started. However, it has 
been learned that one of the 
predecessors of the present or- 
ganization—Elias Beckley, Jr.— 
was manufacturing tools back in 
1785, in the town of Berlin, 
Conn. This is quite a record, 
totaling 152 years of continuous 
manufacture of tools and related 
hardware, probably an industry 
record. Mr. Beckley taught others 
in Berlin how to make tools, 
and later some of the folks in 
that community formed the firm 
of J. & W. Bulkeley. In 1844 
Lyman Wilcox, who was then 
making snips and bench shears, 
bought the Bulkeley business. 
Four years prior to the sale of 
the Bulkeley interests to Mr. 
Wilcox, Franklin Roys started 
manufacturing tinners’ tools in 
a plant in Berlin, operated as 
F. Roys & Co. Messrs. Roys 
and Wilcox formed a limited 
partnership which was known as 
the Roys & Wilcox Co. Between 
1855 and 1870 Roys & Wilcox 
built a large brick building in 
which were operated an_ iron 
foundry, machine shop and a 
drop forge shop. A variety of 
hardware lines, used in those 
days, were made in the Roys & 
Wilcox plant, including tinners’ 
tools and machines, blacksmiths’ 
pincers and pulleys. 

Seth Peck received a patent 
in 1819 for a machine used in 
manufacturing tinware and with- 
in a few years his sheet metal 
machines were being sold by 
agents in New England, New 
York, Pennsylvania and down 
south. Mr. Peck and several part- 
ners formed the Seth Peck & 
Co. organization, in 1831. That 
company was succeeded, in 1848, 
by the Peck, Smith Mfg. Co., 
which bought, in 1855, a con- 
cern which manufactured mon- 
key wrenches in Worcester, 
Mass. The Peck, Smith company 
added other types of wrenches 
to the line and continued manu- 
facturing and selling machines 
for working sheet metal, tin, 
brass and copper. That company 








CARROLL D. CABANISS 

Carroll D. Cabaniss, vice-pres- 
ident, Columbus Iron Works, Co- 
lumbus, Ga., died recently at his 
home in that city. Mr. Cabaniss 
had been affiliated with the Co- 
lumbus Iron Works for the past 
ten years. He was well known to 
the hardware trade in the south- 
ern states. 





continued in business until 1870, 
when it was merged with other 
organizations to form Peck, Stow 
& Wilcox Co. 

The Stow business was started 
by Solomon Stow, who erected a 
plant in Southington, Conn., 
back in 1834. Mr. Stow manu- 
factured brass gear wheels and 
other machine parts for Seth 
Peck & Co. In 1849 the Sclomon 
Stow business was succeeded by 
the firm of S. Stow & Sons. That 
company bought the business of 
Plant, Neal & Co. and in 1852 
the Stow organization was suc- 
ceeded by S. Stow Mfg. Co., a 
joint stock corporation. In 1870 
the Stow business became part 
of The Peck, Stow & Wilcox Co. 

Roswell A. Neal, partner and 
general manager, Peck, Smith & 
Co., was largely responsible for 
the consolidation, in 1870, of the 
three firms which were succeeded 
by The Peck, Stow & Wilcox 
Co. The new compary made its 
headquarters in Southington and 
in 1879 acquired the properties 
and business of the Hart, Bliven 
& Mead Mfg. Co. and the 
Cheshire Edge Tool Co. Two 
years later the company, which 
was then operating factories in 
Southington, Plantsville, E. Ber- 
lin, Kensington and Birmingham 
(Derby), Conn., was _ incorpo- 
rated as a Connecticut corpora- 
tion. A few years later the Wil- 
cox & Treadway organization of 
Cleveland, Ohio, was acquired. 

D. H. Stoll, Inc., Buffalo, 
N. Y., manufacturers of metal- 
working machines, was bought 
by Peck, Stow & Wilcox in 1925. 
The Cleveland plant was con- 
tinued until 1932, at which time 
all manufacturing operations of 
the company were consolidated 
in Southington. Today Peck, 
Stow & Wilcox Co. manufactures 
hammers, wrenches, pliers, screw 
drivers, scale beams, chisels, 
snips, steel yards, pruning shears, 
grass shears, shelf hardware, 
axes, hatchets, bush hooks, roller 
skates, Pexto sheet metal work- 
ing machinery and other prod- 
ucts. 


OAKLAND POT & KETTLE 
CLUB 

Members of the Oakland Pot & 
Kettle Club have been meeting 
throughout the summer season at 
the Cock O’ The Walk Restau- 
rant. Under the direction of 
Fred Weimer, Dunham, Carrigan 
& Hayden Co., wholesale hard- 
ware distributors, San Francisco, 
Calif., president of the club, an 
intensive membership drive is 
being planned. Plans are being 
made for members of the club to 
inspect the Oakland plant of 
Fibreboard Products, Inc., soon. 
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Another Great New Profit Opportunity 


BARRETT ROCK WOOL 





It’s easy to sell a Barrett product because architects, builders and the public 
all know there’s never any question about Barrett quality. Here’s your op- 
portunity to make big profits selling a product that is in great demand and 
is backed by a name second to none in the building field. 


ide) op ede] e) Fi 


Barrett Rock Wool comes at the most opportune time in history. Right now 
the public is demanding the comforts that make rock wool sales soar! Sales 
of air-conditioning equipment are up 89 per cent over last year! Get in on 
the ground floor. Don’t delay. Send today for full details. 





The Barrett Company, 40 Rector Street, 
New York, N.Y. 2800 So. Sacramento 
Avenue, Chicago, Ill., Birmingham, 
Alabama. 


(Address nearest office) 


Send folder and all details about Barrett 
Rock Wool. 


COMPLETE LINE .. . ALL TYPES 
BLOWING FIBER... BATTS . . . LOOSE WOOL 





Send for full information about Barrett 


Rock Weal chy ofers su coe a 
gZ profits. i 
gladly send you samples and full de- ‘SEND COUPON TODAY! y 


tails. Just mail the coupon—today. 


 MNDID,. 5. 5'44-0.0. 0s cekdodeneb-cuadios 








NOW MORE THAN EVER, IT’S BARRETT “BETWEEN THE WORLD AND THE WEATHER SINCE 1854” 
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Accidents Destroy A Store's 


Good Will 


CCIDENTS in a store may be 
trivial but they are often inter- 
preted entirely differently from acci- 
dents that occur in other places. 
They get talked about. Such con- 
versation is bad advertising for the 
store concerned and very damaging 
to the good will that it has built up 
through advertising, good selling 
service, etc. 

Another undesirable effect is that 
the public in general usually assumes 
that the management of the store is 
wealthy or at least heavily insured. 
Therefore an accident that would 
ordinarily be overlooked is magni- 
fied if it occurs in a store. The vic- 
tim’s friends very often aggravate the 
situation by saying, “You ought to 
sue.” Although the prosecutor may 
be unsuccessful in his attempt to col- 
lect damages, the store has suffered 
not only through bad advertising but 
also through the expense of handling 
the suit. Store accidents will also 
very often interfere with business for 
a nearby department may lose a few 
sales. 

Store management must always be 
alert to control little things like 
pieces of paper, cigarette stubs, rub- 
ber bands, and loose treads on stair- 
ways; splinters on counters; sign 
holders and other heavy objects near 
edges of counters; doors or drawers 
left open, and pools of water caused 
by customers’ umbrellas. 

There are of course some causes 
of accidents that might be considered 
big things. These conditions reflect 
to the policy of the management in 
its store planning and come under 
the heading of “Good Housekeep- 
ing.” For instance placing mer- 
chandise, which attracts crowds, in 
a space that has narrow aisles; 
poorly lighted stairways or passage- 
ways; stairways without hand rails; 
allowing merchandise wheelers and 
trucks to he wheeled through the 
selling floor during store hours, and 
failure to provide adequate porter 
service to remove rubbish during the 
day. 

The little things mentioned can be 
controlled psychologically—by thor- 
ough training. This does not mean 
the good work done by training de- 
partments, although that is an im- 
portant factor, but rather the man- 
agement’s responsibility in training 
its non-selling department heads to 
appreciate the importance of these 
little things, and to relay this feeling 
to their subordinates so that every 
employee is definitely instilled with 
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the tremendous significance of trivial 
accidents and why they must be pre- 
vented. 

Individuals, other than salespeople, 
who should be most carefully in- 
formed, are porters who work on the 
selling floor during store hours and 
stock boys and others who must carry 
merchandise through selling floors. 
Porters must be careful not to walk 
one or two feet away from a pail of 
water; not to rest brooms at an angle 
against pillars or counters; to be 
just as careful about removing small 
pieces of paper as large pieces. Stock 
boys must be taught not to pile mer- 
chandise on their arms above eye 
level. They must be impressed with 
the importance of not brushing past 
or even touching a customer. 

Employees should be careful not 
to make seemingly meaningless com- 
ments in the presence of customers, 
such as, “I reported this yesterday,” 
or “I wish they’d fix this.” These 





remarks are often very damaging 
when misinterpreted. 

Finally the entire personnel must 
be carefully educated about what to 
do when an accident occurs. It is 
very possible that the customer might 
be less indignant and more reason- 
able regarding the store’s respon- 
sibility, if at the time of the accident 
the customer was shown every possi- 
ble courtesy and aid. A word of 
apology; promptness in assisting the 
customer, and a genuinely helpful at- 
titude should tend to alleviate the 
damaging remarks that a person may 
make about the store. 

Since one of the important assets of 
a business establishment is the good- 
will of its patrons, therefore, without 
considering the human suffering in- 
volved or the financial responsibility, 
it is important from a psychological 
viewpont alone, that stores do every- 
thing possible to provide equipment 
and to train personnel to prevent 
even trivial accidents on their own 
premises. 


A summary of an address by Arthur 
Begam, store manager, for Hearn De- 
partment Stores, Inc., New York City, 
given before the Greater New York 
Safety Council. 





Dynamite Is 


Unadaptable 


For Use In Munitions 


YNAMITE and blasting pow- 
der are commercial explosives 
and not munitions of war. The sen- 
sitive qualities of dynamite make its 
use impossible in shells and its dis- 
ruptive force makes it unsuitable as 
a propellant in rifles or cannons. 
The discussions which has been 
going on in the country during the 
last few years concetning munitions 
of war has confused many as to the 
uses and manufacture of the com- 
mercial explosives. One misappre- 
hension has been that dynamite can 
be used as an explosive to be fired 
in a gun, cannon, or shell. Another 
has been that the factories which 
manufacture dynamite and_ black 
powder can be turned overnight into 
the making of munitions of war. 
Dynamite and black powder are 
made on entirely different formulae 
and with entirely different machinery 
from that employed in the manufac- 
ture of war explosives. This ma- 
chinery and the plants for the manu- 
facture of dynamite and black pow- 
der cannot be turned into the 
production of smokeless powder, 
picric acid, T.N.T., or other explo- 
sives which are used in war and 
classed as munitions. 
Dynamite is a purely industrial ex- 





plosive. Approximately 300,000,000 
pounds of it were consumed last year 
in the United States for mining, quar- 
rying, engineering work, harbor im- 
provement, agriculture and other 
purposes. 

Black blasting powder is the an- 
cient explosive which has been known 
to man for more than a thousand 
years. It is an incorporation of po- 
tassium or sodium nitrate and char- 
coal and sulphur. It was once used 
for war, but has been supplanted 
by a new chemical compound. Very 
small quantities are still used as 
priming charges for smokeless pow- 
der in large guns. Its great use is 
in mining, more than 80,000,000 
pounds having been used for this 
and other purposes in the United 
States last year. 

Explosives which are munitions are 
not blasting powders such as dy- 
namite or black powder. Quantities 
of smokeless powder are used in 
sporting arms for hunting purposes 
and for trapshooting, skeet, and rifle 
shooting. 

These remarks are contained in a 
Bulletin of Information, telling the 
story of dynamite, and issued by the 
Institute of Makers of Explosives, 
103 Park Ave., New York City. 
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CRESTOLOY PLIERS 
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@ Reason enough why Crestoloy Pliers are superior. 





It starts in with tool design and the steel itself... which 
is Crescent’s own special analysis. Critical factory meth- 
ods guard every step in manufacture. Then each tool has 
to run a gauntlet of the toughest tests any tool maker 
ever devised. Every plier that gets the Crestoloy approval 
tag has demonstrated an ability to “take it” in these tests. 


Never in the history of fine tool-making have pliers 
earned a more exacting or more significant emblem than 
the silver and blue Crestoloy Tag. Make this Tag your 
measuring stick of plier value. Insist on Crestoloy per- 
formance... you will find these pliers represent a value 
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Solder. Babbitt Metals. 


Sheet 


Lead. 


Lead Pipe and Traps. 
Lead 


ead. 
Lead. Washers. Shot. Zinc. 
Lead Oxides and Pigments. 
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ADVANCES 


Snow Shovels. 
Fancy Patterns Shingling, Box 
and Lath Hatchets. 
Some Steel and Brass Screws. 
Leading Makes: Kerosene Lan- 


Lead Head Roofing Nails. terns. 
Sheet Zinc. Roofing Terne Plates. Some Percolator Tops. Some 
Some Makes and Grades Single Caster Cups. 


and Double Bit Axes. 
Shears. 
Competitive Priced Wooden 


Hedge 


DECLINES 
Cotton Mop Heads. Turpentine. 


Step and Elevator Bolts. 


Paint and Varnish Brushes. 


Leading Makes Radio Sets. 


ADVANCES EXPECTED 


Scoops. Hand Garden and Lawn 


Tools. 


Metal products—Among the 
many items immediately affected by 
the increases on lead, are solder and 
babbitt metals, lead pipe and traps, 
sheet lead, lead washers, shot, and 
lead oxides and pigments, which 
have followed the two mark-ups on 
lead itself. Another change has 
been a 25 cent per keg advance on 
lead-head roofing nails. Sheet zinc 
was raised 14 cent per pound on 
August 13. Roofing terne plates 
were raised 50 cents per package 
(20 x 28 inch) on the same date. 
The greatly increased consumption 
of copper and brass, not only by 
leading American industries, but 
abroad, promises to set an all-time 
record of demand for this year. 
Sales of brass pipe and copper tub- 
ing, of sheets and other copper used 
in automobile construction, also of 
copper for air-conditioning, for oil 
burners, for mechanical refrigera- 
tion, and for radio uses—all show 
sharp gains over the tonnage used in 
1936. 

oo 2 om 

Axes advanced—On August 
3, some axe makers announced an 
increase of $1.50 per dozen on all 
first quality single and double bit 
axes, and of 50 cents per dozen on 
second quality axes. When opening 
prices were announced last spring, 
there were intimations that the ad- 
vance then would have to be fol- 
lowed by another increase as higher- 
cost materials come into use. The 
August change, therefore, was not 
unexpected. Most jobbers and many 
retailers had placed their fall orders 
in April or May, to take advantage 
of the early discount, and the cur- 
rent increase may not be widely felt 
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throughout the trade, until well 
along into the fall. A feature of 
the recent advance has been the in- 
creasing of the price differential 
between the various weight groups, 
from 60 cents to 80 cents per dozen 
for each half pound. An advance 
of about ten per cent is reported 
also on fancy pattern shingling, box. 
and lath hatchets. Jobbers report an 
unusually active season on mechan- 
ics’ and precision tools, so busy as 
to put many manufacturers behind 
in filling their orders. The demand 
for shop tools has been better in 
proportion than for those used by 
carpenters and builders. 
* * * 


Garden and lawn tools — 
While prices have not yet appeared 
for 1938 on most hand tools, job- 
bers are looking for these daily, and 
expect increases. On August 1 
hedge shears were advanced about 
ten per cent, which may be some 
indication of the mark-up which may 
be looked for on other lines. Prices 
on grass seed for next year will 
probably be lower because of this 
season’s very large crop. Prices last 
reported remain steady on shovels, 
spades, and “steel goods,” although 
there is some talk of an advance on 
scoops. Competitive grade wood 
snow shovels have been raised ten 
cents per dozen, due to labor in- 


creases. 
* %* * 


Wood screws—Effective about 
August 15, leading makers advanced 
prices on steel screws about 16 2/3 
per cent, and on brass screws about 
10 per cent, over the schedules 
ruling for the past six months. The 
new base discounts on leading sell- 








ers are: Flat head bright, 4744 per 
cent (formerly 55 per cent) ; Round 
head blued, 44 per cent (formerly 
51 per cent); Flat head electro- 
galvanized, 40 per cent (formerly 48 
per cent); Flat head brass, 64 per 
cent (formerly 67 per cent) ; Round 
head brass, 63 per cent (formerly 
66 per cent). Sharp increases in 
labor and packing costs are assigned 
as the explanation of these changes. 
* * # 


Chain lines—The recent com- 
petitive break in trace chain prices, 
while continuing, has not affected, 
and is not expected to affect, the 
current quotations on “pound” 
chain, or on staple weldless items. 
Jobbers report chain sales well 
ahead of 1936, and with the manu- 
facturers reasonably busy, there is 
every expectation that the general 
run of prices will remain steady, 
both on welded and on _ weldless 
lines. 

* * * 

Wire products—Manufactur- 
ers are holding their prices on wire 
nails and barb wire steadily at the 
March basis, and, although these 
prices are far above those ruling 
last fall, with better buying undoubt- 
edly coming along, there seems little 
likelihood of any break. 

* * * 


Bolts, nuts, etc—With the 
exception of the advance recently 
reported on nuts, about five per cent, 
and some slight downward adjust- 
ments on step and elevator belts, 
quotations continue steady at the 
basis announced early in March. 
Even good tonnages are not effective 
in developing concessions. 

* * * 

Housewares, etc-—On August 
1 leading manufacturers of kerosene 
lanterns put out advances ranging 
from 50 cents to $2.00 per dozen. 
Some makers of machine-made 
glassware, including percolator tops 
and caster cups, have advanced 
prices slightly. Cotton mop heads 
have declined two cents per pound 
and a similar drop is reported in 
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several quarters on cotton twines 
and sash cord, due to lower-cost 


cotton.  « «@ 


Paints and brushes—Prices 
were announced last month on paint 
and varnish brushes, at which open- 
ing orders are solicited for next 
spring shipment. These show in- 
creases of about five to ten per cent 
beyond the similar mark-up made in 
April. The bristle market has con- 
tinued at a high level, despite a 
lessened demand recently. Except 
for a further drop on turpentine to 
the lowest point of the year, prices 
are strong on leading paint com- 
ponents, and prices on paint lines 
are expected to continue firm 
throughout the fall. June sales of 
paints, varnish, lacquer, and fillers, 
(the latest reported) were approxi- 
mately three per cent ahead of last 
June,—a much moderated rate of 
increase. For the first six months, 
leading companies reported sales 
which totaled some 225 million dol- 
lars, as compared to 189 millions 
for the first half of 1936. 


&* #2 


Radio sets—Leading manu- 
facturers of radio receiving sets 
have started what will doubtless be 
a general advance in retail prices. 
Zenith, for example, increased $2.50 
to $10.00 per sent on the models 
which comprise most of its total 
production. Other leading makers 
have intimated that their advances 
will range from ten to fifteen per 
cent. These changes are due to 
advances in cost of raw materials 
and labor since the season’s lines 
were introduced last spring. 

* * * 

Wholesale commodity prices 
—The commodity markets, aside 
from the grains and cotton, have 
fluctuated only slightly lately, with 
considerable strength in the metals 
other than steel, due to a sustained 
or better demand. While domestic 
copper remains unchanged, prices 
for sales abroad have risen to an 
extent which may eventually raise 
the domestic price. There were two 
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advances early in August, of $5.00 
per ton each, on lead. Another 
$5.00 per ton advance on zinc 
brought the market to within 25 
cents of the high figure of last 
spring. Rubber has been slightly 
stronger, though the largest users 
have kept out of the market and are 
playing a waiting game. Hide quo- 





tations continue to move upward, 

though leather prices have not kept 

pace with the increases on hides. 
* & # 


Steel output—Steel mills are 
again increasing production slowly, 
now that labor and weather condi- 
tions afford less interference. Con- 
siderable inroads have been made in 
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recent weeks into the mills’ old back- 
logs, though on galvanized sheets 
leading producers still report them- 
selves as much as sixteen weeks be- 
hind, while tin plate makers are 
crowding capacity. Output  esti- 
mated last week was at 83.2 per cent 
of capacity, a slight drop from the 
week previous, and comparing with 
72.2 per cent for the similar 1936 
week. Ordering of steel for build- 
ing purposes and for the construc- 
tion of pipe lines is improving. A 
steady and large demand continues 
from manufacturers of farm machin- 
ery and tractors, who are operating 
full. Automobile buying for new 
models has not yet run into large 
tonnages, but orders are increasing 
and should reach good volume by 
the end of August. There has been 
a distinct gain during recent weeks 
in the demand for wire and wire 
products, indicating that jobbers’ 
stocks are becoming depleted, and 
must be built up for the good de- 
mand expected from agricultural 
sections. 
* * & 

Air-conditioning—News of 

air-conditioning continues more than 


favorable, sales in June being nearly 
60 per cent over last June, and 
reaching the second largest monthly 
total in the industry’s history. Dis- 
tributors in the hardware and heat- 
ing fields can hardly dodge the fast- 
growing popularity of air-condition- 
ing units, whether it be on the larger 
units for industrial, store, and home 
conditioning, or the self-contained 
small units intended to handle a 
single room. Rapid improvements in 
simplicity, effectiveness, and pricing 
promise somewhat of a parallel to 
the situation some years back in 
automobiles, when mass production 
methods developed rapidly, to popu: 
larize both price and demand with 
amazing speed. 
ee * 

Barbering accessories—Lead- 
ing jobbers report the usual in- 
creased summer demand, for hair 
clippers, as well as for animal clip- 
pers, with sales on both, substantial- 
ly ahead of 1936. In many cities. 
new wage scales for barbers have 
increased the prices of hair-cutting. 
Such a campaign always brings a re- 
newed demand for clippers and 
shears for home barbering. 


Watches and outing supplies 
—Several jobbers report an unusual 
demand for popular and medium- 
priced pocket and wrist watches, 
which confirms the general activity 
in all stores on vacation goods. The 
cheaper wrist watches always sell 
well during the outing season, and 
are participating this year in the 
same fine gain noted on all sorts of 
campers’ and tourists’ supplies, and 
on outdoor sports’ accessories. Re- 
tailers are selling a great number of 
vacuum bottles, and now are build- 
ing up their stocks, particularly on 
school kits, which contain the half- 
pint size vacuum bottles. There is 
always a large September demand 
for these before the opening of 
school. 

* * * 

W ashing Machines—Ship- 
ments of household washers during 
the first six months of 1937 totaled 
949,328 units, the biggest half-year 
in the industry’s history, J. R. Boh- 
nen, secretary, American Washing 
Machine Manufacturers’ Association 
has announced. The total was 10.20 
per cent above the 861,408 washers 
shipped in the first half of 1936 and 
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has been exceeded by only four full 


years. Washer shipments in June 
totaled 143,073, a decrease of 5.28 
per cent from June, 1936. Ironers 
shipped in June totaled 14,755, an 
increase of 31.55 per cent over the 
June, 1936 figure of 11,216. The 
half year total also set a record, 
numbering 94,696 as compared to 
88,044 in the first six months of 
1936. 
* * + 

Water Softeners—Sales of 
water softening and filtration equip- 
ment were reported, at the recent 
annual meeting of the Water Soft- 
ener & Filter Institute, as being fifty 
per cent better. Whereas sales of 
both domestic and industrial equip- 
ment are fifty per cent better this 
year than last, the total dollar 
volume in 1936 exceeded that of 1935 
by 60 per cent. With the continued 
improvement in residential construc- 
tion, further sales for 1937 are ex- 
pected by members of the institute. 

* + 


Increased Paint Sales—The 
Cook Paint & Varnish Co., Kansas 
City, Mo., increased its net sales for 
the first six months of 1937 by ap- 
proximately 21 per cent over the 
sales for the same period in 1936. 
Net sales for the first six months 
of this year amounted to $3,725,- 
090.84. 

* * * 

Garden Tool Sales Increase— 
The Union Fork & Hoe Co., Colum- 
bus, Ohio, reports an increase of 
21% in its sales of farm and garden 
tools and repair handles during the 
past fiscal year which closed June 
30. In its printed announcement the 
company reproduces a chart of its 
sales volume since the accepted nor- 
mal year of 1926, in which sales 
were placed at 100%. From a de- 
pression lull of 77% in 1932 the 
curve shows volume to have risen al- 
most without interruption to 194%, 
almost double its normal 1926 busi- 
ness and over 53% greater than the 
previous high recorded in 1929. 

* & # 


Looking Forward—Measured 
by the high sales totals reached in 
the later spring months, summer 
ordering by the hardware stores has 
shown a natural let-down. Never- 
theless, the gradual betterment re- 
ported during July is continuing into 
August, and each successive week 
shows some gain over the same week 
of last August. Assurance is so 
general of a very busy fall season. 
that preparation for filling fall 
orders is going forward actively, and 
stocks are being built up energeti- 
cally by late buyers. Supplies will 
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not be so readily obtained, as last 
fall, on new orders, and on short 
notice, and there is growing worry 
about possible short supply on 
stoves, stove pipe and other fall 
staples. The crop outlook is so ex- 
ceptionally good that throughout the 
agricultural areas in particular, deal- 
ers do not question the wisdom of 
preparing themselves for the best 
fall and holiday business which they 
have enjoyed in any recent year. 
The improvement looked for during 
the remainder of 1937 will depend 
relatively little upon the artificial 
props which helped business last 
year. The bonus payments, farm 
bounties, and other aids which 
“primed the pump” of retail sales 
have given way to a more widely 
earned and widely distributed spend- 
ing power, due to a good rate of in- 
dustrial activity, to bounteous crops, 
and to a returning national confi- 


dence. 
* * & 


Conservatism Prevails—Even 
with the assured outlook, buyers 
now are much more moderate in 
their ordering, than during the 
earlier months of the year. They 
feel that immediate speculative in- 
ducement has been removed from the 
price structure. They are weighing 
values more carefully, and while 
buying regularly, are not over-reach- 
ing, or buying far into the future. 
With basic commodity values more 
settled, and with manufactured prod- 
ucts costing 10 to 20 per cent more 
than a year ago, the hardware stores 
will watch turnover closely, and will 
guard against over-stocks. The safe 
rule now is to order current needs 
fully, with a normal provision for 
the fall months, leaving any “plus” 
business to be covered after the sea- 
son’s activity shall prove itself. This 
conservative attitude is good for 
prices, and should prevent the specu- 
lative rises which marked many 
lines during the closing quarter of 
1936 and the opening quarter of 
1937. 


* + 


Retail Sales—Summer trade 
in the retail hardware stores is run- 
ning generally up to expectations, 
with July, like June, increasing 
about seven per cent over a year 
ago, as against an average increase 
during the first six months of some 
14 per cent. While buying in the 
South has been slowed somewhat 
by the break in cotton prices, that 
area still shows the best percentages 
of increase, though the Pacific Coast 
is a close second, showing the re- 
lief there from the settlement of 
most of their serious strike troubles. 





Labor Outlook—About the 
only real fears among manufacturers 
as to the 1937 business grew out 
of the labor troubles earlier in the 
summer, but these fears are passing 
away as the more trying situations 
have been straightened out. Pa- 
tience on the part of manufacturers, 
and a growing public opposition to 
some of the earlier tactics of labor 
leaders, have served to assure in- 
dustrial leaders of probably fewer 
disturbances ahead. The mainte- 
nance of high standards of pay and 
working conditions naturally adds to 
the production cost of all manu- 
facturers, and to the prices paid by 
the consumer. The “feel” of high 
retail prices now coming through on 
most lines adds to the national senti- 
ment against a too-selfish attitude of 
labor. Except for normal curtail- 
ment, due to vacations or hot weath- 
er, factory operations in most hard- 
ware lines have held up well, aided 
partly by the clean-up of old spring 
backlogs, and partly by the building 
of reserve stocks toward fall. Among 
the really busy industries have been 
those producing electric refrigera- 
tors, farm implements, furniture, 
and machine tools, as well as plants 
working in paper and fiber products. 


* @ 


Farm affairs—F¥arm_pros- 
pects are properly described as bril- 
liant. The steady rise in farm in- 
come for several successive years is 
again assured for this year, being 
estimated by the Standard Statistics 
Co., at close to ten per cent above 
last season’s high return. This esti- 
mate makes allowance for reduced 
prices on farm products, in view of 
the much larger yields, and the in- 
crease wiJl be sufficiently liberal to 
enable the farmer easily to pay the 
higher prices which will be asked of 
him for the supplies which he must 
himself purchase. Feed grains and 
hay will be cheaper than last season, 
or than for many seasons—a great 
boon to the live stock and poultry 
farmer. Indebtedness in most farm 
areas has been sufficiently reduced 
for the farmer to enjoy a better net 
share of his income. The fall should 
see a wide demand for implements, 
fencing, and building or repair ma- 
terials, as well as for household and 
personal goods for the farm home. 
Traditionally, when the farmer has 
money, he spends it, and business 
men of all degrees are banking 
heavily upon this axiom continuing 
to hold good. 

* * # 

Bumper crops—Government 
crop reports as of August Ist were 
notably favorable, though making no 
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allowance for recent dry-weather set- 
backs in certain corn areas. Wheat 
shows the best yield of any year 
since 1932, and the condition of 
corn is at its highest for this period, 
since 1927. The total crops of corn, 
oats, and barley promise to be sixty 
per cent or more ahead of the 1936 
harvest, while hay, if the estimates 
are attained, will be more than 
twenty per cent ahead of the 1936 
yield. The feed situation, therefore, 
is about the finest possible, exceed- 
ing any previous year since 1932. 
Minor grains, fruits, and other sup- 
plementary crops, in all sections of 
the country, are ahead of 1936. 
Wholesalers are urgently building up 
their stocks of canning supplies, in- 
cluding cold-pack canners, utensils. 
jars, caps, rings, and wrenches, also 
fruit and vegetable presses. House- 
holders everywhere will take ad- 
vantage of this year’s opportunity 
to replenish at favorable cost their 
home reserves of canned goods. 


* * * 


Cotton yield large—A cotton 
crop of close to 16 million bales, or 
more than three million bales in ex- 
cess of the 1936 harvest, was above 
general trade expectations, and 
brought a prompt break in cotton 
prices. The Texas yield will be 
notably ahead of a year ago, but in 
all cotton-belt states the large per- 
centage of gain is shared, and gives 
added assurance of a prosperous 
southland. Action in Washington is 
already under way for pegging the 
cotton price by a loan program, to 
embody production control. Many 
southern traders, however, object to 
this procedure, as tending to build 
up foreign production and to cut 
down America’s foreign markets. 


* * 


Employment and earnings 
Recent bulletins of the National In- 
dustrial Conference Board show em- 
ployment throughout the United 
States in June increased to within a 
half million of the 1929 average. 
Total employment was set at 47 mil- 
lion, a gain of 2,800,000 over June, 
1936, and an increase of 11,400,000 
over the 1933 low. The conference 
board estimates unemployment in 
June at only slightly over six mil- 
lion. Average hourly earnings of 
workers in June were 14.3 per cent 
higher than June, 1936, while aver- 
age hours of work were 2 per cent 
higher. When allowance is made 
for changes:in the cost of living, 
over the year, the purchasing power 
of this June’s weekly earnings was 
still 10.9 per cent above that of June, 
1936. Living costs were 4% per 
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cent higher than in June a year ago, 
24 per cent higher than in the spring 
of 1933, although still 11.2 per cent 
below the average of 1929. 

* ca & 


Electricity output—carload- 
ings—In the week ended August 7th, 
an unexpected and contra-seasonal 
rise over the preceding week brought 
electric output to a figure 8.8 per 
cent higher than the same 1936 
week. The chief gains were in the 
industrial sections, and in the Rocky 
Mountain and southern states. How- 
ever, all parts of the country par- 
ticipated in substantial betterment. 
Carloadings, the other familiar busi- 
ness index, were reported for the 
August 7th week as down slightly 
from the preceding week, to 769,706 
cars. Loadings, however, were 5.7 
per cent ahead of the similar 1936 
week. 

+ a * 

Building construction—Con- 
struction reached a new recovery 
high in July, the value of permits in 
thirty-seven eastern states totaling 
$321,602,700, according to F. W. 
Dodge Corp. This is 8 per cent over 
the total of July last year. Resi- 
dential building gained 12.6 per 
cent, while non-residential permits 
increased 44 per cent over July, 


1936. The total volume of construc- 
tion undertaken in the states east of 
the Rockies, in the first seven months 
of his year, increased 19 per cent 
over the same seven months of 1936. 
Residential building in the first 
seven months gained nearly 47 per 
cent over last year’s comparison. 
* x * 


Crude oil production—A new 
production record was sent in the 
week ended July 7, and a high rate 
continued through that month and 
into August. The Department of 
Commerce estimates that August 
consumption this year will exceed 
last year by 14 per cent. Since re- 
serve stocks of gasoline and oil have 
been heavily reduced, during recent 
months, a continuing high rate of 
production will be necessary to keep 
pace with the demand. 

* * *& 


U. S. foreign trade—Recent 
report from the U. S. commerce de- 
partment shows that the United 
States ended the first six months 
with an “unfavorable” foreign trade 
balance of some 147 million dollars, 
representing the excess of imports 
over exports. This compared with 
an import excess of only 94% million 
dollars in the corresponding six 
months of 1936. 





June Hardware Exports Decline 
Slightly 


ARDWARE and allied prod- 

ucts exported from the United 
States in June were valued at $3,- 
955,407 according to preliminary in- 
formation released by the Metals 
and Minerals Division, Bureau of 
Foreign and Domestic Commerce. 
This figure represented a slight sea- 
sonal decline from the shipments in 
May 1937 which totaled $4,391,358. 
The June trade when compared with 
that of a year ago registered an in- 
crease of over 32 per cent. The June 
1936 exports were value at $2,994.- 
604. 


All classes of hardware increased 


in the June trade in comparison with 
June 1936. Outstanding gains were 
recorded in shipments of hand tools, 
which increased from $972,360 to 
$1,351,761; building hardware from 
$322,008 to $460,130; plumbing 
equipment from $145,205 to $238,- 
089; and miscellaneous items (safes, 
tin cans, needles, chains, and scales). 
Gains in other classes were: cutlery 
from $217,888 to $239,864; stoves, 
furnaces, and oil burners from $283,- 
858 to $333,757; abrasives from 
$583,738 to $619,179; lamps and 
lanterns, etc., from $79,889 to $109,- 
032; and utensils from $77,241 to 
$106,829. 


United States Exports of Hardware and Allied Products, June 1937 


Cutlery . en eee F 
Stoves, furnaces and oil burners......... 


Hand tools . 


Builders’ hardware .......... iad 
Abrasives . so i a.d Geet nere 


Lamps, lanterns, etc. phe Sisco ahaa os lea 
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Plumbing eavipment ... ia aa fete 
Safes, tin cans, needles, chains, and scales. . 


_. $3,955.407 $2,994,604 $4,391,358 


Total ert Pagar eled Site 





June 1937 June 1936 May 1937 


... $239,864 $217,888 $275,719 


... _ 333,757 283,858 390,467 
. 1,351,761 972,360 1,438,011 
460,130 322,008 521,750 

... Gia 583,738 642,509 
109,032 79,889 133,005 
106,829 77,241 127,572 
238,089 145,205 285,140 
496,766 312,417 577,185 
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xtra Pro fits. 


with ILCO 
NIGHT LATCHES 


The cheapest night latch you can buy does not neces- 
sarily mean the longest profit. Your customers will 
gladly pay a few pennies more for an attractive, depend- 
able night latch offering extra security and longer wear. 


ILCO Night Latches cost very little more than the 
cheapest imitations obtainable; yet their quality is com- 
parable with the most expensive lines. 


They cover the entire range of utility, application and 
price. There are tubular and cylinder rim styles; regu- 
lar standard sizes; small, compact sizes for thin doors, 
cabinets, and narrow stiles; with and without stop buttons 
to deadlock bolts or prevent turning of keys. They are 
fast sellers and profitable items to push. 


With stock orders, attractively 
mounted displays are availa- 
ble to remind your customers 
of extra security for the home 





—and to 
bring in ex- 
tra profits 









ILCO KEY 
BLANKS 


See us first. 
maintain an ex- 
tremely large as- 
sortment at all 
times, and can 


We 
for you. 


fill orders from 
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THE SYMBO 








INDEPENDENT 
LOCK COMPANY 


Fitchburg, Mass. 





Branches in all Principal Cities 


AUGUST 26, 





1937 




















THERE IS A DIFFERENCE! 


By E. B. GALLAHER 
Treasurer, Clover Mfg. Co. 





ATURALLY I am interested in Sandpaper 
and Emery Cloth—I make them. 


So, wherever I go, I always check up on what 
kind of Sandpapers mechanics are using, for I 
am interested in what the fellow who actually 
works with it has to say—he is the judge and 
jury. 

Now, it’s a fact that wherever I have found 
Clover Green-Stripe Sandpaper in use, the me- 
chanic has always had a lot to tell me about its 
better quality and the greater satisfaction he gets 
from its use. 


And I don’t approach the subject by saying, 
“I make that Sandpaper—how do you like it?” 
If I did, I would not get the information I am 
after. 


“What kind of Sandpaper are you 
using?” Then, if it happens to be Clover Green- 
Stripe, I ask, “How do you like it?” Then I 
invariably get an earful. Naturally, I am pleased 
—who wouldn’t be? 


Well, Clover Green-Stripe Sandpaper and 
Clover Red-Stripe Emery Cloth are standard the 
length and breadth of the land. They cost no 
more than the ordinary, but they are much 
better. 


I say, 


After all, merchants want to give their cus- 
tomers the greatest possible value for their 
money—this policy always brings back trade. 


In the case of Clover Sandpaper, Emery Cloth 
and Technical Abrasives, you not alone can give 
your customer better ser- 
vice, but you can do it at 
a better margin for your- 


self. 


CLOVER MFG. CO. 


NORWALK, CONN. 


A complete line of Coated Abrasives for Wood and 
Metal Working. 


Clover Grinding and Lapping Compounds. 
Since 1907 





























FOR RETAIL 
HARDWARE STORES 


New and Improved Merchandise—Dis play Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


“Evanston” Electric Range 


Model No 1444—is a four-burner 
range of great capacity yet limited in 
space it occupies. Cooking top is one- 
piece with splash rail. Choice of open 
“speed-heat” or “Kalmax.” Cooker ex- 
tra on order. Utensil cabinet below or 
warmer extra on order. Upper oven 
burner serves as a broiler. Broiler pan 
and rack are furnished. Available in 








white or ivory porcelain enamel finish. 
Special colors are extra. Cooking top 


is acid-proof porcelain enamel, one 
piece with rail. Maker states it is ab- 
solutely cool at all times. Cabinet base 
has toe space in front. Two roomy 
drawers on rollers, slide easily when 
loaded. Cabinet under switches is 
either a utensil cabinet or, at extra cost, 
a warmer. Connected load is 8,290 to 
10,460 watts, depending on _ surface 
burner selection. Shipping weight, 310 
Ibs. Clock for timing cooking is optional 
and extra. The Standard Electric Stove 
Co., 1712 N. Twelfth St., Cleveland, 
Ohio. 


Clothesline Stretcher 


“Jiffy”’—designed for indoor or out- 
door use. Attachments may be mounted 
to any kind of wooden, steel or cement, 
joists, walls. Inside set consists of 6 
arms and one ratchet; outside sets— 
ratchet with bracket for same, two open 
end pulleys and a hook. IIlustration 
shows a typical arrangement for out- 
side installation. G and I show the 
way the attachments are fastened to 
steel posts, furnished by manufacturer, 


62 




















H and J show 
how attachments are fastened to wood 
posts or other wooden surfaces. Any 
number of lines may be had by adding 


by means of tie-bands. 


additional pulley arms. A specially 
notched bracket holds take-up drum 
rigidly in any required position, whether 
attached to adjustable rafter arm or 
outdoor bracket. Retail price of in- 
side 5-line set for wood or steel joist 
with 12 in. arm, $6.95 each; with 15 
in. arm, $7.25; outside set, $3.00. 
Dealers’ discount, 6 sets, 25 per cent; 
12 sets, 30 per cent. A. O. Johnston 
Mfg. Co., 2866 Espey Ave., Dormont, 
Pittsburgh, Pa. 


Motor Catalog 


No. 88 on motors, electrical, hard- 
ware and refrigeration supplies. De- 
scriptions include price information. Is- 
sued by wholesale firm of VW. PV. 
Grainger, Inc., 819 W. Congress St., 
Chicago, Ili. 


Wayne Anniversary Catalog 


The Golden Anniversary Edition of 
the Wayne fire place furnishing catalog 
presents, fire sets, andirons, screens, 
guards, fire pots, etc., in brass and the 
plated finishes. Wayne Agricultural 
Works, Inc., Goldsboro, N. C. 


Keil Catalog 


No. 40 on Keil burglar jimmy-saw 
proof locks, locks, latches, key blanks, 
locksmiths’ supplies, key machines, gov- 
ernment-approved mail boxes, electric 
push buttons, and electric door openers. 
Francis Keil & Son, Inc., 401 E. 163 
St.. New York City. 





Rol-Basket 


Makes it possible to run wet clothes 
from the wringer directly into the 
basket. Height is adjustable to a folded 
position for carrying or compact stor- 
age; midway position for ironing or low 
bassinet, and the full upright position, 
which eliminates all need for stooping. 
In addition to a hamper for wet clothes, 
the Rol-Basket serves as a bassinet, tea- 


Pde », oe ee 
éf ps 
; © » ae ok ee 





cart, clothes hamper, yard basket, etc. 
It weighs less than 10 lbs. and is no 
larger than an ordinary clothes basket. 
It has a strong steel frame and rolls 
easily on two 5-inch wheels. Adjusted 
to any height by a finger-tip level con- 
trol. One side of steel frame work acts 
as brake and holds the Rol-Basket in 
place. Wind-Power Mfg Co., Newton, 
Iowa. 


Modern Door Hardware 


Catalog No. 11 on modern door trim 
shows the Parker line of push bars, 
combined pull and push bars in a 
variety of modern designs. These items 
are made in either solid brass or bronze 
in all finishes, and in aluminum, buffed 
or dull. Also shown in the catalog 
are modern door pulls and push plates 
and some miscellaneous door hardware 
items. Descriptions include specifica- 
tions of the items and list prices S. 
Parker Hardware Mfg. Corp., 27 Lud- 
low St., New York City. 
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-Helyx Floor Screws 


Hardwood 
Floor 


Sub-Floor 





For attaching maple or oak hard- 
wood flooring to wood sleepers, steel or 
concrete sub-floors. Maker states these 
floor screws will not bend, warp, or 
squeak; are driven like a nail and hold 
like screw. They thread their way 
through both the flooring, sub-flooring 
or the joists, securely screwing them 
together. The Helyx floor screw nail 
is also said to eliminate creeping caused 
by the smooth shank of the common nail 
in dried out lumber. The Hillwood Mfg. 
Co., 21700 St. Clair Ave., Cleveland, 
Ohio. 


“Kleen-a-Drain” Package 





This drain solvent is now put up in 
a colorful new package that has eye- 
appeal and sales appeal. Kleen-a-Drain, 
maker states, has a chemical action 
which agitates and clears sluggish drains 
of all obstructions. Retails for 25c. 
Kleen Chemical Co., 235 West Wyoming 
Ave., Phila. 


“Potsy” Cleaner 





This item is used for cleaning pots, 
pans, and skillets, and is so designed 
as to fit all corners. Maker states it is 
made of a special metal that does not 
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mar cooking utensils and no pieces of 
brass or steel stick to fingers. It is 
constructed so that it can’t lay flat and 
is easy to pick up and to use. Mount- 
ed on attractive and colorful display 
yard. DeHymel Mfg. Co., 856 Maple 
St.. Pasadena, Calif. 


“Squeezit” Bottle Opener 





Opens capped bottles with minimum 
of effort and keeps cap from flying off. 
Beak is placed over cap and body of 
opener squeezed against neck of bottle. 
Suggested retail selling price, 50 cents 
each. Chase Brass & Copper Co., 
Specialty Sales Division, 10 E. 40th St., 
New York City. 





Steel Frame Bicycles 





Monark Silver King, Inc., manufac- 
turer of Silver King aluminum alloy 
bicycles are now manufacturing steel 
frame bicycles under the name of “Mon- 


ark.” These new bicycles have stream- 
line designed frames with English- 
type inside brass brazed joints and 
8-gage tubing to assure strong con- 
struction. Two coats of enamel, a 
primer coat and a top coat, each sep- 
arately baked on, assure a permanent 
lustrous finish, which is neatly dec- 
orated with color combinations. Three 
men’s models and two ladies’ models, 
moderately priced, comprise the line. 
Model M504, illustrated, in addition to 
equipment shown in the illustration has 
an electric horn concealed in the tank. 
Monark Silver King, Inc., 1240 N. Ho- 
man Ave., Chicago, 





Briggs Sales Manual 


Twenty-six pages illustrate and de- 
scribe the Briggs refrigerator from the 
first step of manufacture to the com- 
pleted box and stress the features of 
the line. Johnson Motors, Waukegan, 
Ill. 


Glad Rag Displays 





A new series of colored counter or 
window displays with carton illustra- 
tions have been created for “Glad 
Rags.” These displays are die-cut, 14 
in. high, and hold either the 10c or 20c 
size of Glad Rag polishing cloths for 
silverware, metals and glass. Two dis- 
plays are packed with every shipment 
of Glad Rags. Glad Rag Products 
Corp., 208 W. 29th St., New York City. 





Perfecto Jar Wrench 





This improved style of fruit jar 
wrench has a corrugated rubber grip 
and comfortably shaped handles. Maker 
states wrench will not damage jar lid 
or break glass jar. Fits any standard 
jar lid and slight pressure on handles 
closes or opens jar. Suggested retail 
selling price, 25c; dealer’s cost, $2.00 
per dozen. Thomas Products Co., 
15465 Indiana Ave., Detroit, Mich. 


Clock Watcher Set 








This Mark-Time Clock Watcher set 
combines a salt and pepper shaker to- 
gether with the timepiece. The set is 
styled in combinations of ivory and 
chrome and black and chrome, both 
trimmed in red, and is designed for use 
as a kitchen convenience on ranges or 
kitchen cabinets. Musical chime sig- 
als when time’s up. Easily set to signal 
after any period of time from one min- 
ute to an hour. M. H. Rhodes, Inc., 
Rockefeller Center, New York City. 
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Plastic Locksets 





Color has a practical application in 
the new “Patrician Plastelle” builders’ 
hardware. In this line the knob body 
is a solid ring of moulded Tenite, ac- 
curately fitted to the metal shank, and 
having a metal inset top. A feature of 
this design is that it’s interchangeable 
since the plastic knob is secured to the 
shank and top by means of a hidden 
screw. Thus it is possible to change 
the color of the knob to match the dec- 
orative scheme. Another feature is the 
new Plastelle escutcheons or bases of 
molded Tenite with metal inset. They 
carry the color scheme of the knob into 
the door itself. Patrician Plastelle is 
available in black, ivory, green, orchid, 
yellow, delphinium blue, and Chinese 
red. Maker states the colors do not 
fade and the material is resistant to 
perspiration and will not crack or craze. 
It can be wiped clean with a damp 
cloth. Lockwood Hardware Mfg. Co., 
Fitchburg, Mass. 


Evinrude Makes Bike 





Evinrude has announced a “Stream- 
flow” bicycle which features a “full 
floating level ride,’ which the maker 
states takes the bumps out of bicycling. 
It “floats” on a stage which carries the 
saddle and the pedals and which is ful- 
crumed at the rear wheel hub. Seat 
and pedals are said to be always equi- 
distant, regardless of how rough the 
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road, thus the rider “floats” on a con- 
stant level while the bicycle under him 
takes up the shocks and unevenness. 
Handle bar is floated in rubber, provid- 
ing a comfortable flexing of the handle 
bar. The Evinrude is_ streamlined. 
Within shell of the fork, the horn for 
battery, angle-lock, and speedometer 
cable are housed. Saddle is of leather 
and cushioned with sponge rubber. 
Tires are white side wall, full balloon 
and torpedo headlight contains its own 
battery. Fenders are deeply crowned. 
Large size luggage carrier is sturdily 
built-in. Bicycle is finished in enamel 
and chrome and offered in red, blue, 
and aluminum. Evinrude Motors, 
Bicycle Division, Milwaukee, Wis. 





Door Mats 
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Built from selected cord tie material, 
these herringbone weave mats, maker 
states, keep mud, dirt, and grit outside 
of homes and public buildings and are 
as effective in wet weather as in dry 
weather. Each block is said to act like 
wind-shield swipe or window squegee. 
Mats are attractive in appearance, uni- 
form dark gray in color, and do not 
show dirt. They roll easily and are 
readily cleaned with broom or hose. 
Snow, ice, and dirt will fall out when 
mat is shaken. Made in several sizes. 
Durable Mat Co., 772 Brook St., Akron, 
Ohio. 


Mirror-Equipped Level 





“Reflecto”—has a mirror installed 
behind spirit vial which reflects light 
that enters it, permitting clear vision. 
On dull days it enables a person to 
use it in closets, basements, and other 
dark places and see the vial and bubble 
clearly. This feature will be furnished 
free of charge on Sand’s aluminum 
levels from size 24 in. to 28 in. Sand’s 
Level & Tool Co., 8631 Gratiot Ave., 
Detroit, Mich. 


Marble’s Gun Sights 





This gun sight display cabinet is 
being offered free of cost with an as- 
sortment of Marble’s sights. It serves 
both to display the sights and also to 
carry a representative stock of the best 
selling sights. Case is made of steel 
with easel back and is finished in alumi- 
num lacquered, and lithographed in 
three attractive colors. On the front are 
illustrated most of the sights, and a 
glass panel permits examination of the 
best sellers without opening the case. 
Cover is hinged with a latch. Display 
is offered with dealer’s own selection 
of sights, listing to the amount of $33 
or more. Marble Arms & Mfg. Co., 
Gladstone, Mich. 





Tel-A-Matic Toaster 





Fully automatic and toasts two slices 
on both sides at one time. Gives choice 
of eight shades of toast. K-M “Magic 
Eye” glows while toaster is operating. 
Automatic signal tells when toast is 
done. Has patented bread centering de- 
vice to insure even toasting, and a re- 
movable panel for easy brushing out of 
crumbs. Knapp-Monarch Co., 3501 Bent 
St., St. Louis, Mo. 


Garage Door Brace 


eg 


For squaring-up sagging garage 
doors Rods are steel 5/16 diameter and 
fitted with steel turnbuckle. Brace is 
67 in. long overall, and is attached with 
three screws on each end. Cadmium 
plated. Packed 12 to carton. D. H. 
Prutton Mfg. Co., 5295 W. 130th St., 
Cleveland, Ohio. 
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@ For the hardware man who keeps an eye | 
on sales possibilities Elwel Cow Ties offer a | 


good source of profit. 
| 


@ Take full advantage of the profit oppor- 
tunities in Elwel Cow Ties by featuring this 
chain along with other American Chain & 
Cable Company products. Elwel Cow Ties, 
like other ACCO chain, are made right and 
priced right—with a good honest profit to 
the dealer. Many dealers handle both the 
Ohio and Open Ring Patterns. 


@ Elwel Cow Ties are especially good items 
for fall. Stock and display them now. Let 
your trade know that you handle them and 
the business will come to you. Your jobber 
carries E]wel Cow Ties as part of a full line 
of ACCO chains. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
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ATLAS 


precision mave GLAZIERS POINTS 


TRIANGLES 
AND 


SHARPS 





ALL SIZES, NOS. 00, 0, 1, 2, 24, 3, 4 


Available in either pure zinc or zinc-coated steel, these 
Glaziers Points are fine examples of ATLAS precision 
manufacture in even the simplest metal items. They are 
absolutely flat for clean, safe driving, and their uniform 


high quality is known and appreciated by many thou- 
sands of users. Attractively packaged for counter display 
and ready sale, ATLAS Glaziers Points have long proven 
to be a profitable specialty for jobbers and dealers. 
ATLAS offers you 24,000 different items produced in its 


modern 13-acre plant. 
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HERBERT J. HODGE, 
dean of hardware association 
secretaries, has devoted sixty- 
two of his eighty-one years to 
the hardware trade. Since 
1889, when the organization 
was founded, Mr. Hodge has 
been secretary of the West- 
ern Retail Implement & 
Hardware Association. When 
the National Federation of 
Implement Dealers’ Associa- 
tions was organized in 1900 
he was elected secretary of 
that organization, in which 
capacity he has continued to 
serve, ever since. It was his 
original intention to become 
a lawyer, but after studying 
for a term, at Kansas University, he decided to enter busi- 
ness. His first position was with the Abilene Chronicle, 
Abilene, Kan., newspaper, with which he was connected 
for about a year. On March 18, 1875, he and his brother 
Charlie entered the hardware and implement business in 
Abilene with a small stock of merchandise. With the 
growth of Abilene from a “frontier town” to a city, the 
Hodge hardware store prospered and grew steadily for 
forty-five years. To enable Mr. Hodge to devote his entire 
time to his duties as secretary of the Western association 
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and the National Federation of Implement Dealers Asso- 
ciations, the Hodge hardware store was closed on March 
18, 1920, exactly forty-five years after the business was 
founded. One of his long associates in the activities of 
the Western association says of Mr. Hodge’s character, 
“His integrity, his honesty of purpose, his sympathy for 
others, his understanding, his tolerance, his vitality, and 
his never tiring efforts have been given to build successful 
institutions.” Herbert J. Hodge was a lad of sixteen when 
his family moved to Abilene and ever since that time he 
has been active in promoting the welfare of his community. 
He has long been a member of the Abilene Rotary Club 
and served as its president for two years. To his church he 
has given freely of his time, energy and talents, having 
been senior warden of St. John’s Episcopal Church of Abi- 
lene for forty-nine years. For many years he was a member 
of the church choir. On Sept. 2, 1935, his eightieth birth- 
day, 360 of his friends gathered at the Sunflower Hotel, 
Abilene, where he has his office, to pay tribute to Mr. 
Hodge. Hardware dealers, wholesalers and manufacturers, 
three Episcopal church bishops, and public officials at- 
tended the party, many of them having come from distant 
states. Forty friends, who were unable to attend the cele- 
bration in Abilene, held a dinner in Houston, Tex., at the 
same time, with Mr. Hodge’s sister-in-law presiding at the 
dinner table. 


C. F. WERNER, JR., E. 
Orange, N. J., after more than 
fifty-nine years in the hard- 
ware business, has_ retired 
from business at the age of 
74. He entered the hardware 
store operated by his father in 
Orange, N. J., and continued 
there until 1887 at which time 
he became a partner in a store 
in Atlantic City. Two years 
later he sold his interest in the 
Atlantic City store and entered 
the retail hardware business 
in Orange. In June, 1896 he 
opened a store in E. Orange, 
at which place he continued to 
conduct business until May 1 
of this year. Long active in 
the affairs of the North Jersey Hardware & Supply Asso- 
ciation, he was for several years vice president of that 
organization. Sports of all kinds have always interested 
Mr. Werner and in former years he spent much of his 
leisure time exercising in a gymnasium. He has been 
an active member of the Presbyterian Church in Orange 
since 1878. Mr. Werner became a member of the Orange 
Lodge of Elks in 1890 and since 1917 has been chaplain 
of the lodge. For forty-seven years he has been a mem- 
ber of the Orange Y. M. C. A. 
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Here’s a handy tool that no 
woodworker can afford to be 
without! The Forstner Augur Bit 
is virtually a complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 
ing a clean, polished surface. 
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N these days the changes that 
| are taking place in business 

are almost beyond belief. On 
account of new goods, changes 
in styles, changes in con- 
sumer demand, old lines and 
old businesses are passing away 
almost over night. Business high- 
ways are just strewn with the 
wrecks of these once successful 
concerns. It is therefore cheering 
and interesting in this article to 
write about an old business that 
has weathered the changes and 
storms of 75 years and now comes 
to its diamond jubilee in the most 
prosperous condition of its exist- 
ence. The story of this business 
is especially interesting at this 
time when so many contempora- 
ries have fallen by the wayside. 
Why has this business not only 
survived, but prospered. Why in 
times when other lines of busi- 
ness, even businesses in their own 
line, were suffering from the de- 
pression, has this business steadily 
increased its sales and profits? 

Of course there is only one an- 
swer. Almost every great busi- 
ness, as has been well said, is the 
lengthened shadow of one man. 
In the management of this busi- 
ness first of all there must 
have been looking ahead, far- 
sightedness, watching the changes 
of the times. The management of 
this business did not wait to be 
crippled by changing conditions 
before striking out and making 
changes in the business, in the line 
of goods, and in the manufactur- 
ing and selling policies to meet 
new conditions of the times. 

As I first remember this busi- 
ness, and I have known it for 
many years, it was known as a 
prominent wholesale hardware 
jobbing house. If they made stoves 
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A Diamond Jubilee—and Why! 


By SAUNDERS NORVELL 


in those early days, the stoves 
must have been a side issue in the 
business. | remember years ago 
when I visited Nashville, being 
taken through their stove factory, 
and as I recall it, it was a com- 
paratively small affair. Then, if 
my memory is good, when this 
concern found some difficulty in 
making a satisfactory profit in 
jobbing hardware, they went into 
the mail order or catalog business. 
They added a great variety of 
goods to their hardware line. Evi- 
dently this departure, while it 
showed enterprise, was not suc- 
cessful, because it was finally 
dropped, and a little later the 
jobbing hardware business itself 
was sold out. The old partners 
in the business decided to divide 
their interests. The Gray family, 
one of the leading stockholders, 
on account of the ill health of Mr. 
Gray, sold out their interest to the 
Dudleys. 

After the death of Colonel Bob 
Dudley, well remembered by old 
timers in the hardware business, 
Houston Dudley, then a young 
man, took over the management 
of this business and having dis- 
posed of the hardware jobbing 
business he concentrated all of 
his time and attention on the manu- 
facture and sale of stoves. Hous- 
ton Dudley was brought up in the 
school that believes the selling 
end is the most important of any 
business. He was and is a sales- 
man, first, last and all the time. 
The writer has good reason to 
know about his selling ability 
when he remembers the hundred 
thousand dollar new stock order 
that Mr. Dudley, then a young 
man, took away from a large 
wholesale hardware house in St. 
Louis. A dealer was establishing 





a retail and jobbing hardware 
business in Mississippi and had 
come to St. Louis to buy his 
stock. The house I was then with 
thought we had this order sewed 
up, but as I have written before 
in telling the story of this sale, we 
went home at six o’clock, while 
Houston Dudley was at the hotel 
entertaining the customers at night. 
We lost the order, and I have 
always believed that the reason 
was because we did not pay any 
attention to the ladies of the party. 
But Houston Dudley was on the 
job. He not only entertained and 
made friends with the buyers, but 
he also entertained the ladies. 
There is a moral to this story. It 
is a good one, but I will not repeat 
it again here. The only reason I 
bring the story up again is to em- 
phasize the fact that young Hous- 
ton Dudley even at that early age 
was a good salesman. 

The concern I am writing about, 
as you must know by this time, is 
the Gray and Dudley Company of 
Nashville, Tenn., manufacturers of 
stoves and ranges. As I have 
stated before, this company is this 
year celebrating its diamond jubi- 
lee. They have been in continuous 
business, without a break of any 
kind, for 75 years, having been 
founded in 1862. Houston Dudley 
has been associated with this com- 
pany his entire working life, for 
more than fifty years. In fact, he 
commenced to work for Gray and 
Dudley on his holidays and vaca- 
tions when he was attending pub- 
lic school. 

One thing that interested me in 
studying the facts I have gathered 
about this company, and the thing 
I wish to emphasize, is that they 
not only believe in selling, but 
they believe in concentrating their 
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efforts on one line of goods. They 
also believe in keeping their prod- 
uct abreast of the times. Fifty 
years ago, about the only fuel 
used in stoves was coal and wood. 
Since that time there has been de- 
veloped as fuel, natural gas, oil, 
gasoline and finally electricity. As 
these new fuels came into the mar- 
ket, Gray and Dudley studied the 
developments and produced the 
most modern and up-to-date heat- 
ing and cooking devices to use all 
of these various fuels, most of 
them being totally unknown when 
the company first went into the 
stove business. 

The company is now employing 
over twelve hundred men. When 
Mr. Dudley bought out his asso- 
ciates in 1927 they employed less 
than 600. They are now not only 
doing twice as much volume, as 
they did in the good old days of 
1929, but are also employing 
twice as many people in the six 
different stove plants they own 
and operate, all of these plants 
being located in Nashville. Re- 
cently a new factory located there 
was bought in a bankrupt court 
and is now being operated by 
Gray and Dudley, at full capacity. 
Another plant included in this 
number is their enameling plant, 
built last year at a cost of $125,- 
000, which is now operated both 
day and night, seven days a week 
enameling stove parts for Gray 
and Dudley only. 

When I wrote Mr. Dudley ad- 
vising him that I proposed to write 
about his company, as my con- 
tribution to their diamond jubilee, 
he sent me quite a good deal of 
information about the history of 
the concern. With this informa- 
tion is their annual financial state- 
ment of Dec. 31, 1936, which is 
certainly one to be proud of. This 
statement reflects the high charac- 
ter of their customers because it 
indicates clearly that the people 
who buy from Gray and Dudley 
pay their bills promptly. 

One of the curious things about 
this business is the fact that one 
of its directors, in fact they refer 
to her as “Chairman of the 
Board,” is Mr. Dudley’s daughter, 
Mrs. Frances Dudley Brown. Fos- 
kett Brown, Mr. Dudley’s son-in- 
law, is also a member of the 
board. The other members of the 
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board are Houston Dudley, J. C. 
Lauderdale, their office manager, 
who has been with the company 
all his business life, and J. B. 
Duke, the youngest member in the 
organization, under thirty years of 
age and just out of Princeton. I 
understand that Mrs. Brown is not 
on the payroll of the company, 
however, only receiving the same 
compensation as the other direc- 
tors for attending directors meet- 
ings, namely $10.00, formerly in 
gold, but now in paper. Mrs. 
Brown was formerly national pres- 
ident of the Junior League, and I 
am advised that she inherits from 
her father a very large measure 
of his executive ability. I remem- 
ber her as a little girl with blonde 
hair who drove me out from my 
hotel to the country club in Nash- 
ville years ago when a hardware 
convention was held there. I hard- 
ly thought as I watched this young 
lady reach up to the large wheel 
of the open car that my chauffeur 
was in the future to be “Chairman 
of the Board” of one of the largest 
and most successful stove manu- 
facturing concerns in the United 
States. This just goes to show 
that one never can tell. 


Success Reasons 


In the June issue of the Execu- 
tives Magazine published by the 
Metropolitan Life Insurance Com- 
pany, is an interview with Mr. 
Dudley that is well worth reading. 
In this talk he gives some of the 
reasons, as he sees them, for the 
success of his company. I give 
you below excerpts from this in- 
terview: 


“Today we have distribution in 
every state in the Union, formerly 
our coverage was largely local. 

“The fundamental policies that 
have served so well for us over the 
years are unchanged. The practices 
that support and further those poli- 
cies are likewise the same, except 
as growth and expansion have dic- 
tated adjustments, which, however, 
have not caused deviation from the 
basic organization point of view—a 
point of view within which is blend- 
ed that of the management and that 
of the individual workman. The 
founders of this business, in its be- 
ginning, were close to the workmen 
—in fact, they were workmen, too— 
and today, increased size has not 
affected this important relationship. 
The success we have had is the re- 








sult of adherence to this prime 
requisite. 

“We operate through three ma- 
jor departments—sales, manufactur- 
ing, and credit—and their impor- 
tance in our scheme of things is just 
about the order given. It is likely 
that I regard sales as most impor- 
tant because I have been active in 
the sales department for more than 
50 years, having spent all my busi- 
ness life in this one organization. 
To me the sales function is the 
motor that makes the entire machine 
work to capacity in the interest of 
all. When we have orders, every- 
body in the organization profits. 
This may sound like a trite state- 
ment, but by it I mean to imply that 
our chief concern is sales. We do 
not need to worry about the other 
branches of the business. They are 
under our own control and in the 
hands of capable performers, who 
for the most part have been brought 
up in the business—in many cases 
the second and third generation. In 
that respect we are fortunate. 

“We realize above all things that 
the company depends upon its peo- 
ple and that they, in turn, depend 
upon the management. Neither is 
given an opportunity to overlook the 
fact that the other has a stake in 
the business. 

“Furthermore, we tell our people 
what is going on in the business be- 
cause it is their business to know 
about it. Key men, including the 
heads of the sales, manufacturing 
and credit departments, together 
with other department supervisors, 
meet in conference one afternoon a 
week throughout the year. At these 
meetings we bring each other up to 
date, exchange ideas, and make 
plans. On Thursday of each week 
we issue a Bulletin to all of our em- 
ployees. This Bulletin, while pri- 
marily addressed to salesmen, is 
made interesting and informative to 
all. 

“We employ about fifty full time 
salesmen, who operate throughout 
the United States. Each salesman is 
given a quota based on past produc- 
tion and on general business condi- 
tions in his territory. 

“As a result of this procedure and 
of close coordination, we have been 
able to increase our volume stead- 
ily. Last year brought us the largest 
volume in the 75 year history of the 
company, and this year our sales 
budget is much higher than for 
1936. 

“There is nothing new or unusual 
in our company policies. As I have 
said, they are predicated on simple 
essentials observed and understood 
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Hinges that are forever silent at the joints—hinges that ride 
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BUILDING YOUR 
OWN DISPLAYS! 


When it comes right down to it—there’s nothing quite as con- 
venient as displays you can build yourself to meet your own 
needs ... displays that make quick changes . . . displays that 
will fit every occasion. 
RHC end-counter displays meet all these requirements for the 
busy hardware store. It will pay you to write us and find out how 
little these items wil] cost you—how much business they can pro- 
duce for you. 
If you haven't already received one—be sure to ask for a copy 
of the RHC Catalog at the same time! 
No. le. Corner clamp set with corner cut out 
No. 1. Corner clamp set 
No. 2. Tee clamp set 
No. 3. Cross clamp set 
Comes with all size bolts up to 10”. Plain 
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by all concerned in the successful 
operation of the business. At any 
rate, adherence to those fundamen- 
tals has kept us going along smooth- 
ly—and without discordant situa- 
tions of any kind—for many years. 
In 1935 we enjoyed one of the best 
years in business; in 1936 we passed 
the 1935 record by fifty per cent. 
In our opinion, it is the personal 
touch that counts most, whether it 
be between the employees and their 
company or between the company 
and the contracts on which it must 
depend for business.” 

Further in regard to their sales 
policies, Mr. Dudley said:— 

“In the Bulletin we offer sugges- 
tions and ideas for sales talks, we 
report the receipt of large orders, 
giving the name of the salesman but 
not that of the customer, we speak 
of activities within and without the 
plant, so that departmental coordina- 
tion and individual cooperation may 
not be relaxed. 

“At the beginning of each year 
we furnish our manufacturing de- 
partment with a sales budget giving 
the number, kinds, and sizes of 
stoves to make up. This sales fore- 
cast is made by the sales depart- 
ment. In preparing this forecast the 
primary consideration is the general 
condition of business. The second 
consideration is the anticipated in- 
crease in volume normally to be ex- 
pected by the addition of new stoves 
to our line. 

“The estimate so made becomes 
the basis of our production and 
financial requirements. In other 
words, it enables us to give the 
manufacturing department a firm 
order for a definite number of stoves 
to be made up and kept available 
in our warehouse against orders 
from our sales force. 

“Having set a mark, all we have 
to do then is to sell stoves. Our 
sales staff is paid on a salary and 
commission basis. About 80% of 
our sales are made to wholesale 
hardware houses and about 20% to 
the larger furniture stores. This 
plan gives us national distribution at 
a minimum selling expense. As an 
auxiliary to sales we advertise con- 
sistently in hardware and electrical 
trade journals. Also, we maintain a 
sales help department, the function 
of which is to assist retail dealers 
in moving our stoves off their floor. 
We furnish dealers with window 
trims and with printed circulars 
illustrating and describing the par- 
ticular stoves they are selling; set- 
ting out the sales talk their sales- 
men should use when offering that 
particular stove to the prospect. We 
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also supply additional circulars for 
mailing purposes.” 


Space prevents a further anal- 
ysis of this interesting business. 
But studying the facts in the his- 
tory and development of the Gray 
and Dudley Company, indicates 
that location, climate and the cost 
of living in the future evolution 
of this country will have a pow- 
erful effect upon the growth of 
manufacturing. That is why the 
writer is led to make the predic- 
tion that in the next 25 years we 
will see the decentralization of 
manufacturing, and the develop- 
ment of factories in the Southeast, 
in the Southwest and also on the 
Pacific Coast. It is inevitable and 
logical that in the years just ahead 
of us there should be a great de- 
velopment of very cheap electric 
power. As this development will 
largely come from the damming 
of rivers and the control of water, 
it will not be so essential for 
manufacturing enterprises to be 
near coal. We also look forward 
to new discoveries in the develop- 
ment of power from oil. A study 
of the geographical locations of 
the oil fields of the country will 
indicate the future sites of manu- 
facturing development in sections 
where at the present time little or 
no manufacturing is being done. 
Great changes are predicted in 
these directions. 





A Store Rebuilt 


(Continued from page 43) 


dinnerware lines such as Bacarian, 
Spode, Wedgwood, and a number 
of American patterns and pottery 
lines such as English Wedgwood, 
Coor’s and Weller. While the store 
concentrates on the sale of these 
quality lines, it does not neglect to 
display and stock inexpensive glass 
and dinnerware items. 

In the rear of this department off 
in another room, 20 feet wide by 50 
feet long, is a combination sales and 
stock room. Here are displays of 
several models of stoves and ranges. 
Mr. DeVore finds that this segrega- 
tion of the large appliances away 
from the main store has worked out 
very successfully since there is less 
interruption while he is discussing 
the models with the customer. Here 
he may also unpack and mark his 
merchandise and so keep his main 
store clean and uncluttered. 
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Yps/LANT 
SUPER-OIL 
PORTABLE HEATERS 


@ “The Arctic Circle” idea will 
make money for you by 
helping you sell Ypsilanti 
Super-Oil Portable Heaters. 
Sold for over thirty years 
this portable heater is a 
proven product. 


The new models are modern in 
design to attract the eye! And 
they give clean, odorless, 
smokeless heat instantly. They 
may be safely carried from 
room to room even when 
lighted. Two sizes. Three at- 
tractive finishes. Write us for 
details and information about 
the counter display and other 
free advertising helps. 


UNITED STOVE CO. 


YPSILANTI, MICH. 


Send us details about Ypsilanti Super-Oil 
Portable Heaters and your Arctic Circle 
Selling Helps. 











Packaging 


(Continued from page 39) 


completely devoid of individual 
packages with the result that the 
wholesaler’s clerks were obliged 
to take time out and interlay the 
rows with sheets of protective pa- 
per in order to prevent sharp 


edges from scratching the finish. | 


Others were in cartoned boxes 
identified only by means of rub- 
ber stamping which was fre- 
quently almost illegible. Time 
also had to be taken to identify 


these. Boxes of the third brand | 


were packed in individual car- 
toned boxes with printed end-flaps 
identifying the product. In no 
instance, however, had there been 
any attempt to attain outstanding 
typography or display value for 
the package. 

Instances of skimping on the 
weight and strength of the pack- 
age were common and in prac- 
tically every case where this con- 
dition obtained the situation could 
have been remedied by the 
strengthening of the board used, 
the addition of a paper sleeve or 
a change in the design of the 
package. Labels on packages, in 
many cases, were found to be 
more of a hindrance than an aid. 
Only a few of the manufacturers 
provided folding box covers with 
one label put on upside down so 
that if the top were inverted in 
order to display the contents the 
name of the product would still 
be visible. .Numerous instances 
were found where the manufac- 


| turer had omitted any mention of 


the price of the article on the 
container. 

Commenting on the general sil- 
uation the article stated as fol- 
lows: “In a number of other 
cases, manufacturers have suf- 
fered from what might be termed 
packaging infantilism. They per- 
mitted their enthusiasm for the 
idea of packaging to run away 
with their judgment. Prize in- 
stance of this sort is the carton 
holding six sets of padlocks and 
keys, each wrapped in a sheet of 
light-weight Cellophane. Cello- 
phane, particularly in such light 
weights, may be ideal for wrap- 
ping resilient or semi-rigid items 
unencumbered with sharp edges. 














BLAKE & LAMB 


the steel trap which gives the 
hardware jobber and retailer the 
fighting edge—in quality, policy 
and pricel 


Send for Catalog and Prices 


THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 


SOUTH BRITAIN, CONNECTICUT 











SIZE MAR/KED 





IN POPULAR 
ASSORTMENTS 


Dealers who do not care to stock all 
sizes of pump leathers will find these 
balanced assortments of Simplex size- 
marked packings very convenient, pop- 
ular—and profitable. Why turn profits 
out the door when a small investment 
will give you a complete range of sizes? 


Ask your jobber about Simplex pump 
leathers or write us for price list. 


iv) 


MANUFACTURING 


AVF UR eB, N. 
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But when wrapped around sharp- 
edged and heavy padlocks, the 
material broke in a dozen places 
in transit from plant to whole- 
saler and was found—on random 
examination of half a dozen such 
boxes at the wholesaler’s shelves 
—to show at least 50 per cent 
breakage without exception. 

“The instances cited may seem 
extreme, yet they are by no means 
so. They represent a far greater 
proportion of all packaged hard- 
ware items than do the passable 
and better-than-passable packages. 

“Beyond this evidence of back- 
wardness, will be found a group 
of thousands of items—in almost 
every classification — which are 
sold without any package what- 
soever. Some of these are shipped 
in bulk containers (as, for in- 
stance, nails in kegs), while 
others are shipped as they are 
sold. Naturally, many of these 
are not susceptible to packaging 
in the accepted sense of the term. 
Yet the vast majority of these 
items correspond to others in 
other fields that have profited by 
packaging. 

“Many could stand packaging 
as a measure of protection against 
the hazards of shipment and of 
the store, hazards particularly 
prominent in the hardware store 
where metals scrape on metals, 
and where oils, dust and grease 
are more apparent, etc. Others, 
in addition, could stand well 
planned packages as a means of 
protection against such elements 
as rust, tarnish and stain. Still 
others need the display value of 
packaging and others again re- 
quire detailed directions for use 
and installation. Finally, the 
value of branding—often pos- 
sible only through the use of 
some form of package—might be 
expected to be just as great in 
the hardware field as in any other. 
Thus, most items could—upon 
analysis—profit by packaging for 
any of the above reasons.” 

Now comes the dealer reaction 
to the question of packaging. The 
questionnaire on packaging, as 
has been stated, was sent to 1000 
dealers from whom 220 replies 
were obtained. It consisted of 
eight questions with additional 
subdivisions and, the article 
states, over 95 per cént of those 
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At éltost HARDWARE 


STORE GOES MODERN... 
and Flood-Proof 


When flood waters practically destroyed its wood store fixtures, the Hilton 
Hardware Company, Louisville, Kentucky... long an enthusiastic convert to the 
idea of open display... determined to re-equip with the best open display 
fixtures available. 

Lyon Open Display Fixtures in steel were selected and Lyon Store Equipment 
Engineers cooperated in developing the transformation shown above. 


In addition to providing striking display and convenient arrangement that pro- 
motes impulse buying, these trim, colorful steel units assure years of low cost 
service. They will not warp, splinter or shrink. Should another flood occur they 
can be washed and cleaned quickly and inexpensively. ..will retain their 
attractive finish. Lyon Store Planning Service is offered without obligation. Mail 
coupon for catalog and full details of 30% to 50% sales gains produced by 
modernizing with Lyon Open Display Fixtures in stéel. 


LYON METAL PRODUCTS, INCORPORATED 


2308 River Street, Aurora, Illinois 


STORE PLANNING 
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Money Making Display 
for Eagle Oilers 
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EAGLE OILER 
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This colorful display hold- 
ing 12 of the most popular 
Eagle Oilers is included 
FREE with the purchase of 
the 12 sample oilers. 


Retail Value $11.40 
Cost to Dealer 6.00 


Dealer’s Margin $ 5.40 


The display is strongly built 
and will last for many months. 
Printed in brilliant red, yellow 
and black, it makes an atten- 
tion-getting display for counter 
or window. 24 inches wide. 
30 inches deep. You buy the 
oilers and the display is in- 
cluded FREE. Get your display 
now and watch profits climb. 
A descriptive circular is avail- 
able on request. Order today 
from your jobber, or write to us. 


EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 

















replying answered all of the ques- 
tions. Frequently the answers 
were overlapping with the result 
that the number of replies to 
questions were in excess of the 
total number of those replying. 
The questions and answers fol- 
low: 


1—Do you prefer packaged or 
unpackaged goods for the follow- 
ing lines? 
Packaged Unpackaged 
a—Nails, screws, 


rere 132 85 
b—Small tools .... 136 75 
c—Twine, cord, 

clothesline .. 85 121 
d—Electrical 

supplies 129 63 
e—Household 

electrical 

appliances .. 130 53 
f—Paint brushes 113 89 
g—Cutlery .. . 133 72 


2—Do you have to take tools, 
brushes, etc., out of packages to 
demonstrate ? 


Yes No 
196 23 


” 


3—Do “directions for use 
printed on the package help you 
make sales? 


Yes No 
159 18 


4—Do brand names on the 
package help you make sales? 


Yes No 
198 14 


5—Do you get higher mark-ups 
for packaged goods? 


Yes No 
101 95 


6—Are any goods unpackaged 
today that ought to be packaged? 
What types? 


Yes No Don’t Know 

40 4 9 

Following are the classifica- 
tions called for by dealers. Fig- 
ures in parentheses indicate spe- 
cific number of requests for that 
item: 


Tools (3) Household goods 

Hammers (1) (1) 

General hardware BX Electric cable 
(1) (1) 


Shelf goods (1) Tubes of cement 
Machine bolts (1) (1) 


Strap & tee Plaster of paris 
hinges (1) (in 1 and 2 

Cutlery (1) Ibs.) (1) 

Mops (1) 

Saws (1) 


7—Do you use packages in 











SALES GO UP 
LIKE MAGIC WITH 


FLAMEMASIER 


(Reg. U. 8. Pat. Off.) 


ASBESTOS WICK 


ON’T judge “Flamemaster” by ordi- 
nary wicks. It’s different! A pat- 
ented feature in the weave provides 
for the free flow of oil from the lower 
to the upper edge. Result — instant 
lighting and the unobstructed feeding 
that means fast and full heat. 

No other wick can begin to compare 
with ‘“‘Flamemaster” in ability to draw 
the fuel up to the burning edge—and 
to keep the flame fed. 

“Flamemaster” is all-asbestos. No 
cotton filler to burn out and block oil 
channels. Hence you get perfect com- 
bustion—at a saving of fuel. Reduces 
carbon to a minimum. 

Your wick trade will “catch on” to 
the advantages of “Flamemaster” at 
the first trial, bringing you new cus- 
tomers by word-of-mouth advertising. 
Other dealers who have hooked up 
with this modern scientific wick find 
their sales climbing to record figures 
before they realize it. What it has 
done for them it will do for you! 
Write us for full particulars if your jobber 
can't supply you, and send us his name. 


Sales Agents Wanted 


TRIPLEWEAR BRAKE LININGS CORP. 
Paterson, N. J. 
Makers of Triplewear Engineered Brake Sets 










Fits all Gets all 
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HA UDIEFE: 
Fool of 100! Uses 


A whole shop full of tools in 
one. Grinds, polishes, routs, 
drills, cuts, carves, sands, 
saws, sharpens, engraves. 
Uses 200 different acces- 
sories. For home, shop or 
take to job. Plugs in any 
light socket AC or DC 110 
v. 13,000 r. p. m. 

Get A Demonstration ¢©\ Better Jobs 
at Hardware, Dept. Stores, 
Tool Dealers or order on 
10Day Money-Back Trial. 
$10.75 and up postpaid,3 
Accessories Free. De Luxe 
Model $18,580, with6 Ac- 
cessories. Catalog Free. 


CHICAGO WHEEL & MFG. C@., Dept.EE Chicago 









One of the advertisements appearing 
regularly in 


45 LEADING PUBLICATIONS 


that are sending customers to you for 
iemonstrations e Handee is a proyen 


seller. Requir 2 sq. ft. of counter 


space for Spec 2monstrator Set. Small 


investment for stock —rapid turnover 


SELLS ON SIGHT 


Every man who picks up a Handee from 
r wants it. He is thrilled 
lance and smooth per 


than 200 a 
Adis ae Kole lob ae ie) ame) ol 1 
Learn abou 

Case 2 real Profi 
CHICAGO WHEEL & MFG. CO 
1101 W. Monroe St, Dept. {49, Chicago, I 
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window displays or take the 


items out of the packages? 


Display mostly with package . 30 

About half and half ... ra 

Never used package when item 
can be taken out it ee 


3—If saws, tools, etc., could 
be supplied in good transparent 
packages that protected the goods, 
but let them be seen, would that 
help sales? 

Yes No Perhaps 

146 42 12 

The article continued with an 
analysis of each of the questions. 
Quotations taken directly from 
the article follow: 

1—With the exception of sub- 
division c (twine, cord, clothes- 
line) the answers averaged ap- 
proximately two to one in favor 
of packaging. The reason for this 
exception to the general average 
is probably due to the fact that 
these items are often sold in vary- 
ing lengths with the result that 
there would be an inevitable per- 
centage of loss. Modern Packag- 
ing makes the following com- 
ment: “Particularly significant is 
the vote in favor of packaging 
for nails, screws and nuts. Nails 
have traditionally been sold from 
kegs or hoppers, but within the 
last few years, there has been a 
decided trend toward packaging 
induced, no doubt, by the 
nuisance and inconvenience of 
serving up, weighing, assorting 
and handling these items when 
sold on a poundage basis from 
kegs. The sale of screws and bolts 
by packaged units rather than by 
weight or quantity from a bin 
seems likewise to be induced by 
the element of dealer convenience 
and the opportunity to make a 
larger unit sale when a package 
is sold.” 

2—Answered overwhelmingly 
in the affirmative the replies to 
this question indicate in the words 
of the original author that “This 
is thus shown to be a vital con- 
sideration whenever a tool pack- 
age is planned, eliminating the 
possibility—in most cases—of 
sealing the package.” 

3—The vote on this question 
was nine to one favoring direc- 
tions on the package as an aid 
to sales. The article comments on 
the dealer replies as follows: 

“In contrast to this vote, it 
should be noted that a vast pro- 
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Set Screws 


Sincerely, 
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NAT SAYS... 


Remember, | am 
on my way, 


To serve you when 
and as you say. 
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3200 BELMONT AVE. - CHICAGO 





portion of all hardware items—- 
including many obviously (obvi- 
ously except to their makers) re- 
quiring directions for intelligent 
usage—contain no such instruc- 
tions. Nor do any large propor- 
tion of hardware packages contain 
detailed drawings, pictures or 
photos of the product within or 
sketches of its installation or 
usage. Nor, except in a few in- 
stances, do most packages today 
show a list of the parts included 
in items sold as sets (door locks 
and handles and similar items), 
although such a listing would 
protect both the consumer and the 
dealer whenever dispute arose.” 

4—There was a 15-to-one pref- 
erence for brand emphasis. “With 
the exception of the fine tools, 
electric bulb, paint, paint brush 
and electrical appliance fields, 
brand marking is not as predomi- 
nant in the hardware fields as in 
other industries. A fairly large 
proportion of all hardware items 
are sold without reference to their 
makers’ names or trade marks, 
the onus for failure or credit for 
success of the product resting en- 
tirely with the retailer.” 

5—The question as to whether 
the dealer obtained a better mark- 
up for packaged goods was an- 
swered on practically a 50-50 
basis with a fractional advantage 
for the affirmative. Modern Pack- 
aging said in this connection: 
“The logical conclusion is that 
something over 50 per cent of 
retailers questioned do derive a 
price advantage in, addition to 
other advantages packaged goods 
might give them.” 

6—The answers to this question 
seemed to be sufficient and evoked 
no special analysis or comment. 

7—When it came to the ques- 
tion of window displays there 
was a considerable difference of 
opinion as to whether or not an 
article should be displayed in the 
original package or not. The au- 
thors stated as follows: “The 
conclusion would seem to be not 
to eschew a sealed package en- 
tirely, but to take care to provide 
the dealer with open samples in 
such cases both for display and 
demonstration.” 

8—The answers to the ques- 
tion relative to the sales value of 
good transparent packages that 














Clark Expansive Bits 


Connecticut Valley Clark Expansive Bits are of 
the same high quality which we have been fur- 
nishing to the Hardware trade for 40 years. 
No. 1 large size has No. 3 & No. 4 cutters, bor- 
ing % to 3 inches. No. 2 small size has No. 1 
& No. 2 cutters, boring % to 1% inches. Weight 
per dozen large 9 lbs., small 3 Ibs. 


Specify Conn. Valley when ordering Clark 
Expansive Bits. 


Wright’s Patent Expansive Bits 
(Micrometer adjustment ) 

This Bit developed and patented by us to meet 
the need for a high grade Expansive Bit with 
interlocking teeth on cutters and bit to give 
micrometer adjustment and to securely hold the 
cutter to prevent slipping. Cutters have special 
cutting edge, making better and easier boring. 
No. 10 large size bores % to 3 inches. No. 20 
small size bores % to 1% inches. 

Specify Wright’s when ordering Cross-Feed 
Expansive Bits. 


Send for Complete Catalog 


Wright's 
’ Pat. 
Expansive 
Bit 





The Connecticut Valley Mfg. Co. 
Centerbrook, Conn., U.S.A. 


Incorporated 1874 
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Actual size standard 1% in. Dickson Lead 
Head Nail running 87 to the pound, 


Without impairing their lead caps in any 
way, these nails drive directly through un- 
punched lapped roofing sheets, seal the nail 
holes with lead and make a_ sheet metal 
roof watertight, protect it from rust and add 
years to its normal life 


Dickson nails are the neates! in appearance, 
the most efficient and by far the least ex- 
pensive of all lead head nails 


Dickson nails are available in barbed or 
screw shank form, bright or hot galvanized 
in 0°, 14%46"; 2%"; 2%", 2°; O%e"; amd 2%” 
sizes all 10 gauge 

Also galvanized Lead Head Fasteners, 10 


gauge, 4°’ to 18’’ in length, for laying sheet 
metal roofs on steel framework 


Dickson Weatherproof Nail Co. 


America’s Largest Producer 
g 


of Lead Head Roofing Nails 


P. O. Box 334 Evanston, Illinois 


(Suburb of Chicago) 
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protect goods while permitting 
them to be seen were about 3144 
to 1 in the affirmative. It was 
stated that although examining 
and handling is a major factor in 
the sale of tools they are fre- 
quently subjected to rust, tarnish 
or stain as the result of such han- 
dling. It would seem that the 
transparent covering should be of 
such a nature as to show the 
article to the best possible ad- 
vantage while protecting it from 
any possible injury. 





Federal Reserve 


(Continued from page 41) 


existed for expansion of credit 
beyond present or prospective 
needs. The Board by its action 
diminished the possibility of such 
an injurious credit expansion. 

Under the law, the board may 
reduce reserve requirements from 
their present level to the original 
legal requirements—and not be- 
low, but it cannot increase them 
beyond the requirements which 
finally went into effect on May 1 
of this year. 


Margin Requirements 


The second new form of general 
credit control recently authorizéd 
pertains to margin accounts and 
loans made for the purpose of pur- 
chasing or carrying registered se- 
curities. Authority for the board 
to issue regulations in this field 
was granted by the securities ex- 
change act of 1934. 

Pursuant to these provisions, the 
board has issued twin regulations, 
T and U. Regulation T, following 
sections 7 and 8 (a) of the securi- 
ties exchange act of 1934, gov- 
erns extension and maintenance of 
credit by brokers and dealers in 
securities for the purpose of pur- 
chasing or carrying securities. 
Regulation U, following section 7 
(d) of the act, governs loans made 
by banks for the purpose of pur- 
chasing or carrying stocks regis- 
tered on exchanges. 

One of the conditions at which 
the original provisions of the fed- 
eral reserve act were directed was 
the use of bank funds to finance 
stock market speculation. It al- 
ways has been clear that the act 
sought to make credit ample with- 
out encouraging its speculative 
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TEAM-MATES OF PROFITS 








is complete. 


There’s no need for mark-downs, sales or price-cutting in 
merchandising LUFKIN Tapes, Rules and Precision Tools, 
for LUFKIN products at regular price are always a good buy. 
Users in every trade and industry hail them as downright 
good tools. You'll do a real volume business on them. 


Make certain your stock 


Write for 


OFKIN 


Catalog Number Twelve 


TAPES « RULES * PRECISION TOOLS 
SAGINAW, MICHIGAN + New York City 














12 L STREET, S. E. 











CASH IN 


On Special 
4-COLOR 


FIENDOIL 


CONSUMER MESSAGE IN OCT. 
OUTDOOR LIFE 


THE October issue of Outdoor Life will carry a 

special 4-color full page insert on Fiendoil. This 
insert will dominate the issue and will be read by 
280,000 sports lovers throughout the United States. 
Why not stock up now to meet the big demand this 
SPECIAL CONCENTRATED CONSUMER ADVER- 
TISING will create in YOUR community. Write 
now for the 12 tin carton of Fiendoil ($3.20) and 
get FREE OF CHARGE our beautiful, brilliant 
5-color counter stand to tie up with Fiendoil National 
Advertising. 


I 96 oi 554 depend aca aia pids dad waka) anid gaa 40c 
NE I ain cciet nic caecs oo aieadesae $3.20 doz. 








THE McCAMBRIDGE & McCAMBRIDGE COMPANY 


WASHINGTON, D. C. 











There are a number of things about 
Greenlee Spiral Screw Drivers that 
make them easy to sell. Appearance, 
alone, is decidedly in their favor. They 
look well balanced, are nicely finished 
and, of outstanding importance, the 
customer sees at a glance that the 
spiral is fully enclosed at all times. 


After a Greenlee Spiral Screw Driver 
is purchased, these same features, plus 
others not so readily apparent, keep 
them sold. Their chromium finish 
keeps them looking right. Dust and 
dirt can’t get in, because of the en- 
closing sleeve, which also makes for 
efficient lubrication and makes it im- 
possible to pinch the fingers between 
the bit chuck and the body of the 
driver. They stand up, too, because 
every part is built to operate with a 
minimum of wear. 


You should know more about Greenlee 
Screw Drivers, because they make 
satisfied customers. And satisfied cus- 
tomers are your greatest sales asset. 


Write Today for Complete Informa- 
tion, Giving the Name of Your Jobber. 








GREENLEE TOOL CO. 


1735 Columbia Ave Rockford, Illinois 
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use; but the difficulty has been to 
make measures of control work in 
one field without producing cor- 
responding but undesired results 
in the other. Difficulty in discrim- 
inating between the possible uses 
to which credit might be put was 
characteristic of attempts to reach 
the objective by control from the 
angle of supply. It appears to be 
obviated in the new provisions, 
which attempt to reach the objec- 
tive from the angle of demand. 

This power which has _ been 
given the board to impose and re- 
lax restraints upon the demand 
for credit for speculative purposes 
is definitely selective. It is aimed 
at a particular use of credit and 
at the specific channels through 
which demand becomes effective. 
For this purpose, powers of the 
board are extended outside the 
Federal Reserve System to reach 
directly also brokers and even non- 
member banks. The new powers 
differ from those of discount, be- 
cause although the latter may be 
exercised to discriminate against 
paper directly involved in specu- 
lative uses, they cannot prevent the 
speculative use of funds procured 
by the discount of paper not di- 
rectly involved in_ speculation. 
They also differ in effect from the 
power to conduct open market op- 
erations, which influence the total 
amount of funds but not the uses 
to which they can be put. The 
same is true of the power to alter 
reserve requirements. The power 
to take direct action can be used 
to discriminate against the ap 
ulative use of credit, but only i 
individual cases. The new iia 
with respect to margin require- 
ments, however, are under no such 
limitations. 

Let me mention a few things 
that complicate the task of credit 
control. There has never been a 
time when the membership of the 
Federal Reserve System included 
as many as half the banks in the 
country. It does not now. The 
majority of banks in the United 
States are outside the system, al- 
though it is true that the system 
includes most of the large banks 
and therefore, includes the bulk of 
the banking business of the coun- 
try. 

For another thing, United States 
Treasury activities must be taken 












INSTANT ACCURACY 


ON FAIRBANKS SCALES 
WITH PRECISION INDICATOR 


Time saved soon pays for 
Fairbanks platform 
scales with precision in- 
dicator. No guessing at 
Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased . 
every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 
time. Write 
Fairbanks, 
Morse & Co., 906 
S. Wabash Ave., 
Chicago, Ill. 


7217-SA202.53 


FAIRBANKS-MORSE 
a, (_) 


AD lersists 


ARMSTRCNG BROS. 


Improved PIPE VISES 
The ony and Features 
that Close Sales 


ARMSTRONG BROS. Chain 
Vises (patented) have 1-piece 
jaws (both jaws, a single drop 
forging with center lug that pre- 
vents bending of the smallest 
pipe). Base and handle are 
Scop forged. Chain, proof-tested. 














The Open Side and Hinged Vises 
have bodies of certified malleable 
iron; tool steel jaws—accurately 
machined; oval-end handles that 
do not pinch hands. The Hinged 
Vise has an unbreakable hook— 
drop forged steel. 





The quality and features of 
these vises are typical of all 
ARMSTRONG BROS. Pipe 
Tools — the most complete 
line made—for each is an 
improved, a more _ usable 
tool. 


Write for 
Catalog 





ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. CHICAGO, U. S. A. 
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“GOING PLACES 
IN A BIG WAY” 


Introducing a remarkable advance 
in the development of protective 
finish for 


SADDLERY 
HARDWARE 


Eberite excels all previous fin- 
ishes in its resistance to rust, wear 
and weather. It plates evenly and 
covers fully. It is fused to the base 
metal and will not crack or chip. 
This amazing new finish of endur- 
ing beauty is an Exclusive Feature 
of The Eberhard Manufacturing 
Company's Saddlery Hardware. 


Write for special folder to 


The 
EBERHARD 


Manufacturing Co. 
Cleveland, Ohio 
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Oil Control Valves 
Keep Your Heaters 


Your sales are made easier, and your profits 
multiplied, when your Oil Burning Space 
Heaters, Ranges, and Water Heaters are 
equipped with A-P Oil Controls. The A-P 
Oil Control on any oil-burning appliance in 
your store is guarantee of service-free de- 
pendability, positive safety, and increased 
efficiency. This is proof of alert A-P En- 
gineering that helps you to promote an ever- 
increasing list of satisfied and enthusiastic 
customers. 


AUTOMATIC PRODUCTS COMPANY 
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into account. These have to do in 
part with the operations of the ex- 
change stabilization fund and the 
issue of circulating media, and in 
part with the public debt, and the 
government’s receipts and expen- 
ditures. 

Finally, conditions that arise not 
only outside the system, but out- 
side the country, affect the domes- 
tic banking situation. 





Legally Speaking 


(Continued from page 42) 


stallment payments. In the suit 
the buyer contended that the in- 
stallment payments had not been 
paid because the seller had not 
delivered all the attachments and 
appliances for the operation of the 
equipment. 

The court found that the equip- 
ment could actually be operated 
without these additional attach- 
ments and that the value of the 
extra appliances was trifling com- 
pared with the value of the equip- 
ment as a whole. The seller was 
therefore allowed to get back the 
equipment. 

That a similar case might read- 
ily be ruled the other way is in- 
dicated by the fact that in this case 
a strong dissenting opinion was 
filed by one of the judges. (Ta- 
coma Beauty and Barber Supply 
Company vs. Hastings, 67 Pacific 
Reporter, second series, 325.) 


Fire Insurance 


Is your fire insurance coverage 
really as much as you think it is? 
The owner of a building who 
thought he had fire insurance for 
$4,200 discovered, when a fire 
occurred, that actually $1,000 of 
the coverage was ineffective. 

This policy for $1,000 contained 
a provision that all the fire insur- 
ance on the building, including 
the $1,000 policy, should not ex- 
ceed $2,800. Actually, this $1,000 
policy brought the coverage up to 
$4,200. 

When the fire insurance com- 
pany declined to pay the loss on 
the $1,000 policy, the owner of 
the burned building sued. The 
court pointed out, however, that 
from a legal point of view, the 
policy had never been in effect at 
all, because it was inoperative un- 
der its terms, if the total insurance 





| Takes 


| hardware store. 


| The display 


| the consumer . 






for 


the FUSSY 
Customer 


guess- 


work out of the 





| package tells 


. . the cash register 


tells the retailer . . . sales figures 


| tell the jobber. 


| Newport Steam Distilled Wood Tur- 


| pentine is distillery sealed . . . in 


the green, black and white litho- 
graphed package ... in the pack- 
age that sells from the shelf... 


with ther visible responsibility of 


| Newport clearly displayed. 


| The superiority of this water white, 


| crystal clear turpentine is beyond 


dispute. The greater profit for Mr. 


| Retailer is the finest deal ever 


offered, 
WATER WHITE 
CRYSTAL 
PURE 


TURPENTINE 
an ana pax 












-  pddress Out Main Offce: 230 Park Ave. NewYork City 
Planes: De Quincy, La,~~Pensacola, Fla, Bay Minette, Ala. -- 
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LIKE THE MERCURY, 


PIPE TOOL 
SALES 


ARE GOING UP 














Hot weather means good business— 
when you feature “Greenfield” pipe 
tools. “Greenfield’s’’ reputation for 
durability, accuracy and long life has 
created a steady demand for “Green- 
field” products. 


Get your share of the tool business 
created by increased building and mod- 
ernization by featuring “Greenfield” 
adjustable stock and die sets. They 
are available in 16 different assort- 
ments, to cut pipe from %” to 2”. 
Like all “Greenfield” tools, they are 
fully guaranteed. 


Don’t forget to include “Greenfield” 
pipe wrenches, vises and cutters in vour 
displays. They're profitable, too. 

If you do not have the latest “Green- 
field” Small Tool Catalog write your 
jobber or us today. It will be mailed 
promptly without cost or obligation. 


GREENFIELD TAP & DIE CORP. 
Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Creenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 


GREENFIEL 
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exceeded $2,800. The insurance 
company was directed to refund 
the premium paid for the policy, 
but that was all the owner of the 
building got. 

Insurance companies do not 
overinsure buildings and stock if 
they can help it, but some owners 
have a tendency to insure for 
amounts in excess of the true 
values. The effect of this is that 


so long as there is no loss, the 
owners continue to pay premiums 
on policies for more than the in- 
sured buildings and merchandise 
are worth. If there is a loss, at 
least some of the coverage may 
be absolutely ineffective, as in the 
case just described. (Quesenberry 
vs. National Fire Insurance Com- 
pany, No. 29973 Supreme Court 
of Nebraska. 





Coming Conventions and Events 


National Federation of Implement 
Dealers’ Associations 38th Annual 
convention, Hotel Sherman, Chicago, 
Ill., Oct. 6 to 8 inclusive, 1937. H. 
J. Hodge, secretary, Abilene, Kan. 

New York State Retail Hardware 
Association Annual Convention and 
Exposition, Hotel Statler, Buffalo, 
N. Y.. Feb. 8 to 10 inclusive, 1938. 
John B. Foley, secretary, 510 Hills 
Bldg., Syracuse, N. Y. 

National House Furnishings Man- 
ufacturers Association, 11th annual 
exhibit, Stevens Hotel, Chicago, II1., 
Jan. 9 to 15 inclusive. 1938. Warren 
Edwards, secretary, 228 N. LaSalle 
St., Chicago. 

National Wholesale Hardware As- 
sociation, 43d annual convention, 
jointly held with American Hard- 
ware Manufacturers Association, 
75th semi-annual convention, Palm- 
er House, Chicago, IIl., Oct. 18 to 2] 
inclusive, 1937. Secretary Whole- 
salers Assn., George A. Fernley, 505 
Arch St., Philadelphia, Pa.; secre- 


tary, Manufacturers Association, 
Charles F. Rockwell, 342 Madison 
Ave., New York City. 

Texas Hardware & Implement As- 
sociation, 40th annual convention, 
Hotel Baker, Dallas, Tex., Jan. 25, 
26, and 27, 1938, inclusive. Dan W. 
Scoates, secretary, College Station, 
Tex. 

The Western Retail Implement & 
Hardware Association, 49th annual 
convention and exhibition, Kansas 
City, Mo., Jan. 18 to 20 1937, inclu- 
sive. Sessions and exposition; New 
Municipal Auditorium. Herbert J. 
Hodge, secretary-treasurer, Abilene, 
Kan. 

National Association of Contract 
Builders’ Hardware Distributors, 
fourth annual convention and ex- 
bition, Palmer House, Chicago, IIl., 
Sept. 21-23, 1937, inclusive. J. 
Harold Dumbell, Samuel McKnight 
Hardware Co., president. Association 
offices, 225 Federal St., N. S. Pitts- 
burgh, Pa. 





Armco Stainless Steel 


A 26-page booklet on Armco stain- 
less steel—chromium and nickel grades, 
illustrating the use of stainless steel 
in many products, has recently been 
issued. The booklet contains detailed 
information on heat treatment, drawing, 
punching and shearing, spinning, rivet- 
ing, welding, electric and gas welding, 
soldering, brazing and pickling. Charts 
show the chemical and physical prop- 
erties of Armco stainless steels, in ad- 
dition to corrosion resistance data. The 
American Rolling Mill Co., Middletown, 
Ohio. 





Dumb Waiter Catalog 


Catalog “U”—contains many _ im- 
provements over the old catalog “T.” 
New catalog shows the different types 
of Sedgwick dumb waiters for a va- 
riety of purposes. Illustrations include 
actual photographs of the dumb wait- 
ers themselves and diagrammed draw- 
ings. Complete specifications are given. 
Also included in the catalog is a chart 


of suggested uses for Sedgwick dumb 
waiters. Sedgwick Machine Works, 160 
W. 15th St., New York City. 





Turner Day Catalog 


No. “A” shows and describes a wide 
variety of standard handle patterns for 
axes, picks, hoes, sledges, tools, etc. 
Several pages of this attractive new 
catalog are devoted to the manufactur- 
ing processes of these handles and to 
the company’s services such as pack- 
ing, various finishes, trademarking and 
grademaking, etc. This catalog is of 20 
pages and is plastic bound. Turner, Day 
& Woolworth Handle Co., Louisville, 
Ky. 


Door Holders 


A new folder and price list cover- 
ing the line of Grand door holders has 
recently been issued. A complete cata- 
log on door controls is also available. 
Grand Specialties Co., 3101 W. Grand 
Ave., Chicago, Ill. 
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TO MAKE GOOD ROOFING 
BETTER— | 


Leading Manufacturers of Roofing 
A seal it witha | 
top layer of 






STA-SO 


the crushed slate | 
surfacing thatde- | 
fies the elements. 





( That’s why you—Mr. Dealer—can safely recommend \ 
any brand of roofing that is surfaced with STA-SO 
—the sure defense against weather and wear. 


STA-SO consists of crushed hard slate particles 
imbedded in roofing to overlap like fish scales, giving 
the surface an armor-like resistance to age, sun, 
weather and fire. Particles do not drop out or wash 
off. Comes in many colors and they never fade. 


The presence of STA-SO on any particular make of roofing 
is not indicated by any STA-SO brand or label. Therefore 
make sure that any roofing you recommend has STA-SO 
protection. WRITE FOR THE FACTS. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


* STA-SOns22 


SURFACING 
ASBESTOS 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


| 
| 

















THE RAYBESTOS DIVISION 


EMPIRE LEVEL 
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EMPIRE 
Level Assortment 


A selected stock of Best Sellers on an Attractive Display 
Rack. They include: No. 12, 666, 200, 156, 38, 151, 
147 and 600 from Top to Bottom in order listed. Also 
1 extra level of No. 12, No. 666, No. 200 and No. 38. 
1 Doz. in all. Also Window Transfer, Gold Letter Sign 
and Yellow and Green Streamers. Specify Complete 
Assortment No. 1000, wet. 18 Ibs. 


Show These Popular Levels In Your Win- 
dow With Attractive EMPIRE Displays 


ASK YOUR JOBBER 


EMPIRE LEVEL MFG. CO. 
717 South Gth St.. Milwaukee, Wis. 





Are you having trouble getting glass when you want 
it? Are you getting a high quality glass? If not, then we 
suggest that you try Clearlite Quality Glass. Shipments 
made when promised . . . dependable as to quality, 
and graded according to the highest staqdards. Clear 
vision, brilliant lustre, perfectly flat and easy to cut. 


THERE'S A CLEARLITE JOBBER READY TO SERVE YOU 


EASY ON THE EYES 


FOURCO GLASS CO. 


General Offices: CLARKSBURG, W. VA. 
Branch Sales Offices: New York « Chicago * Ft. Smith, Ark. 


NATION-WIDE DISTRIBUTION 
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Ring UpNewDimesOn 
These Money Makers 








Tuis Display is Kitchen Devil's 10c Counter of 
new, popular Pot Ci s—''MOP,"’ ""BALL,"* 
“"HANDLE,"’ and ""GOLD."" Packed ONE Style 
or FOUR Styles ASSORTED, in 2 Dozen Cartons. 
"GOLD" Cleaner in hand Celloph En- 
velope. 








Just put one of these displays on your counter. 
Let customers pick out style of cleaners pre- 
ferred. Watch them sell! 


LANDON P. SMITH, Inc. 
IRVINGTON, N. J., U. S. A. 









LASS CUTTERS 
TTY KNIVES - WC 






GLAZIERS’ POINTS «GLASS PLIERS 
D SCRAPERS «= LAWN SPRINKLERS 
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Developing a Sport Goods Business 


(Continued from page 33) 


but that was corrected by the or- 
ganizing ot the first leagues out- 
fitted with proper uniforms. It 
was only a matter of a short while 
till all demanded uniforms. The 
organization of these leagues paid 
out well for the Bakersfield store 
in the sale of everything from 
balls to water buckets. 


The Bakersfield High School, so 


far as athletic equipment is con- 


cerned, is as important as any 
university. Baseball, basketball, 
football, track and gymnasium 


equipment needs roll up a grand 
volume of business, running into 
thousands of dollars a year. The 
Bakersfield Hardware Co. has a 
man constantly on the job keeping 
this business in Bakersfield. His 
personal contacts with the school 
enable him to know the require- 
ments first hand and to have the 
goods on the shelves just when 
wanted. 

Badminton has made a friendly 
invasion of Bakersfield through 
Mr. Allen’s generalship. Starting 
with low-priced sets, the badmin- 
tonians have come to ask for bet- 
ter equipment, some rackets run- 
ning to figures like $15 each. Or- 
ganization of badminton clubs has 
resulted, through contests, in keen- 


‘er interest in the game. 


Golf has contributed its share 
through the stocking of all weights 
of clubs. The golf department 
now embraces evéry item from 
shoes to balls. Those demanding 
special clubs can obtain them 
right in Bakersfield, with no need 
for sending out of town. Custom- 
ers were so well served that they 
told their friends and even pros 
are sending business to the hard- 
ware store, instead of selling from 
catalogs as formerly. 

Just as these sports have been 
thoroughly promoted, so have ten- 
nis, baseball, fishing and hunting 
in turn. The type of selling di- 
rected by Mr. Allen has all tended 
to trade up, through a keener 
interest in the game or sport, to 
higher units of sale. In the case 
of tennis, for instance, eight dif- 
ferent weights and balances in 
rackets are carried and restringing 
is done by an expert who is paid 


extra for high-grade workman- 
ship. Champions of the game 
patronize and go out of their way 
to recommend the store. 

Bakersfield is a great place for 
fishing enthusiasts. Last year 
2,000 licenses were issued to cus- 
tomers of the Bakersfield Hard- 
ware Co. As in all the other divi- 
sions of the department, adver- 
tising played an important part. 
At the start of the season a pop- 
ular-priced outfit was displayed 
and advertised at $19 and it at- 
tracted the casual customer inter- 
ested in a few days’ sport. Ex- 
perts were supplied with high- 
grade outfits and, of course, the 
amateurs were educated into want- 
ing better equipment, including 
clothing and accessories. 

In an effort to be of complete 
service to the sportsman, the store 
supplies shoes, hats, sweat shirts, 
hose, boots, rubber footwear, etc., 
for any and all sporting require- 
ments. Sweat shirts alone are 
bought in hundred dozen lots and 
other items in like proportions. 

All this is a far cry from the 
requirements and ideas of stock 
in the days of the original found- 
er, J. R. White, but is an instance 
of the opportunities for merchan- 
dising in today’s picture. 

The deductions obtained by a 
visit to the Bakersfield store are: 
First, a thorough job of this kind 
requires a complete stock and the 
willingness to spend money in de- 
veloping the department. Second, 
it is necessary to have a man or 
men familiar with all branches 
of sports who can organize and 
promote and be well liked by all 
types of customers from young- 
sters to older members of the fam- 
ily. They must be able to speak 
the language of the sports. 

All this wide development of 
the sporting goods department has 
not affected the regular hardware 
complexion of the store as a 
whole. For instance, the men in 
the front row of the group pic- 
ture are part of the crew who do 
a fine job for the major appli- 
ance department. Nine carloads 
of electric refrigerators were sold 
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A new and complete line of ready tv nail Horse, 

Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balanced, and shaped to fit the average 

horse's foot without alteration. Nail holes are 

elean, correctly tapered and spaced. Easily nailed. 
Write for information. 











Model 860 
LIST PRICE 


$4 g50 


Complete 
less motor 


Tr rn 








Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 
ternal mix spray gun with quart aluminum 
cup. List only $18.50—others $5.00—$14.00. 
Autopower sprayers $2.60 and up. No cylin- 
ders, pistons or rings to wear out. Sturdy, 
efficient, yet low in cost. 


W. R. BROWN CORP. 


5724 Armitage Ave., CHICAGO, ILL. 


DEALERS: 


Send for price list, 
discounts and details 
on electric and auto- 
power paint sprayers. 
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1937 











Some the om 
SOLID 


ADJUSTABLE 


ADJUSTABLE or 
SOLID—ARMSTRONG 
DIES are " 


Kalorized" 


ARMSTRONG Guaranteep 
STOCKS & DIES 


Different people have personal or professional preferences for 
SQUARE STOCKS and DIES; others demand ADJUSTABLE 
STOCKS and DIES. One thing wise dealers know—and records 
back them up—that ARMSTRONGS are the favorites for nearly 
70 years—that they are MODERN TOOLS for MODERN PIPE. 


ARMSTRONG 


MANUFACTURING COMPANY 


BRIDGEPORT 


CONNECTICUT, U.S.A. EST. 1869 










Rugged PLOW BOLTS 


Triplex Plow Bolts are husky and powerful, 


| formed and threaded with skillful precision, elec- 


tric heat-treated and quenched in rust-resisting 


| oil. You'll find Triplex a better source of supply. 


Write for catalog, prices, samples. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF [AND SET SCREWS, BOLTS AND NUTS 









DIETZ LANTERNS 
STREAMLINED 
Twice As Attractive —Twice As Salable 


LANTERNS J 


Dietz famous “Little Wizard’ and 
“Monarch’’—same at heart but clothed 
anew in streamline dress and up-to-the- 
minute structural refinements. 

Their good looks change the mind of regu- 
lar iantern users who had not thought to 
buy lanterns immediately—and bring those 
customers to the buying point who never 
realize their need of lanterns until they are 
up to the neck in trouble through some emer- 
gency. 

STOCK THESE LANTERNS—DISPLAY 
THEM—WATCH THEM SELL. 





R.E.DIETZ COMPANY 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 


DOING THEIR SHARE 








Atarrimus 


For 110 years this 
trade mark has been 
the guide to the 
best in axes. 


&.- 


Michigan 


First on balance, steel, 





temper, cutting ability, 
straight eye, Collins Axes 


are doing their share to y 
make profitable sales for 

hardware stores. If your D 
jobber can’t supply you, ~*~ 


write us. The Collins Co., < 1 Dayton 
Collinsville, Conn. ' Beveled 





Dayton 
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by this group in a six months’ 
period. 

Builders’ and shelf hardware, 
glass, power tools, garden and 
farm accessories are carried as 
completely and merchandised as 
thoroughly as the sporting goods 


are. The store is the largest out- 
let for a nationally-known paint 
line in the county. 
Thorough-going development of 
every line carried is the secret of 
the Bakersfield Hardware Co.’s 


success. 





National Debt More Than 
36 Billions 
Highest in History of U.S.A. 


TATING that the debt of the 
Federal Government is now 
more than 36 billion dollars, the 
highest level in our national history, 
and 10 billion dollars above the peak 
at the end of the World War, the 
Committee on Government Credit 
of the Twentieth Century Fund re- 
veals five immediately interesting 
facts in the present debt situation: 
1. The resources of the country 
are undoubtedly great enough to 
support the present debts. 

2. The Committee does not regard 
either the large increase in the pub- 
lic debt or its present size as a cause 
of apprehension, BUT 

3. A continuance of deficit finan- 
cing, although necessary in the 
depths of a depression, would be 
both dangerous and unnecessary if 
carried into a period of recovery. 

4. Government budgets must be 
balanced, not by a precise equaliza- 
tion of expenditures and revenues in 
any single year, but by paying off 
the debts contracted during depres- 
sion with the surpluses available 
during prosperity. 

5. That an inflationary boom may 
be the culmination of the present 
recovery now under way is becoming 
widely recognized. This situation 
makes it imperative to place the gov- 
ernment finances on a sound basis as 
rapidly as possible. 


A Program of Action 


A Program of Action, proposed by 
the Committee on Government Cred- 
it, is included in the report. Out- 
standing among the recommenda- 
tions outlined in the program is the 
suggestion by the Committee that 
the general goal of government fiscal 
policy during the next decade should 
be the reduction of the debt by an 
average amount of at least one bil- 
lion dollars a year, taking good times 
and bad together. 

The suggested Program of Action 
reads in part: 

1. Nothing but dire necessity 


should be allowed to interfere with 
the actual balancing of the budget 
(except for statutory debt retire- 
ment) in the fiscal year 1938. In 
general we believe that expenditures 
should be kept within the forecast 
of the President’s Budget Message. 
But if this proves impossible or if, 
as appears not unlikely, the total of 
ordinary taxes, social security taxes 
and other levies fall short of meet- 
ing our needs, additional revenues 
consistent with a sound public policy 
and of sufficient size to bring the 
budget into balance should be pro- 
vided at this session of Congress. 
We believe particularly that any 
further increase in revenues arising 
out of returning prosperity should 
not be regarded as a justification for 
new spending, but should be applied 
toward debt retirement. 

2. Unless a serious setback in 
business activity occurs, substantial 
debt reduction should commence in 
the fiscal year 1939. The President’s 
Budget Message tentatively forecasts 
a budget surplus in that year large 
enough to permit statutory debt re- 
tirement of about 400 million dollars. 
This amount the Committee believes 
is inadequate for a program of de- 
sirable debt reduction. If possible, 
provision should be made for debt 
retirement of at least one billion 
dollars in 1939. 

3. The Committee further recom- 
mends that the general goal of gov- 
ernment fiscal policy during the next 
decade should be the reduction of 
the debt by an average amount of 
at least one billion dollars a year, 
taking good times and bad together. 
To this amount of debt reduction 
should be added such proceeds as 
later may become available from 
the liquidation of assets of govern- 
ment agencies and the distributable 
part of the gold stabilization fund. 
The accounting practices of the 
Treasury should also be made to re- 
flect the true effect of the repayment 
of loans made by government agen- 
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SPRAY 
PRINTING 
OUTFIT 


/], SHOWERS 


for Country Folks 








REAL PERFORMANCE—LOW COST 


Here’s just the outfit hardware dealers 
need to win volume business in spray 
painting equipment! 
For the first time — 
Jiffy brings real paint- 
ing performance to the 
low-priced field. Even 
a@ novice can secure 
quality workmanship! 
Jiffy is equipped with 
Crown’s new No. 18 
Pressure-Type Gun. Diaphragm Compressor (no 
pistons, cylinders or rings). Pressure-Feed Oil Sys- 
tem. Air Cleaner, Air Pressure adjustment, weight 
42 lbs. with motor. Guaranteed by Crown manufac- 
turers of famous Airflo outfits and full line of spray 
painting equipment since 1913. 





Write today for complete details, and a copy of 
Crown’s Merchandising Plan ... It will mean extra 
profits for you! 


CROWN SPRAY GUN MFG. CO. 


1218 Venice Blvd., Los Angeles, Calif. e Warehouses in Principal Cities 








Business must be regu- 
lated as well as traffic. We stopped 
you just long enough to tell you that 
copy for your Classified Opportuni- 
ties advertisement together with 
your remittance must reach us at 
least 15 days before publication date 
to insure insertion. 
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Classified Opportunities Dept. 
239 West 39th St.+ New York, N. Y. 
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bring 
SHOWERS 


of sales for you 










The shortest route to water 

system sales is via The Roper 

Line. Dealers the country over are set- 
ting new sales records with Roper 
Systems simply because they eclipse all 
previous standards of value and per- 
formance. Eighty years of engineering 
and manufacturing experience is reason 
enough for Roper leadership. Write for 
catalog and complete details regarding 
Roper Shallow and Deep Well Systems. 


ROPER 
WATER SYSTEMS 


Eo 
STAR ® BRAND 


-COPPER RIVETS AND es 


1 
i 

















COPPER & BRASS 
Belt & Trunk 
Rivets & Burs 

Round, Flat, Counter 
sunk Head Rivets 
Washers 


SO} co. Est. 1849 
grow sowie” "Scaew waceame mnooucrs =» WATERVILLE _ 





MACHINE SCREWS MACHINE SCREW NUTS 
coy eames = CONNECTICUT — 
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There’s 


Profit 


in Frames J 


Dealers throughout the country are specializing on 
Trojan Frames—are realizing increased sales, more 
profits through exclusive handling. Your custom- 
ers will like these spring steel chrome or nickel 
plated frames that give maximum blade tension, 
that have a finely finished hard wood handle guar- 
anteed not to twist or break off, and will be 
satisfied repeat customers. The Trojan line is a 
complete line offer- 
ing a frame for every 
sawing requirement. Write 
Order Trojan next for 
time from your job- 
ber or write us direct. 


ACKERMANN 
STEFFAN & CO. 
4509 Palmer St. 

Chicago, Ill. 


604 Mission Street, San 
Francisco, Calif.. & 200 
Chureh Street, New York 





Catalog 















ALLITH 


















PRICE LEADER 
of Its Class ... 


Swings the garage door hardware busi- 
ness YOUR way .. . because it gives 
smooth-working efficiency, durability 
and satisfaction at a price your custom- 
ers are ready to pay. ALLITH quality 
in every detail, too. “50-50” has been a 
heavy seller all this season. Let it get 
business for you. 


Hardware for any DOOR 


Complete sets for 
over-head, round-a- 
corner, folding- 
sliding and straight 
sliding doors of all 
sizes and types, as 














hangers, 
track, hinges, latches 


been a leader for 36 
years. 


WRITE FOR THE NEW CATALOG 





ALLITH-PROUTY INC. Danville. IIL 











cies and of current government ex- 
penditures. 

Whether any such average rate of 
debt retirement can be realized dur- 
ing the next decade or so without a 
substantial increase in taxes ob- 
viously depends on the course of 
business recovery and the trend of 
government expenditures. Neither 
can be forecast, nor can the possi- 
bility of another severe depression 
be foreseen. 

4. The Committee further recom- 
mends that the Treasury refunding 
program be continued with the ulti- 
mate aim of reestablishing approxi- 
mately the relation between long- 
term, medium-term and _ short-term 
securities which existed prior to the 
depression. At that time, 76 per cent 
of the total interest-bearing govern- 
men debt was represented by long- 
term bonds, 15 per cent by five-year 
Treasury notes and 9 per cent by 
short-term securities such as certifi- 
cates of indebtedness and Treasury 
bills. Increasing the proportion of 
long-term securities would enable 
the banks to dispose of some of their 
present heavy holdings of. govern- 
ment securities and would thus de- 
crease the pressure for bank credit 
expansion. Refunding operations 
should be designed to shift a larger 
proportion of the outstanding debt 
into the hands of genuine investors. 
thus affording the Treasury more 
leeway in case it again becomes 
necessary to resort to large-scale 
borrowing through sale of short-term 
obligations to banks. 


Comparisons: 
United States, 
United Kingdom & France 


The research report prepared for 
the Committee by Dr. Paul W. Stew- 
art and Dr. Rufus S. Tucker states 
that, taking the totals of national 
and local net debts in each case, the 
total debts of the United States, 
Great Britain and France at the end 
of 1936, were as follows in descend- 





ing order of magnitude and ex- 
pressed in dollars at the prevailing 
rate of exchange on December 31, 
1936: The United States, $49,805,- 
000,000; United Kingdom, $42,206,- 
000,000; France, $19,147,000,000. 

The public debt of the United 
States, says the report, is still 
moderate compared with the debts 
of both the United Kingdom and 
France, considering the relative pop- 
ulation, wealth and income of the 
three countries. On the other hand, 
it should be remembered that the 
debts of Great Britain and France 
are chiefly in the hands of genuine 
investors while our own public debt 
has been more largely absorbed by 
the banking system. 

The per capita government debt 
burden of the United States mea- 
sured in United States dollars is not 
nearly as heavy at the end of 1936 
as in the United Kingdom or France. 
the report points out. On the other 
hand, the per capita cost of govern- 
ment, as measured by total govern- 
mental expenditures, was consider- 
ably greater for the United States 
than for either the United Kingdom 
or France. 

The national wealth and income 
of the United States are also shown 
to be greater than those of the 
United Kingdom and France, from 
which it might be concluded that 
the United States could support a 
heavier absolute burden of debt and 
expenditures. The ability of a na- 
tion to bear a debt and expenditures, 
however, depends primarily on the 
willingness of its citizens to pay 
taxes. Despite the lower per capita 
income in the United Kingdom, and 
heavier per capita expenditures in 
most recent years, the British have 
managed to show a balanced budget. 
On the other hand the French have 
consistently failed during the same 
period to spend less than they have 
taken in, with the result that fiscal 
difficulties like those of the middle 
1920’s have recently been experi- 
enced. 





Smash The Theft Rings 


HOP lifting has become a nation- 
wide organized racket that 
amounts to millions of dollars an- 
nually but there is little organization 
to smash their activities. And when 
losses to merchants from shoplifting 
and stealing amount to from 50 to 
100 per cent as much as the adver- 
tising appropriation of these firms, it 
is high time that something definite 
be done. 
Crews and representatives of shop 


lifters are in every city and when 
there is sufficient merchandise col- 
lected, it goes into central headquar- 
ters and there is sold out as salvage, 
bankrupt, fire sales, and other stocks. 
Only the small fry and small opera- 
tors try to dispose of their stolen 
goods independently. The gangs that 
cause most loss are the ones that 
have the business departmentalized 
and systematized; with some stealing 
the merchandise; some doing the col- 
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GOOD 
POINTS 


Corbin Wood Screws 
have good points — 
clean and sharp; per- 
fect threads and sturdy 
heads. Uniformly made 
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TI —always dependable. 

* gp! Corbin makes a full line of Wood 
i and Lag Screws— Machine Screws 
TX and Nuts—Cap and Set Screws — Stove 


Bolts—Semi-finished Nuts— Chain and 
Escutcheon Pins. 
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THE CORBIN ~scaea (OO) 531O) 9.08 @)\| 
THE AMERICAN HARI I) 509mm @1@) 201 @) 50. WO), Fan. 1 01 OO) F108) 5 
NEW BRITAIN, CONN 
Warehouses: New York * Chicago 
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Feature the... 


SILVER CLIPPER 


IT SELLS ON SIGHT! 


| @ Here’s the scale your cus- FREE DISPLAY 
tomers will want for absolute An _ eye-catching _counter or 

| accuracy in canning — the von an Caper “~ : eoléee. 

Age . u pay only six fast-sell- 

| strikingly _beautiful new ing family scales and make 

| Hanson Silver Clipper— your full profit. Ask your job- 

| guaranteed by Good House- ber for catalog and prices. 

| keeping as advertised therein. 

| Modernistic silver and black HANSON SCALE co. 

| dial—unusual accuracy—rea- 510 N. Ada St., 1150 Broadway, 
sonable price. Chicago New York 








of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 





Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 





7 7 
It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS . 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JoBBERS | A COPY 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES a 
HARDWARE ASSOCIATION LISTS 











HARDWARE AGE VERIFIED LIST 


239 W. 39th Street New York, N. Y. 
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Mat ett ng don “Age of Color” wane’ oan Rate , 
“nt es ‘alee Color Treatment. Moet ets GF Fy 
CER. ° ever offered to paint 8° 0% ¥ 
ng pp F Co, ders. BO ROFITS! wit “oo 
Mone Cologe OSTS P oo 

ands, Manual is just one ite™ te 
Sing Proposition. For ALL 


| THE GLIDDEN COMPANY : National Headquarters» Cleveland, oO. 
TORIES OR BRANCHES IN PRINCIPAL CITIE 


GLIDDEN PAINTS 


* fverwhe ne on S very thing * 
GLIDDEN PRODUCTS NOW CARRY THE FAMOUS “TIME-TESTED” MARK OF QUALITY 
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Ss ¢ 2 3 2a} e power and conveyor belts. 
that it is almost impossible to trace ee a ee 


their source. fraying, 2- piece hinged 


D & N i & T O Me | lecting and transporting, and others | ELT LACINGS 
reselling the stocks in such channels logs sn ¢ cee Sedintiiee 








‘6 2° ise 
Lead Seal NAILS In the opinion of Robert L. Henry, | 4== Se 
Get samples of this remarkable rooting uati advertising and sa les promotion Write for Circular gay 


which makes any kind of roofing give better service 
Smart dealers everywhere sell it as a profit-maker | manager, Levy Bros., Houston, Tex., 
and good will builder. Note the famous ‘‘Lead she s he 20 ine 

Seal’’—the lead under the head and down the | Merchants have two courses to wipe WIREGRIP comes on proc- 





shank actually plugs the nail hole with lead! .. . > > 2cec ' ift- essed cards that prevent 
ian sen Jobber ae cults ad ter candies anh tam. | OO reduce the losses of shop lift waste —“every hook ean be ; 
onstratc locks. j " > ~2 anize used. Protects finger: 
The DENISTON Com an — . shor oo and work to plied with a WIREGRIP. Lacer or any other Standard Bel* 
pany obtain a Federal department to break | Lacing Machine ¥ & co 
4240 § Western Ave. CHICAGO, ILL. ARMSTRONG -BRA ° 


up this racket just as there is a “The Belt Lacing People’ 


specified department to fight dope pronase eee ee 
KEY BLANKS smuggling and selling. When the : 
Federal officers step into the scene, PACKAGED TO FIT TH 
OF EVERY DESCRIPTION there is less chance for local public- >. CUSTOMER’S NEEDS 
ity and they are able to operate on , 7% 
3 such a wide basis that they can 
smash the central headquarters of the 
ring. Merely convicting a few of 














e5 | to meet all competition 

. . Packaged in convenient tins 

for a ~ id trade and |, 5 - 
20-ib. spools for large users . 
eee ae full profit margin . 

Gardiner Repair-All Solder 

Catalogue on Request (Acid- Core) is a real trade and good-will builder. Your 


. . . steali ke Monareh Ball Metal, 
GRAHAM FG CO the ones who do the actual stealing feaber con sopem. 2 yy a, ath — all Me 
M : . will never solve the problem. 
Dept. W. The 


Derby, Conn., U.S. A second step that organized 


efforts of merchants can take in fight- 
ing the theft rings is to present the 

ROCHESTER ADJUSTABLE true facts to newspaper publishers I 
SASH BALANCES and stop all publicity attached to 


*) A product of Guar- = lifting — No one 
° anteed quality. Real 1as ever read of where some insur- 


wate tn teenie ance company prosecuted a little 
& defenseless women with sick children 


and an unemployed husband just be- 
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caecaanl 
4821 S. Campbell Ave., Chicago, III. i 




















STREL MORTAR HODS 

No dripping onto 
the user's back. 
Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 
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~ Write for prices. cause she accidentally let the house reinforced. The 
Rochester Sash Balance Co.. ine. | | atch fire to collect more insurance coon Ome suns ' 
Rechester, N. Y. than the property was worth. News- steel = 
papers publishers can also put the Write for prices. ss 
lid on the sob sister stories that gen- The Cleveland Wire Spring ¢ - 
erally go with shop lifting convic- e = Cleveland, Ohio * * 








tions and merchants will then have 
Tools that Serve — more money to invest in legitimate 


Cutlery that Cuts advertising. 







Chicago Rawhide and Indian Tan, 














We protect you through Jobbers waite | | arsints, ‘tough, ure- 
non er 1 --* 
. e re stren » an ougnness, 
DAMASCUS STEEL —— Children’s Vehicles = Specially tanned samithout 
Rockford inois me, acids or injurious 
A new 1937 catalog of 72 pages a to widths. wi 
Cc U T L E R Y has recently been issued illustrating Proof tested for strength. 
and describing the Toledo line of chil- ee Fae 
dren’s vehicles. The cataldg, which is a build — 
50th anniversary number, shows: auto- Price Circular 
BURDE N mobiles, baby walkers, barrows, bicycles, a _ + USA. 
doll vehicles, English tricycle, Irish : 
Horse & Mule mails, scooters, show boat, sidewalk 
Shoes bikes, sleds, teeter, tot bikes, veloci- { 


pedes, and steel and wood wagons. 
Many of these items are illustrated in 
full color. The Toledo Metal Wheel 
Co., 1400 Bancroft St., Toledo, Ohio. 





Hand puddied 
bar iron and 
iron rivets 











& | Fs » —— 
THE BURDEN IRON COMPANY as I) ; Lf | 
Established 1809 on l . orge 
TROY, N.Y. Model Airplanes 





49 Catalog No. 7 shows the Peerless | 

“ ws | fey = line of model airplane kits and sup- | to mention that 
} Process plies. Included in the kits is the Peer- 

qrencit less Quik-set cement and tissue cement, 


H a Oo I large size bottles of colored dope in 
Cc A the % in. and % in. kits, jap tissue 


MADE IN U.S.A. in bright, contrasting color in others, 


smooth cut, cleanly printed wood, saw 
ASK#YOUR JOBBER cut strips, full size, and complete plans 
HOYT & WORTHEN with detailed instructions and_photo- 


TANNING CORP. graphs. The Peerless Model Airplane 
HAVERHILL MASS. Co., 3088 W. 106 St., Cleveland, Ohio. 


you saw it in— 
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SELLS FAST AT ONLY 
$1.12 to $1.53 per opening 


@ With this new low cost, quality weatherstripping 
home owners can now weatherstrip one opening or 
one room at a time—at a price within the reach 
of everyone. Metalane opens up a big volume, big 


profit market for you. The biggest weatherstripping 
season is starting now! 

Anyone can install MetaLane quickly and easily. 
Beautiful silver finish will not tarnish or corrode. 
Keeps heat in, keeps out cold, soot and dust. 

You can really go places this year with MetaLane 


Write teday for details of Monarch’s 


profit build- 
ing Sales Plan—give jobber’s name 





6334 Etzel Ave. 
















MONARCH METAL WEATHERSTRIP CORP. 


St. Louis, 


Mo. 
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HEARTH 


in All Sizes. 
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Nippers, 


416 CHAPEL STREET 
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BRIGHT e ANNEALED ® COPPERED 
GALVANIZED and TINNED—Coiled, 
Straightened and Cut to Length— 





Punches, 


Also. includes 


IRE 


STEEL V MANUFACTURER CLIP 
V FLORIST V BALING 
V WEAVING V BUNDLING 
V STONE V BALE TIES 
V STAPLE V BOOKBINDING 


V AND OTHERS 


TCT RE BROTHERS 


VYORK-:-: WU. 


“This Bernard tool is cata- 
loged on pages 19 to 26 of 
the Hardware Age 1937-38 


Buyers’ Directory ana 
TAKE A LOOK 


You will find eight (8) pages 
of Bernard products in this 
Directory (pages 19 to 26) - - 
a complete buyers’ catalog of 
the Bernard line of Pliers, 


Pruners and special 


purpose tools for the hardware and 

Plier Pete 
BARGAIN SALES UNITS 

THE WM. SCHOLLHORN CO. 


mill supply trades.”’ 


NEW HAVEN, CONN 








DEALERS! 
JOBBERS! 


Beat the Chains by 
stocking this profit- 





@® 


Cat. No. 710 
Retail from 49¢ to $3.50 


Write for our Catalogue 


MONMOUTH STAMPING COMPANY 
151 Chambers St. New York City 


able line of Electric 
Cook Stoves. 


















“ASK ANY MECHANIC’ 
hell fell you 


IT PAYS TO 
BUY THE BEST 


Kraeuter Pliers have 
been the favorite of 
experienced Mechan- 
ics for the past 70 
years. They'll help 
turn out better work 
with less time and effort. There’s a model 
for every purpose. For full information, 
write Dept. “HA.” 


KRAEUTER & CO. srenutacturcn of 


(Pronounced KROY-TER) Highest Quality Pliers 


NEWARK, N. J. and Tools Since 1860 







THE DIFFERENCE 
BETWEEN KRAEUTER 
PLIERS AND THE 
ORDINARY KIND 
MEANS MONEY IN 
MY POCKET 

















*& STAR HEEL PLATES * 








For nearly 30 years Star Heel Plates 
have won and held the trade of thou- 
sands of customers, because their 
QUALITY never disappoints. That is 
why they are 


Steady Profit Makers 


Look up your stock and keef stocked. 
fit all sizes of shoes from the smallest to the 
Sold by Leading Jobbers. 





For Dealers 


9 popular sizes to 
largest. 
4 gross pairs in box. Send for 


Samples and Prices. 





> STAR HEEL PLATE CO. 
Newark N. J. 


* 














EASY TO OPERATE 


Just turn the crank 


WORM ORIVE 
TRANSOM 
LIFT 


KEEPS BURGLARS OUT 


e You will be amazed at the smooth 


= positive action of the SAFEGUARD 
y TL and the absence of any sticking or jam- 
ming. So easy to operate that even a child 

can adjust a heavy transom to any position. 


Prevents intruders from breaking through tran- 
som. WORM DRIVE automatically locks in any 
position and transom cannot be forced open from 
outside. 












Write for information. 


John S. Gullborg Mfg. Company 
4313 Ravenswood Avenue Chicago 
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Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Texarkana, Ark.-Tex.: Who makes 
the Kentucky Maid hair straighten- 
ing combs?—-Buhrman-Pharr. 

ANSWER: F. Wolkow & Sons. 
Louisville, Ky. 


* * k 


Goldsboro, N. C.: Who makes a 
lawn mower that has a swinging 
blade, instead of the regular revolv- 
ing type blades. This mower is 
geared so that the blades swig in a 
circle like a scythe blade?—Smith 
Hardware Co. 

ANSWER: Auto Sickle Co., 68 
Pleasant, So. Natick, Mass. 


* * x 


Oslo, Sweden: Please furnish the 
address of the Platinum Products 
Corp., manufacturers of the Lektro- 
lite cigaret lighters—Ingwald Niel- 
sen. 


ANSWER: 521 5th Ave., New 
York, N. Y. 


* * * 


Newport, Vt.: Who makes San 
Solvent, a chemical used in septic 


tanks?—True & Blanchard Co. 


ANSWER: San Equip. Inc., 900 
E. Bridgeton Ave., Syracuse, N. Y. 


* * * 


Dover, N. H.: Who makes Hydro- 
cale? This is used by dentists, mixed 
with calcine plaster in making im- 
pressions for false teeth—J. Her- 
bert Seavey. 


ANSWER: United States Gyp- 
sum Co., 302 W. Adams St., Chicago, 
Ill. 
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Crockett, Tex.: Where can we 
secure repairs for a farm wagon 
made by Piedmont Wagon & Mfg. 
Co.? — Smith-Murchison Hardware 
Co. 


ANSWER: Hickory, N. C. 


* * * 


Mercer, Pa.: Who makes the 
Vibro-Shaver safety razor?—L. H. 


Crill & Son. 


ANSWER: Seajay Co., 3302 Cot- 
tage Grove Ave., Chicago, IIl. 


* + * 


Irvington, N. J.: Who makes 
electric rifle that operates from 110 
volts, and shoots light beam instead 


of bullets?—Wolf Bros., Inc. 


ANSWER: Western Equipment 
& Supply Co., 925 W. North Ave., 
Chicago, Ill. A.B.T. Mfg. Co., 3311 
Carroll Ave., Chicago, Ill. 


* * * 


Canton, Ohio: Please furnish 
names and addresses of firms manu- 
facturing carpet looms. — Canton 


Hdwe. Co. 
ANSWER: Newcomb Loom Co., 


Davenport, Iowa. Reed Loom Co., 
Springfield, Ohio. Crompton & 
Knowles Loom Wks., Worcester, 
Mass. 


* * x 


Tarboro, N. C.: Please furnish 
address of the Bridge Gun Co.— 
The Marrow-Pitt Hdwe. Co. 


ANSWER: This is a special 
brand of the Shapleigh Hdwe. Co., 
St. Louis, Mo. 


Jonesboro, La.: Please furnish 
address of the American Stamping 
Co.—Citizens Hdwe. & Furniture Co. 

ANSWER: 950 E. 64th St., Cleve- 
land, Ohio. 


- & @ 


Dowds, Ia.: Where can we secure 
repairs for the Viking cream sepa- 
rator?—H. C. Pedrick & Sons. 

ANSWER: United Engine Co., 
Lansing, Mich. 


* 2+ 


Cresco, Pa.: Where can we ob- 
tain the Rolls safety razor? —-Segu- 
ine Department Store. 

ANSWER: Lee & Schiffer, Inc., 
305 E. 45th St., New York, N. Y. 


* + * 


Spring Valley, N. Y.: Who makes 
the All-Nu liquid wax automobile 
polish ?—Kaplowitz & Alpert, Inc. 

ANSWER: All-Nu Products Co., 
Camden, N. J. 


* * * 


Wilmington, Del.: Who makes 
the Silver Suds silver polish?—Tri- 
States Janitor Supply Co. 

ANSWER: Silver Suds Co., 829 
N. 19th St., Philadelphia, Pa. 


* * + 
Newark, N. J.: Who makes an 


electric steam hand sad iron?— 


J. Heller & Son, Inc. 


ANSWER: Steem Electric Co., 
4914 Maryland Ave., St. Louis, Mo. 


* * * 
Tledo, Ohio: Who makes the 


CAFEX glass coffee maker?—G. R. 
Hoffman Hdwe. & Supply Co. 


ANSWER: Hartford Products 
Corp., 80 Pliny St., Hartford, Conn. 
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MOULDED RUBBER GOODS avo SPECIALTIES 
CHAIR TIPS CRUTCH TIPS 
COBURN | PLAIN AND MUSHROOM BUMPERS 


GARAGE DOOR HARDWARE | 
Coburn-equipped Garage Doors oper- | 
ate easily and satisfactorily. Coburn | 


Garage Door sets are a complete line 
—Straight sliding sets, Sliding-folding 








sets, Around -the-corner sets and RUBBER HEAD NAILS 
hardware sets for converting swing 
doors into a one-piece overhead door. K Vena? Sar Sees 2) 
Write for full information today. SUCTION RUBBERS 
Since 1888 Coburn Products Have Been Dependable SEND FOR CATALOGUE 
COBURN TROLLEY TRACK CO. THE ELASTIC TIP COMPANY 








50 CANAL ST. HOLYOKE, MASS. 370 ATLANTIC AVE. BOSTON, MASS. 











: SAND’S LEVELS 


C___ oer _ oOo J} 
**Factory Built-In py pane 



























No. 48 NEW- 





“en 
Improved Adjustable S” Nut Wrench MASONS’ WOOD AND ALUMINUM 
The standard wrench of its kind. Well designed and CARPENTERS’ WOOD AND ALUMINUM 
amply onee, eee work, —" vo = he TILE SETTERS’ WOOD AND ALUMINUM 
-to- " t 4 
eg gh gag engl gS ga eg SAND'S.STEVENS SURFACE AND LINE 
operating nut and a drop-forged sliding jaw. Inter- Catalog on Request 


changeable parts. Sizes: 6, 8, 10, 12 and 14 ins. Big 


seller to Motorists. Good profit. SAND’S LEVEL & TOOL COMPANY : 


Ask Your Jobber 8631 Gratiot Ave. DETROIT, MICH. @ 
BEMIS & CALL CO. SPRINGFIELD, MASS. 

















KEYHOLE 


\\ 
| Small ? partes 0" 


GOODELL -PRATT COMPANY 


| | 
TO RCH ES shed Ma Bien ’ ORT ei we 


make. It’s a remarkably handy little tool, with endless uses. 
KNOWN Gets into corners where other saws cannot be used. 
| Attractive red and black enamel handle; light and fits the grip; 
EVERYWH ERE good quality saw; flexible back to minimize breakage. 
a | Each No. 237 saw mounted on a two-color card. 
CLAYTON & LAMBERT MFG.CO.| | mittens Fatts COMPANY, Greenfield, Mass. 


DETROIT, MICHIGAN 
































PORCELAIN ENAMEL 





WALL ROPE | res 
106 YEARS OF A | 


Quality ana Service 








Please send me, abso- 
lutely free, a copy of 
your new, easy-read- 
ing, profusely illus- 
trated sales manual 
on Porcelain Enamel 


0 ee eens 


WALL ROPE WORKS, Inc. 
48 SOUTH STREET, NEW YORK, N.Y. 


BOSTON + NORFOLK + NEW ORLEANS ¢ CHICAGO 
PHILADELPHIA « SAN FRANCISCO + BALTIMORE 


Firm 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word. mini- 
mam 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words. $3.00 
Each additional word...........-- 06 
All Capitals. Maximum of 50 word>.. 4.00 
Each additional word..........-. -06 


Allow Seven Words for Keyed Address 
Boxed Display Rates 


1 inch 
Each additional 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers. Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES 


Discounts for Consecutive Insertions 
4 insertions, 10% off: 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


— - — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order. 
not currency. 
— 7 ——-s 
HARDWARE AGE is published every other 
Tharsday. Classified forms close 13 davs 








previous to date of publication. 








NOTE 
Samples of Literature, Mer- 
chandise. Catalogs, etc., will 
not be forwarded. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 











SALES REPRESENTATIVES WANTED 


SPLENDID OPPORTUNITY FOR SALESMAN 


trade with non 








now contacting housefurnishing 

conflicting |'ne—Wholesale Hardware, Retail Hard- 
ware, Department Store trade Nationally-known 
manufacturer Allegheny Metal Stainless Steel 
cooking utensils. Liberal commission basis. Write 
giving full particulars, territory covered, manu- 


facturer now represented and references. 
Address Box 7625-A, HARDWARE AGE 
802 Otis Building, Chicago, IIlinois 











NATIONALLY KNOWN BUILDERS’ 
HARDWARE MANUFACTURER requires the 
services of several salesmen for middle west and 
eastern territories. Write fully. Address Box 
C-666, care of Harpware AGe, 239 W. 39th St., 
N. Y. City. 


NEW “SAFEGUARD” TRANSOM LIFT, 
ALSO new casement operator. Worm drive type 


—burglar proof. Distributors wanted selling to 
dealers of builders’ hardware. Liberal commis- 
sion. Good protected territory still open. See 


our ad on page 91. Advise territory you cover. 
Address—Gullborg Mfg. Company, 4313 Ravens- 
wood Ave., Chicago, Illinois. 

SALESMEN WANTED TO CALL ON hard- 
ware jobbers, builders’ hardware dealers and lum- 
ber dealers to carry our line of Mailo-Boxes, the 
modern built-in mail box, as an additional line. 
Several territories open. Give references, lines 
handled, and territory covered. Address—Penn- 
Greg Manufacturing Co., 133 South Tenth Street, 
Minneapolis, Minnesota. 


BUILDERS’ HARDWARE SALESMEN TO 


SELL fast moving line of modern cabinet hard- 








ware. Territories open: Milwaukee, Philadelphia, 
Florida, California, Northwest, Pittsburgh. Ne- 
braska, Minnesota, St. Louis. Give builders’ 


hardware lines now carried. Address Box C-667, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
ity. 


MANUFACTURERS—FOR THE LATEST 
AND most authoritative information on hardware 
Manufacturers’ Sales Representatives consult The 
Federated Sales Service, Inc., 729 Boylston St.. 
Boston, Mass. We investigate, organize, main- 
tain and make productive national sales organi- 
zations of Manufacturers Agents. Confidential 
sales data on over 17,000 Manufacturers Agents 
in over forty business classifications. 


SALESMEN CALLING ON HARDWARE, 
DEPARTMENT, furniture and appliance stores 
wanted to represent manufacturer of adjustable 
foot rest for appliances. New device of excep- 


tional merit. Every store should handle. Com- 
mission and protected territory. State expe- 
rience, trade and territory covered. Communi- 
cations confidential. Address—Brehme Special 
Products Company, Springfield. Vermont. 
SALESMEN — THREE EXPERIENCED 
MEN FOR Southern New England, Northern 


Boston territories by factory 
agency controlling several prominent lines. Es 
tablished in 1930, and very well known. Com- 
mission basis—pay weekly. Only men with clean 
records and with following considered. Give 
complete information about yourself, your record, 
and send references. Permanent. Address Box 
C-674, care of Harpware AcE, 239 W. 39th St., 
m. Z. Cin 


New England and 
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SALES REPRESENTATIVES WANTED 


SALES ACCOUNTS WANTED 








SALESMAN WANTED TO REPRESENT 
WELL-KNOWN manufacturer of taps, dies and 
screw plates in large trading areas. Must have 
a following in the retail hardware and large in- 
dustrial trade. Commission and protected terri- 
tories guaranteed. All communications confiden- 
tial. Address—Charles EF. Vautrain Associates, 
Inc., Advertising counselors, 560 Dwight Street, 
Holyoke, Mass. 


SALESMEN—TO REPRESENT OLD ES- 
TABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
band saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel mest of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
C-388, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


CHROMIUM KITCHEN HARDWARE. WE 
STILL HAVE A FEW DESIRABLE TERRI- 








TORIES OPEN FOR EXPERIENCED 
RUILDERS’ HARDWARE REPRESENTA- 


TIVES WHO HAVE AN _ ESTABLISHED 
ACQUAINTANCE WITH BUYERS. STATE 
TERRITORY COVERED AND BUILDERS’ 
HARDWARE LINES NOW __ CARRIED. 
AMERICAN BRASS GOODS COMPANY, 
COTTAGE GROVE, S.W., GRAND RAPIDS, 
MICH. 


HELP WANTED 


Wanted By Large Hardware Company 
ACCOUNTANT, executive, under forty. Must he 
experienced on machines, no stenography; knowl- 
edge of hardware not requisite. Good salary and fine 
prospects for right man. This is an opportunity 
rarely presenting itself. Address in own handwrit- 
ing stating experience and with whom. Personal 
interview necessary. All applications strictly confi- 
dential. 

Address—United Hardware & Supply Company 
Titusville, Pa. 























A BRIGHT YOUNG MAN WITH retail hard- 
ware experience wanted. Please write giving full 
particulars, age, experience, present employment, 
etc. Address Underriner’s Hardware, Mt. Carmel, 
Illinois. 





Long Established, 
Well Rated, 
Wholesale Hardware 
Distributor 


with railroad siding and ware- 
house, strategically located 
for distribution along the 
Delaware River territory 
from South Philadelphia to 
the Delaware state line and 
all of Delaware County, 


Desirous of 
Representing 
Manufacturers 
As Wholesale 
Distributor 


with lines affiliated to hard- 
ware requiring an active 
distribution in this large in- 
dustrial area. 


Address Box C-660 
c/o HARDWARE AGE 


239 West 39th St., 
New York, N. Y. 




















SALES ACCOUNTS WANTED 


MANUFACTURERS’ REPRESENTATIVE 
ACTIVELY SOLICITING BUSINESS in 
Egypt, India, China, and adjacent territories de- 


sires lines of automobile parts, hardware, or 





engineering items. Address Box C-673, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





FAST-MOVING SPECIALTIES WANTED 
—RELIABLE—have room for one or two good 
specialties for wholesale and retail hardware, 
paint. or automotive trades in Long Island. 
Westchester. lower Connecticut and upper New 
Jersey. Address Box C-670, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





BUSINESS OPPORTUNITIES 








FOR SALE—HARDWARE STORE IN 
Willamette Valley pay roll town. Small invest- 
ment and good turnover. Want to sell on ac- 
count of poor health. Address Box C-625, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





WANT TO BUY HARDWARE STORE in 
Long Island or metropolitan district carrying gen- 
eral line of hardware, paints, electrical goods, etc. 
Write giving full details concerning lines car- 
ried, location of store, and general set up to 
Box C-662, care of Harpware AGe, 239 W. 39th 
a, K. Z. Ce. 





HARDWARE AGE 
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BUSINESS OPPORTUNITIES 


POSITIONS WANTED 


POSITIONS WANTED 





MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





FOR SALE—ONLY HARDWARE STORE 
in thriving oil refinery Texas Gulf Coast town of 
8,000. Established 18 years. Full line of gas 
and electric home appliances, hardware, paints 
and furniture. $100,000 annual sales. Own 
store building in best location in City. $9,000 
will handJe. Address Box C-675, care of Harp- 
warRE AGE, 239 W. 39th St., N. Y. City. 





FOR SALE—HARDWARE STOCK, PLUMB. 
ING and tin shop, debt free. Well established 
business under same ownership for thirty- four 
years. Excellent location in town of 3,000, in 
rich agricultural section, and splendid trade terri- 
tory. Owner deceased and widow desirous of 
selling. Address—Sam F. Long Estate, Superior, 
Nebraska. 





FOR SALE—ONE OR TWO modern _hard- 
ware stores in adjoining towns in west Central 
North Dakota in good farming territory, each 
carrying a net inventory of about $8,000 includ- 
ing hardware, plumbing, heating, furniture and 
undertaking. If interested write for details. Ad- 
dress Box C-671, care of Harpware Acer, 239 
W. 39th St., N. Y. City. 





WANTED TO PURCHASE, AN ESTAB- 
LISHED hardware business located in middle 
Atlantic States or New England. Advise fully 
what you have to offer, lines carried, lowest cash 
price or terms. All replies held confidential. 
Principals only—no brokers. Address Box C-663, 
oe of Harpware Acr, 239 W. 39th St., N. Y. 

ity. 


POSITIONS WANTED 


PURCHASING AGENT HAVING SYNDI- 
CATE AND jobbing buying experience of hard- 
ware, mill supplies, general merchandise, etc., de- 
sires position with reliable company. Can supply 
excellent references. Address Box C-627, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 














BUYER OR ASSISTANT with 18 years’ ex- 
perience buying hardware, mill supplies and ma- 
terials for the manufacturing of machinery. Can 
furnish excellent references. Address Box C-646, 
care of Harpware AGE, 239 W. 39th St., N. Y 
City. 





SALESMAN—45. RESIDENT OF NASSAU 
and Suffolk County for past 30 years seeks posi- 
tion with paint concern. Well known to the trade. 
References. Small salary and commission. Ad- 
dress Box C-620, care of HarpWaRE AGE, 239 W. 
Sth S&.. N. ¥. City. 





SALESMAN, 10 YEARS’ EXPERIENCE 
CONTACTING JOBBERS, department and 
chain stores, large dealers in Metropolitan New 
York territory, desires connection with manufac- 
turer of products salable to these outlets. Address 
Box C-641, care of Harpware AGE, 239 W. 39th 
St., N. Y. City. 








HARDWARE MAN, 20 YEARS’ EXPE- 
RIENCE IN retail and wholesale hardware. Ten 
years in charge of tool department, also expe- 
rienced in steel goods, shelf hardware and kindred 
lines. Desire a position with responsible firm. 
Al references. Address Box C-664, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





EXPERIENCED WHOLESALE AND SPE- 
CIALTY SALESMAN with car wants position 
as manufacturers’ representative in New Yorh 
City and surrounding territory. References fur 
nished. Live wire. Can produce results. Address 
Box C-650, care of Harpware Ace, 239 W. 39th 
Ot, es Ee Clty. 





HARDWARE MAN EXPERIENCED IN 
ALL lines of general hardware, capable of buy- 
ing, selling and store management. bookkeeper. 
Have proven record. Good references. Good 
health. Age 35. Wants connection in Northwest. 
Address Box C-645, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 





SPECIALTY SALESMAN, 40, LIVE WIRE, 
15 years’ large established following hardware 
trade, metropolitan area, Philadelphia, Eastern 
Pennsylvania, and Southern New Jersey. Car 
owner, employed past seven years with present 
concern but desire a change. Best of references 
Address C-672. care of Harpware AGer, 239 W. 
Ime St., X.. ¥. Coty. 








Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard 
ware industries 

NO CH ARGE Weenvice, FOR THIS 


If we can be of any to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 











EXPERIENCED HARDWARE AND MILL 
SUPPLY man seeks sales territory or connection 
as store or branch manager. Fifteen years’ ex- 
perience as store manager and eastern territory 
salesman for a manufacturer. Available Sept. 1, 
1937. Can furnish references as to ability, char- 
acter and experiences. Address Box C-669, care 
of Harpware AGE, 239 W. 39th St., N. Y. City. 


HARDWARE MAN, 53, MANAGER OF 
RETAIL store for 15 years, any location accept- 
able; experienced in the following lines: builders’ 
hdwe., mill, factory, contractors’ and cabinet 
makers’ supplies, transmission, mechanics’ tools, 
paints, varnishes and brushes, pipe and fittings, 
etc. Address Box C-665, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-668, 
care of Harpware AGe, 239 W. 39th St., N. Y. 
City. 





DO YOU NEED A YOUNG experienced mer- 
chandise manager or general manager for your 
hardware or building material business. Twenty- 
nine. Present position assistant general man- 
ager of a hardware and building material chain. 
Can assist with valuable information in buying 
connections and stock control, that have proven 
successful. Know merchandising, clean first class 
record. Prefer central western states, but will 
go anywhere. Can furnish best of references. 
Address Box C-637, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 








48 Advertisers Used the “Classified Section” 





The Classified Opportunities Section of a recent issue of Hardware Age was 
used by 48 different advertisers. 


Some wanted to buy a hardware store—others wanted to sell their hardware 
business; some wanted to secure sales representatives; others wanted sales 
accounts—and others sought various positions in the hardware trade, but all 


sought HARDWARE AGE and used its Classified Opportunities Section. 


Unquestionably their selection of Hardware Age was due to its wide circula- 
tion in the Hardware trade and its proven record to secure RESULTS for those 
who use its “Classified Section.” 








HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., (4 Chilton Publication) New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 
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MAKE SURE YOU 
START RIGHT 
IN YOUR QUEST 
FOR MORE BUSINESS 


USE- 
Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 
the following lists:— 


1355 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10978 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


6364 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 


16220 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 


33562 Hardware Retailers (Complete List). 
For $5.50 per M. 


1001 Department Stores handling Hardware 
and Housefurnishings. For $7.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 
HARDWARE AGE 
Direct Mail Addressing Dept. 
239 West 39th Street, New York, N.Y. 
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Any pump man experienced in the in- 
stallation of deep well units recognizes 
the importance of water volume. Fre- 
quently, the requirement is greater than 
can be supplied by an ordinary cylinder, 
or in many instances, the diameter of the 
casing will not permit using a cylinder of 
sufficient size to secure the desired vol- 
ume. ,. 


Whether conditions are regular or other- 
wise, Myers Double Acting Cylinders sat- 
isfactorily solve most deep well pumping 
problems. Styled by experts, precision 
built, dependable 4nd economical to op- 
erate, they furnish the plus volume of 
water that lowers pumping costs and sat- 
isfies the most critical of users. 


Brass or brass lined in sizes for widely 
diversified requirements—you are miss- 
ing an opportunity to increase your busi- 
ness and profits if you fail to take 
advantage of the excellent sales and ser- 
vice values Myers Double Acting Cylinders 
offer. 


Write or wire. 


THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 
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STOVE CO. 


KANKAKEE, ILL. 
















A New Principle 
of 
File Construction 


Means Faster 
Filing 
Increased File 
Sales 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A, 
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of Bulletin Boards a 
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MOORE Push-Pins 


attached by ... 
This single use —- enormous outlet 
















Compact, for MOORE Push-Pins and Hangers, 
all-metal, yet it is but one of the hundreds that keep 
revolving sales steadily moving upward .. . especially 
display in stores displaying the handsome cabinet 
cabinet shown here. It contains full assortments of 
with each both MOORE Push-Pins and 


assort- 
ment of 


72 packs. 


ry 
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0 
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-~ 
a 
cet 


MOORE Pushless Hangers 
Order from your jobber 


MOORE PUSH-PIN COMPANY 
Manufacturers of MOORE Push-Pins 
and MOORE Pushless Hangers 
113-125 Berkley Street, Philadelphia, Pa. 
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a BRUSH-NU COMPANY 


~~ BALTIMORE MARYLAND 

















BOMMER 


Screen Door Hinges 


are the best of each type obtainable by the 
merchant to insure a satisfied customer. 





TYPE 2100 TYPE 980 TYPE 900 TYPE 960 
BOMMER SPRING HINGE CO., Brooklyn, N. Y. 











SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 
> A ._f\"& FLOORS-CREATE QUIET 


Name "Domes of Silence’ 
on each genuine Glide. 

















Domes of Silence 

Rubber Cushion Glides 

For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 





Gensi® DOMES o SILENCE 
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IN HEATER PROGRESS 


Hae 


Note in illustration how Heat Directors are 
open to send radiant warmth to person by win- 
dow, where extra heat is needed. Directors are 
closed on other side where additional heat is 
not required. 


Ley’s BYO he. 


PA ee musa 


Amazing Sales Opportunity for Wide-Awake Dealers 
Whose Minds are in Tune With Heater Progress 


The Allen Parlor Furnace offers the most sensational 
improvement in heater construction in a decade. “Di- 
rected Heat” assures a flexibility of heat control never 
before known; comfort heretofore impossible. 


A finger touch moves Directors from closed position to 

any angle up to horizontal, or wide open. All Directors 

move together, with one control. ONLY ALLEN'’S 

HAS THIS PATENTED FEATURE 

Here is advanced engineering protected by U.S. Patent 

and absolutely exclusive with the new Allen coal-wood 
heaters . . . a competitive ad- 
vantage that is immediately 

Side view, obvious. 


h i . . 
—- The new Allen is built for 


touch service and efficiency. Heat- 
control ing capacity a third to a half 
of Heat greater than ordinary heaters 
Directors with equal size cabinets. Out- 
e standingly the most beautiful 
All heater money can buy. 
Directors Sell “Directed Heat”... make 
move more money with this amaz- 
together. ing new Allen. Write today 
for proposition. 


Patent No. 1,623,634 
ae 9g Heat Throughout the 


jouse. 
2—Radiant Heat Directed Where You 
Went Ht. 
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A WOOD SCREWS 


In all Head Styles,@43 
i Metals and Finishes. l) 

Large, complete stock 2 
| of standard sizes. 


Req. U.S. Patent Office 


Sold through Hardware Jobbers 


THREAD-FORMING 
SHEET METAL SCREWS 


tay 


Case Hardened —All Finishes 


SOCKET HEAD } 
Wood Screws Pf 


7” Easily and j 


cessed head. i 


Effects real savings i 


A special 
quickly in- driver fits 
serted and square, re- 
driven in 


difficult positions 








= 


Rolled and Cut Threads with Amer- 
ican Square Heads and Nuts. 
Assembled — in Packages. Unas- 
sembled — in Bulk. Large stock 
standard sizes. 





STOVE 
BOLTS 


Large stock, prompt 

delivery of regular 

head styles — Flat, 

1 Round, Oval, Stove. 
All sizes. 
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HANGER BOLT ui, 


4 Plain or Fluted Centers 


== bh bh bP 


Made to order in diameters of %”, 
5/16”, %”, in lengths up to 6 in- 
ches. Regularly supplied with 
Square Nuts. Hexagon and Wing 
Nuts can be furnished. 





CARRIAGE BOLTS!_—@. 
| e— 


Rolled or Cut Threads with Amer- 
ican Standard Square Nuts. 
Assembled — in Packages. Unas- 
sembled — in Bulk. All types, 
sizes and metals. 





>, NUTS 


Large, com- 
plete stock 
carried tor 
prompt deliv- 
ery. Furnished 
in all types (Vii ” 
and finishes. 

Accurately cut. aa 


SINK BOLTS 


esihahs made in steel, with flat 
heads. Two square nuts with each 
bolt. Can be furnished in brass. 
Strong. Accurate. Complete Stock. 





DRIVE SCREWS 


| Furnished in Steel, Flat Head with 
milled or sawed slots. Brass on 
special order. Round and Oval 


' Head can be furnished. Large 
stock of popular sizes. 


MACHINE 
SCREWS 


STEEL AND, BRASS 
ALL FINISHES 
Prompt delivery from 
complete stock of & 
standard sizes. Spec- = 
ials to order. , 


H 
THUMB SCREWS 


Cold forged and roll j 
threaded to close limits. 





I TUBULAR RIVETS 


iT rrr? 


i Steel and Brass. Semi or Full Tubu- 
lar. All head sty!es and finishes. 
These rivets are uniformly true to 
gauge, with correct setting qualities. 


CONTINENTAL 


New Bedford.Mass.. 





ESCUTCHEON PINS 


iT] 


Complete Stock 
in Steel and Brass 





Accur- 
) form, & pa The stock 
finish is plain steel,can be 
FINISHING WASHERS || 
ES & | 
Brass Flush Finishing Washers. 
Ebony, Bright Nickel and Gilt Fin- 


ate, uni- | 
furnished in all finishes. 
Steel and Brass Countersunk and } 
ishes carried in stock. 


SCREW CO 


.Warehouses at Detroit & Chattanooga 


HARDWARE AGE 








